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These Users Tell You Why MODEL-A BEAVER 


is ONE Answer to Lower Operating Costs! 
For 17 years Model-A Beaver Pipe and Bolt 


Machine has proved its worth, cut costs and in- 
creased output. Excerpts from hundreds of users’ 
letters show you what we mean: 


“We have 40 Model-A Pipe Machines. Our costs have been 
cut to a fraction of what they were before standardizing on 
these machines.”— Spitzley Plumbing & Heating Company. 

“We have 15 Model-A Beaver Pipe Machines, some of them 
in use 8 years, and the call for repairs is negligible.” 
—Advance Heating & Air Conditioning Corp. 

“I commend you for the over-all merit of this cost-saving unit 

. . your Model-A Pipe Machine.” 

—The Monarch Cement Company. 


MODEL-A FEATURES 
Cuts and threads pipe, 1/8 to 2 inch. . . with drive- 
shaft and geared tools the range is increased to 2-1/2 to 
. cuts off bolts 1/4 to 3/4 inch... 
threads bolts 1/4 to 2 inch . . . 186 different kinds and 


sizes of dies available from stock .. . choice of motors, 


12 inch pipe.. 


110, 220, 440 or special voltages ... choice of wheel or 
knife cutolf, both patented . . . gear driven, with gears 
tunning in oil . . . visual oil level gauge . . . right-hand 
operation like a lathe... quick-opening, fully adjustable 


dieheads. 


“We have disposed of all’ other machines and standardized 
on your Model-A Machine.”"—The Lane Company. 
. they have earned their cost many times over.” 
—Bumstead-Woolford Company. 
“Your Model-A Machines save us much time and expense in 
our pipe work.’’—-Lehigh-Navigation Coal Company. 
“Compared to similar machines, we feel your units have 
proved superior both from time-saving and upkeep standpoints.” 
—Celanese Corporation. 
“Our Model-A Machines get hard usage, yet they keep run- 
ning month after month with trouble-free performance.” 
—Grinnell Company. 


Thousands of Model-A’s are in use throughout 
the world. We back them up with 51 years of 
experience and friendly service. 


Write for new Catalog C. C.-49. Address Beaver Pipe Tools, 
Inc., 216-300 Dana Avenue, Warren, Ohio, U.S. A. 
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CREDIT control may 
not seem to be much of 
a problem now that sales 
are booming but indus 
trial mobilization does cre 
ate new problems. Read 
how one __ enterprising 
credit manager has ex 
panded his role with a 
positive, constructive ap- 
proach. It’s on Page 82. 


SPECIALIZED service is 
one way to bring in plus 
business for a small supply 
firm in Portland, Ore. A 
small machine shop which 
repairs, renovates, reseats 
ind re-sets valves of all 
kinds makes customers, 
ind the way they do it 
is explained on Page 87. 


A NEW _ BUILDING 


covering 500,000 sq. ft. of 


floor space was recently 
opened by ZCMI Whole 
sale Distributors in Salt 
Lake City. For the story 
of the building and the 
company’s unique back 
ground, turn to Page 92. 
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HOW TO SAVE $10,000 
a vear is told by the 
credit manager of Globe 
Machinery & Supply Co., 
Des Moines. How it was 
done, by setting up a svs 
tem of “Jedgerless book 
keeping”, will be found 
on Page 84. 


NO MORE WORRIES 
about financial instability 
in his supply firm bother 
Hes Kuhn, Hardware & 
Supply Co., Akron., O. 
How he managed to shed 
the worries is the story 
beginning on Page 90. 
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MEMORIES of 


things 
past always make good 


a & 9 FT SS 


reading, particularly when 
you yourself figure in the 
memory-making. Come 
along with us and recall 
our 40 years in this curi 
ous business, beginning 
on Page 97. 


Defense Topics 
Talk of the Trade 


Editorial 


Supply Sales Trends 
The Outlook for Business 
Selling Is My Business 


How You Can 


a eee te 128 
Door Openers to Sales......... 130 


Washington Bulletin New Products 





WHAT’S 


EVERY DISTRIBUTOR AND DISTRIBUTOR SALESMAN 
knows without being reminded that “times are chang- 
ing”. As the country gets further and further in- 
volved in a defense economy, the changes are going 
to become greater, and have more and more effect 
on you—whether you're on the selling or the man- 
agement side of industrial distribution. 

Next month, in its special September Sales Guide 
issue, INDUSTRIAL DistRIBUTION is going to show you 
what forces are at work which have and will continue 
to affect your job of selling industrial supplies. 


HAPPENING TO YOUR BUSINESS? 


The section will also contain some important tips 
on how you can profit by changes in your markets, 
how you can ride the crest of the mobilization wave 
instead of being sucked under. 

In addition, the editors are compiling a primer of 
controls that affect selling in today’s economy. 

This triple selling package is one that you, as com- 
pany president or territory salesman, cannot afford to 
miss if you’re to keep abreast of the changing times. 

Look for it in INpustr1at DistrrpuTion’s Septem 
ber issue. ; 
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The Easy Way 
To Get a SPRAY! 


There's an everyday need in many 
plants in your trading area for spraying, 
washing and cleaning all kinds of ma- 
terials, vegetables, fruit, etc. — a need 
that can be easily and economically met 
by the simple installation of Link-Belt 
Non-Clogging Spray Nozzles. 

Just apply these Spray Nozzles (con- 
sisting of a bronze deflector with U- 
bolt fastening) to a water pipe drilled 
with plain holes at desired spray loca- 
tions — that’s all there is to it! Avail- 
able in five sizes, neatly packaged. Easy 
to stock, easy to sell, easy to use. 





P.L.V. Offers Grip-Tooth Action 
From Maximum to Minimum Speeds 














Note how the slats in the self-tooth- 
forming chain are free to move later- 
ally — either singly or together. 





Flush-Hub Construction of L-B Welded 
Steel Pulley Reduces Shaft Deflection 


The type of breakdown most dreaded 
by belt conveyor operators is that of 
the head or shaft pulley. Idlers can be 
easily replaced, but failure of pulley 
or shaft necessitates costly, protracted 
shutdowns. 

The modern Link-Belt Welded Steel 
Pulley design offers real insurance 
against this type of trouble. Shaft de- 
flection, which sets up dangerous 
stresses, is minimized. 

As can be seen from the close-up 
photograph below, it’s possible to hold 
bending moment on the shaft to an 
absolute low. This highly desirable 
condition is achieved because the hubs 


Note how bearing 
support and pulley 
hub nearly touch. 
That is important 
because shaft bend- 
ing moment in- 
creases as the square 
of the distance be- 
tween hub and bear- 
ing. 





of Link-Belt Welded Steel Pulleys are 
mounted flush with the extreme edge 
of the pulley face. 

These Welded Steel Pulleys are dura- 
ble, and their minimum weight results 
in lower power consumption. Remov- 
able hubs are interchangeable within 
predetermined bore ranges. Also avail- 
able with Taper-Lock Bushings. 





LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, 
Philadelphia 40, Atlanta, Houston 1, 
Minneapolis 5, San Francisco 24, 
tos Angeles 33, Seattle 4, Toronto 8, 
Springs (South Africa) 12.54 
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The operation of Link-Belt’s PIV. 
Variable Speed Drive is not dependent 
upon friction for power transmission. 
That's because only P.I.V. utilizes self- 
tooth forming chain to 
provide an infinite num- 
ber of positive settings. 
The accompanying pho- 
tographs and diagrams 
clearly illustrate this vital 
performance plus. 

Your customers can get exact ma- 
chine speed changing while full rated 
horsepower is delivered from drive to 
machine. P.I.V. provides the most ac- 
curate way for them to use their ma- 
chines to maximum capacity for the 
job at hand. Manual, electric, pneu- 
matic or hydraulic control can be used. 


* Sales 
Weeting 
in Print 
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Maximum setting 


Minimum setting. 











Horizontal 
Type H-1 P.I.V. 


Made entirely of metal, the P.I.V. Drive 
provides quiet, dependable speed control 
with very little attention. Totally enclosed 
in a rigid cast-iron housing, P.1.V. Drives 
are unaffected by atmospheric conditions, 
making them ideally suited for operation in 
abnormal ambient temperatures, humidity, 


abrasive dust or dangerous explosive vapors 
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MMEDIATE 
SHIPMENT 


acelan 


sTOCK 


CAN STILL BE MADE... 
bEVE 


"SURE-GRIP” 
SHEAVES 


WITH INTERCHANGEABLE HUB 
If you can't get STOCK requirements or you 
need SPECIAL SHEAVES made to order—let us 
know! We can still give excellent service. Write 
for detailed information on STOCK SIZES and 
SPECIAL SHEAVES to your customer's order. 


T. B. WOOD’S SONS COMPANY 


CHAMBERSBURG, PA. 
Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 
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The Cover 


“S” strikes the keynote for our 
August issue—“S” for “Saving” 
and for “Service”. Here are stories 
showing how several distributors 
have effected major savings in their 
operations. And we trace our 40 
years of service as a magazine in 
a 16-page section beginning on 
page 97. 





Publisher 
A. M. Morris 
Editor Walter F. Crowder 
Managing Editor Raymond W. Barnett 
Associate Editor John A. Wertis 
News Editor John F. Farley 
Assistant Editor Albert R. Henry, Jr. 
Assistant Editor Leugel Foss 
Assistant Editor Robert M. Slater 
Assistant Editor C. H. Holdsworth 
Products Reference Number 


Washington Bureau 
George B. Bryant, Jr. 
Editor, World News Russell F. Anderson 


District Managers: E. N. Grantvedt, Chi- 
eago; E. J. McOsker, Cleveland; H. E. 
Thayer, New York and Boston; John P. 
Ora, New York and Philadelphia; John 
W. Otterson, San Francisco; J. H. Allen, 
Los Angeles; J. Cash, Dallas. Business 
Manager, W. A. West. 
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Production 
Shops 


Atlas lathes with 
turret attachments 
are helping many a 
firm meet delivery 
schedules on small 
parts. For a few hun- 
dred dollars your cus- 
tomers can equip for 
screw machine type 
of work. 


1 Tool Rooms, 
Laboratories 


With great empha- 
sis on defense pro- 
duction, and devel- 
oping new types of 
advance equipment, 
there’s more need 
than ever for com- 
pact, precision tools 
for jig and fixture 
and _ experimental 
work. 


School Shops 


This is the time of 
year when industrial 
arts educators and 
technical training 
centers make their 
plans and place 
orders for Fall tool 
needs. 


Solves New Production 
Problems At Lowest Cost 


Expands Profit Opportunities for 
Atlas Distributors and Salesmen 


Wherever new production is in process, or being planned 
or tooled, or operators trained ... there’s a market for 
accurate, efficient Atlas tools. 


You can offer your customers a way to tool up for high 
production of small parts at low cost... a fast, economi- 
cal way to make special-purpose production machines, by 
adding automatic controls to standard Atlas equip- 
ment ...a way to use the compactness and portability of 
Atlas tools to supplement present production-line layouts. 


[In all your selling contacts Atlas is preparing the way for 
you with consistent advertising in all leading publications 
reaching the markets you cover. Deliveries are fairly 


prompt on all DO business. 


ATLAS PRESS COMPANY 


810 N. PITCHER STREET 
KALAMAZOO, MICHIGAN 
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AMAZING PERFORMANCE SELLS 


THE NEW nonce 
WDE-SET 





OPENS OR CLOSES TO ANY 
POSITION IN ONE SECOND! 


a 
dle counter- 
clockwise puts vise in 


“neutral” for fast slide 
action, in and out. 


Here’s a new big-profit maker for Distributors, 
because its money-saving value to vise users is easily dem- 
onstrated and instantly recognized! 

Amazing performance sells the Dodge Slide-Set vise. 
Demonstrate—install one—and invite comparisons. Your 
customers will standardize on this new fast-acting vise be- 
cause it cuts time and tiring work out of many assembly 
and production operations—speeds production, increases 
efficiency, reduces operator fatigue! 

Dodge provides a light weight demonstrator which 
makes it easy to carry the sales-making story of the Dodge 
Slide-Set vise right into the prospect's office or shop. Actual 
vise has all the power and ruggedness of a conventional 
type—it weighs 58 pounds! 

Backed by a strong advertising campaign. Easy to han- 
dle, easy to stock, Dodge Slide-Set is built in one size—4 
inches—to meet the majority of the market demand for a 
heavy duty machinist’s bench vise. Each vise is supplied 
in an attractive individual package. 

DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Indiana 


DODGE 


SS 
of Mishawaka, Ind. 
in POWER TRANSMISSION MACHINERY 
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CLOSE =. a push closes 
jaws on work (or 
a pull opens). No time- 
wasting, tiring spinning 
of the handle. 


LOCK — Turning handle 
clockwise applies 
full pressure as in a con- 
ventional vise. 


CALL A TRANSMISSIONEER 
Your local Dodge Distributor can tell 
you about the new Slide-Set Vise as 
well as give you news of the latest 
Dodge developments in power trans- 
mission machinery, 





Defense 


Industrial Distribution 


Topics 








INDUSTRY'S EXPANSION PLANS 
KEEP GROWING 


Department of Economies 
McGraw-Hill Publishing Company 


INVESTMENT in new industrial plants and equipment hasn’t reached a peak yet. 
Despite the Korean peace talks, and despite the spring dip in some lines of 
business, many companies are set to spend more than they were a few months 


g 
ago. 


This is a somewhat surprising fact. 
But it’s true. Reports collected by the 
Dept. of Commerce indicate ‘that 
manufacturing firms will put more 
into new plants in the last six months 
of 1951 than in the first half vear. 
And expenditures for the year as a 
whole will probably run well above 
earlier estimates. 

More recently—after truce talks 
started in Korea~McGraw-Hill corre- 
spondents made a special check of 50 
companies which had scheduled heavy 
capital expenditures for 1951. Most 
of them still figure on spending as 
much or more than originally planned. 

According to this survey, materials 
shortages are boosting the cost of new 
plants. But they're not stopping con- 
struction. Additional plants are being 
built to handle both defense orders 
and the unexpectedly large demand 
for civilian products. And as_ yet, 
neither the peace rumors nor reces- 
sion fears have many firms worried 
about overcapacity. 

This is mighty important news for 
everyone in the durable goods indus- 
tries. To date, plant and equipment 
spending has been a bigger source of 
demand for metal products than the de- 
fense program. Continued heavy plant 
expenditures mean continued heavy 
demand — and shortages — throughout 
the metalworking field for at least an- 
other year. 

We still haven’t seen the full effects 
of a peace scare, to be sure. In an 
other month more company officials 
mav be worried about a cutback in 
defense expenditures. And more of 
the worries may be translated into de 
cisions to postpone expansion. But it’s 
going to take a lot of scares and a lot 
of postponements to cut capital spend 
ing down to less than gigantic propor 


tions. That’s clear from the check-up 
just made by McGraw-Hill. 

Here is what the interviews with 
manufacturing companies revealed: 


Changes in Programs: About half 
the companies have revised their plant 
and equipment programs since the be- 
ginning of this year. Almost all the 
revisions were upward. And the in- 
creases were much bigger than the few 
decreases. 

Some companies have boosted their 
spending plans as much as 100% and 
a large number by 20% or more. The 
increases appear to be as much related 
to higher estimates of demand for 
civilian products as they do to new 
contracts for defense work. Increased 
construction costs were also mentioned 
frequently as the reason for higher 
budgets. 


Construction delays: A majority of 
companies reported that their pro- 
grams were behind schedule because of 
delays in getting construction mate- 
rials, construction labor, or equipment 
—particularly machine tools. However, 
most of the delays appear to be of the 
nuisance variety, expected in a tight 
situation, or snarls due to malfunction- 
ing of the controls set-up. Very few 
companies said they were encountering 
really critical delays. In general, it ap- 
pears that industry will get the mate- 
tials to carry out its planned 1951 
capital programs, although on a little 
slower schedule than planned, with 
more work dragging over into 1952. 


Tight money apparently —hasn’t 
bothered anybody much. A few com- 
panies have had to change their finance 
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ing plans because of higher taxes or 
because they failed to get rapid amotti- 
zation certificates. But the drop in 
stock and bond prices hasn’t mattered 
a bit. In almost every case, retained 
earnings are proving sufficient to fi- 
nance capital expenditures without a 
hitch. 


Plans for "52 are surprisingly big al- 
ready. For most companies, the big 
programs started this year will carry 
over into next. Half the companies in- 
terviewed already have as much or 
more capital spending scheduled for 
1952 as for 1951. The number of com- 
panies with lower plans probably isn’t 
very significant at this early date, be- 
cause forward plans are always low and 
are increased as time goes on. What 
is remarkable is that almost everyone 
already has some ’52 plans on the 
books. 

Most of these plans, of course, re- 
late to the early part of the year, par- 
ticularly to work carrying over to 1951. 
It’s still too early to tell whether the 
capital spending boom will carry right 
through 1952. But it’s obviously going 
well into the New Year. 


Overcapacity: Almost no company 
McGraw-Hill interviewed thought its 
industry was building too much ¢a- 
pacity. A few thought it was possible 
if we went back to a real peace-time 
situation. But most felt their indus- 
try needed more capacity to catch up 
with demand for their regular prod- 
ucts. : 

This ties in with a number of studies 
made by economists. It’s been figured, 
for example, that expansion plans for 
the steel industry won’t mean more 
steel per capita than we’ve had in past 
periods of growth in the economy. 
That’s partly because the population 
has been increasing, and partly because 
a lot of steelmaking capacity now in 
use is obsolete and expensive to oper- 
ate. These facilities will probably be 
abandoned when the emergency is 
over. After World War IT the indus- 
try junked 31 percent (4.3 million 
tons) of the 13.9 million tons of net 
capacitv it had added during the war. 

Similarly, in the soft goods indus- 
tries—despite all the talk of excess 
capacity to make shoes, textiles, ete.— 
economists expect future requirements 
to come close to the peak production 
expected during mobilization. Popula 
tion growth and rising living standards 


(Continued on page 10) 
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PREPARcD BY LUNKENHEIMER ESPECIALLY 


NKENHEIMER DISTRIBUTORS 


Your leadership in valve sales in your 
market means as much to Lunkenheimer 
as it does to you. We’re proud of the job 
you've done over the years on the famous- 
for-quality Lunkenheimer bronze and iron 
line. In working with you constantly to 
improve your position, we keep an eye on 


tomorrow’s steel valve market. 


Rising temperature and increasing pressure 
requirements call for steel valves. Steel 
valves bulk larger in sales than you may 


realize. Your customers naturally look to 





ns 


T be ‘ 


NKEN 


jf 


you for service on steel valves the same 


as bronze and iron. 


As we've demonstrated in our ads during 
the last few months — four of them are 
reproduced here—Lunkenheimer gives you 
the last word in steel valve production 
facilities, the one GREAT name for product 
quality, market coverage with aggressive 
advertising and promotion, and organized 
information for your salesmen who sell 


valves. 


Your experience as a successful industrial 
distributor tells you that IT NEVER PAYS 
TO BUCK A TREND. And the trend in 
valve sales is running stronger each day to 
distributors who supply the complete line 


of steel, iron and bronze valves. 


STEEL...1RON...BRONZE 


a = 


NAM t N 
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Y VA UWES 





E relussively Yours 


the tool that’s making drilling history 


Are you PUSHING 


Lhes profit mater? 





User reports prove 
spectacular savings 


| O PRODUCTION 
MACHINE SHOP 


Savings on first 4'2 hours production re- 


paid entire cost of Dumore Drill Head! 
MOTOR 


Ga MANUFACTURER 


Doubled our production on arma- 
ture shaft centering with Dumore 


Automatic Drill Head!" 
EQUIPMENT 


Sas ae : MAKER 


“Drilled 123,500 die-cast parts with 
Dumore Drill Head — slashed drill 
breakage — set-up was ideal!” 


SOUND 











tr 

S how it and you'll sell it!” — 
that’s the report from Dumore Dis- 
tributors who are stocking and dem- 
onstrating this revolutionary drilling 
cost-cutter. The savings it offers are 
usually so spectacular, that once you 
get a Drill Head into the shop, and 
on a job, the customer won't let it go. 


Orders and reorders from aggressive 
distributors prove that it pays to 
push the Dumore Drill Head. Its 
price is high enough to give you a 
nice profit — yet low enough to 
make the savings it offers a real 
bargain for the user. 


Don’t miss out on the profits small 
drill users in your territory are 
waiting to give you. 


The DUMORE COMPANY 


1300 17th St., RACINE, WIS. 
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DEFENSE TOPICS 





(Starts on page 7) 


will largely offset lower military pro- 
curement and the end of “scare buy- 
ing”. ; 

Plants being built to handle assem- 
bly of military end-products are a spe- 
cial case, of course. Most of them are 
being put up on the basis of a five-year 
write-off. And most will be converted 
or put on a stand-by basis. They won’t 
enter into the matter of output for 
the civilian market. 

The one place where economists are 
really worried about too much capacity 
being built is in the machinery indus- 
tries. There was excess capacity in 
many machinery lines before Korea. 
And machinery makers’ current expan- 
sion is one of the biggest. The demand 
for new machinery—and capacity to 
make it—gets a special stimulus from 
rearmament, because military products 
require so much special machining. 
Even a high peace-time level of equip- 
ment orders would probably not match 
the emergency demands on this in- 
dustry. 


General Outlook 


I'he general prospect—according to 
both the economists’ calculations and 
the recent McGraw-Hill check-up—is 
that we may overbuild capacity in a 
few lines like machinery, but not in 
industry as a whole. ‘That indicates a 
continued high level of capital goods 
spending, just as there was after World 
War II. In other words, the current 
boom won't just evaporate. 

Korea doesn’t seem to make too 
much difference in this picture, at 
least not at the moment. Only a hand- 
ful of the companies McGraw-Hill in- 
terviewed mentioned the chance that 
a Korean peace would change their 
plans. The general attitude seems to 
be that where Uncle Sam has granted 
a certificate of necessity for a new 
plant, that plant is going up unless the 
government actually cancels the con- 
tract for the product involved. And 
we haven’t seen any of that yet. 

On civilian products, a remarkable 
number of businessmen are guiding 
themselves by the long-time increase in 
sales. It’s evidently going to take some- 
thing more than the dip we've had 
this spring to convince them the de- 
mand isn’t there. 

The government is encouraging this 
kind of planning by directing materials 
and financial aids into long-range plant 
and equipment programs. Indicating 
a defense effort lasting into 1953, 
O.D.M.’s second-quarter report sets 
up certain goals for basic industry ex- 

(Continued on page 14) 
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For several months we have advertised 
the advantages of using UNBRAKO 
standards. Continued interest in our 
theme of “standards instead of specials” 
has prompted a new series of adver- 
tisements telling just what UNBRAKO 
standards are. 


Currently appearing in a number of 
trade publications with a combined 
readership of over half-a-million, these 
full-page, two-color ads give complete 
listings of all standard UNBRAKO Screw 
Products. 


Reprints of the series, made up in 
attractive binders and publicized by 
additional trade paper advertising, are 
helping to spread even more widely 
the mutually profitable “gospel” of 
UNBRAKO standards. 


Copies of these reprints 
are available upon request 


\ 
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There are SIX IMPORTANT POINTS 
in my favor....that is why | stock and sell 
MILWAUKEE BRUSHES 


MONO-BILT 


DURA-BILT 


STURDI-BILT 


1 


“There is a large demand in my territory for Mil- 
waukee Industrial Brushes because of their great 
value as essential production and maintenance 
tools.” 


“There is a sizable volume of replacement business 
in my territory”. 


“I find that custom-made industrial brushes engi- 
neered and produced by Milwaukee, to specific needs 
of customers, is highly profitable business”. 


“Because I order from this one reliable source I 
simplify my purchasing”. 


“I am always sure regardless of the number of 
brushes ordered, of any one type. that the quality 
throughout the lot is of the same high standard. That 
goes for repeat orders also”. 


“I get the kind of cooperation and excellent service 
that pays off’. 


Catalog No. 36-R-7 features the complete line. Copy 
sent on request. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 8, WISCONSIN 


INDUSTRIAL 
BRUSH PROBLEMS 


INDUSTRIAL DISTRIBUTION © AUGUST, 1951 








THE LINE THAT STANDS 
BY YOU THROUGH THE 


Yea rs 


Power Driven Wire Wheel 
Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt”’ 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup 
Brushes 

Fibre Wheel Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 

Push Brooms—wire and fibre 

Miscellaneous Maintenance 
Brushes 


Your 4, Ja rhet 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 











1208- 
1252 


Redesigned PROTO open end 
wrenches have narrower jows, 
more compact heads, stronger 
design, less jaw overhang, 
smoother shanks, clearer size 
markings, better finish. Box 
wrenches have more comfortable 
shanks, brighter heads, engi- 
neered lengths. Combination 


wrenches have all open end and >» A 
box wrench improvements. () T f] 1 | | 


REG US 
PAT OFF 


LOS Al oe = MADE 


INUSA 
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DEFENSE TOPICS 





(Starts on page 7) 


pansion. And it makes clear that most 
of this building is still to be done. 

Here are some examples from the 
report: 


Steel Capacity is to reach 118 mil 
lion ingot-tons by mid-1953. Actually, 
the industry is running ahead of Mr. 
Wilson’s schedule. Much of the re 

STANDARD OF ACCURACY quired new capacity will be in place 
before the end of 1952. Construction 
will be largely completed early next 

WITH MASTER CRAFTSMEN year, and most come put in place 
by the year-end. 





Coke ovens must be built on a big 

scale along with the new steel capacity 

Ovens with a capacity of 9 million tons 

are expected to enter production by 

the end of 1952. A little more than 

/ half of this amount will consist of rc 

P90 09,0028 2 J placements for obsolete or worn out 


Awa v 
"n 2 ®, . ° 
rere 0 ovens. So more new capacity will prob 


a ~*~ 


rial , ae ably be built in 1953. 


Pig iron requirements are rising be 
cause of the steel scrap shortage. This 
means new blast furnaces, and new 
transportation facilities to get ore to 
the steel centers. 


Aluminum expansion goals have 
been raised in recent months. Now 
the target is close to 1.5 million tons a 
year—plus an additional 500,000 tons 
from imports and scrap returns. Pri 
mary domestic production, which was 
only 700,000 tons per year at the time 
of Korea, is still below the 1 million 


BUILD CUSTOMER ton rate. 
SATISFACTION WITH Oil field activity is being stepped up, 


with a new goal of 43,400 new wells 
7¢o7 


for 1951. Wildcat drilling is up 25% 
THE MANY EXCLUSIVE from a year ago. And cai drilling 
is also up substantially. Additional re 
FEATURES, STERLING finery capacity of 1 million barrels a 
day has been approved as a goal. And 


QUALITY, AND ENGINEERED ACCURACY | construction is underway. 
BUILT INTO... Electric power needs are now set at 


97 million kilowatts of capacity by the 
end of 1953, which would be an in 

UFKIN crease of nearly 40% in 3 years. This 
includes both public and private proj 
ects. 





PRECISION TOOLS 


Freight cars—250,000 more of them 

are needed by mid-1953. That’s about 

THE LUFKIN RULE CO., SAGINAW, MICHIGAN 10,000 cars a month (not counting re 
132-138 Lafayette St. New York City + Barrie, Ont. placements). And the car builders may 
hit this rate in June and July. But steel 
allocations will make it hard to match 
after that. This, incidentally, is a field 
where real signs of peace could spike 
expansion plans. There isn’t the same 

(Continued on page 18) 


LUFKIN Precision Tools are nationally advertised in Roto sections of leading Sunday 
newspapers, General and Industrial magazines urging readers to: “buy through 
your Industrial Distributor”. |t pays to sell and promote the LUFKIN line — the 
line that promotes you! 133 
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A steel hand hoist with 
compact, adjustable suspension and trolley y 


for Lau Ouerhkcad | 


The ARMY TYPE WRIGHT SAFEWAY HOIST has a trol- | 
ley adjustable to various width I-beams. Its unique \\ 
mounting holds hoist close to beam, increasing height 

of lift. Fine for use where overhead is low. Easily 
converted to 2-wheel geared trolley unit. 


LONGER-LIFE FEATURES 

e Steel in all load-supporting parts 

e Load sheaves with five formed pockets 

e Alloy steel load chain 

® Swiveling drop-forged load hook 

© Alloy steel, machine-cut gears _ 

® Fully enclosed, self-oiling gear case 

® Guide Rollers on Geared Trolleys. 
Your customers will be inquiring about this popular 
new WRIGHT Hoist. Write today for Bulletin DH-269. 


- 
co York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
e 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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2-wheel 
GEARED 
TROLLEY 
ASSEMBLY 








fver 
hear of a bank 


that 
gave money away? 


Every day, a bank gives away tens of 


thousands of dollars in exchange for 
checks drawn on other banks 

worthless pieces of 
a central 
the bank 


has literally given its money away! 


These checks are 
paper until they're cleared at 
clearing house. Until that time, 


It's vital for a bank to keep its books 





balanced by clearing these checks in the 
shortest possible time 

Yet their central clearing houses are 
hundreds of miles away from many banks! 

What do they do? 

They make a wise investment! They 
ship their checks the fastest possible way 

by Air Express! 

Whether your business is banking or 
ball-bearings, here are the unique advan- 
tages you can enjoy with regular use of 
Air Express: 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, at no extra cost. 


IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 
Express Agency arranges everything. 
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IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 

IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising 

For more facts call Air Express Division 
of Railway Express Agency. 


“SAR LYPHESS 


GETS THERE FIRST 





DEPENDABLE CONSTRUCT! 


RAMEE ose af 
PROPER SELECTION MINIMIZE SHUTDOWNS 





Century Electric Company is 
celebrating its 50th year in the 
electrical industry. 





ls easy to select the proper electric motor for 


your job from Century’s complete line —from 1/6 to 
400 horsepower. A wide range of types and kinds are available 
to satisfy all popular requirements. They are carefully designed, 


built and tested to assure maximum performance throughout their long life. 


Here are examples of Century’s line of INTEGRAL HORSEPOWER motors. 


Polyphase 
TYPE SC—Open Drip proof General 
Purpose Motor. Meets the needs of 
most installations where operating con- 
ditions are re!atively clean and dry. 


TYPE SC—Splash proof. Supplies 
protection where plants must be 
washed down. Keeps out all falling 
or splashing liquids—rain, snow, 
sleet, etc. 


TYPE SC—Totally Enclosed Fan 
Cooled. Protects against dusts, mist, 
oil, fog. Inner frame protects vital 
parts of the motor, seals out harm- 
ful matter. 


TYPE SC—Explosion proof. Protects 
life and property in atmospheres 
charged with explosive dusts or gases. 


TYPE SR—Wound Rotor. Open Con- 
struction. Ideal for applications re- 
quiring low starting current with high 
starting torque, reversing or adijust- 
able speed. 


TYPE SR—Wound Rotor Splash 
proof. Same electrical characteristics 
as motor shown above. In addition, 
gives adequate protection against 
falling and splashing liquids. 


Single Phase 
TYPE RS—Repulsion Start Induction, 
Open Construction, Single Phase Brush 
Lifting Motor. Combines high starting 
torque with low starting current. 
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TYPE RS—Splash proof. Same ad- 
vantages as open construction, plus 
protection against splashing and 
falling liquids. 


TYPE CSH—Capacitor Start Induc- 
tion, Single Phase Motor. Suitable 
when high starting torque with nor- 


mal starting current is satisfactory. 


TYPE CSH—Splash proof. Same 
advantages as motor shown above, 
plus protection against falling and 


splashing liquids. 


Direct Current 
TYPE DN—Direct Current Motors. 
Suitable for use where direct current 


is available, or its use desirable. 


TYPE DN—Direct Current, Splash 


proof. 


TYPE SY—Synchronous. Suitable 
for continuous operation at a uniform 


load for power factor correction. 


a addition to acomplete line of integral horsepower mo- 
tors, Century offers fractional horsepower motors, gear 
motors, generators, AC and DC motor generator sets. 


For a long life of satisfactory perform- 
ance, specify Century motors for all your 
electric power requirements. 


CENTURY ELECTRIC COMPANY, 1806 Pine Street, St. Louis 3, Missouri .- Offices and Stock Points in Principal Cities 
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|DEFENSE TOPICS 


(Starts on page 7) 


«CONT BEA CAVEMAN | long-term need for more rail capacity 


42 | that there is for more metals, minerals 
[ | and chemicals. 

Phe: Use theliititaet! 8 | 

ale a Sulfur: ‘The goal is another 1 mil- 


for the j ob! lion tons of output by the end of 1953. 


The program embraces exploratory 
| drilling, recovery plants, stepped-up 
| foreign production, and “hot water” 
| mining. 


Nitrogen plants to provide 800,000 
more tons are needed, just on the 
basis of growth in demand for fer- 
tilizer and other basic derivatives. And 
further capacity will be needed to 
make military explosives. 


Synthetic wool is a big new industry 
being pushed along by mobilization. 
Plants are in the planning stage to pro- 
vide the equivalent of 225 million 
pounds of wool per year—over half our 
domestic requirements. 


Altogether the government has is- 

sued certificates of necessity (for tax 

| purposes and for getting materials) for 

$6.7 billion of new industrial capacity. 

Much of this defense construction is 

| just getting started and will continue 

into next year. Two-thirds of the total 

is in basic materials industries—steel, 

aluminum, petroleum, etc.—and_ this 

new capacity is almost certain to be 

completed, no matter what happens to 

| the defense program and the plants 
related strictly to war purposes. 





Ash your BILLINGS DISTRIBUTOR 
He'll tell you why' 


BILLINGS DISTRIBUTOR 
Hell tell you why! 


“A little showmanship goes a long 
— . way toward making sales, | always 
THE BILLINGS & SPENCER CO., HARTFORD 1. CONN. USA figure—" 
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SKIL TOOLS SELL BECAUSE SKIL 
TOOLS STAY SOLD -— “« Cie os 


4 ycane pu nithanorial 
wthout pellewing 


Sam Pollak says: ‘““SKIL Drills are 
built to take punishment”. . . and 
proves it by using this drill to ream 

sushion pin holes in press beds. 

e holes are 3 inches deep, 1% 
inches in diameter . . . a steel sur- 
face of about 11% square inches. 
“We've been using the drill on this 
job for four years and it has never 
faltered or needed repair.” 








muy ‘torture these SK{L Drills! 


says SAM POLLAK, maintenance foreman of the D-K Manufacturing 
Company ¢ Chicago 


SKIL Tools are job-proved . . . and sales-proved too 


Here’s a typical example of why SKIL Tools Some of the SKIL Drills you’ll sell today 
sell and stay sold: For more than four years _ have improved design features but the rugged 
SKIL Drills have met the test of varied, tough, construction, abundant power, and conven- 
and continuous use in installing and maintain- _ience shown here still applies to make SKIL 
ing the machinery used to make stainless steel Tools tops in the field. 

cooking ware. They’ve been job-proved ... the 

hard way. It’s more proof of why 

SKIL Tools can be sold and sold SKIL Drill— Model 212] 

with confidence. Power-packed %4” drill. Capacity: in steel 

%,";; in hardwood 12”; steel reaming 2”. 

Fast performance on wide variety of jobs in 
production, maintenance, repair. Speed: 250 

r.p.m.; weight: 15 Ibs.; length: 16%”. 


Smooth Bore for Solid Machine Mounting 


SKIL Drills on this job must have more than ruggedness. . . 

accuracy is important too. When the D-K Manufacturing : 

Company added more machines to their plant, all the foot- SKIL DRILL MODELS... a SKIL Drill for every purpose, 
ings were drilled in concrete with SKIL Drills. Mr. Pollak , every place, and EVERY SALE. They are a part of the 
reports: ‘The slow drilling speed and the lack of vibration complete line of SKIL Tools that can mean more sales 
made my SKIL Drill perfect for the job. Each hole was in and more profit for you. Call your SKILSAW Factory 
its place and the lack of wobble made a smooth bore all the ' Branch for complete information. 

way down. The machines were mounted solidly and not one 


footing has needed any repair.” SKIL Products are made only by SKILSAW, INC. 


5033 Elston Avenue, Chicago 30, Ill. 
in Canada: Skiltools, . Factory branches in principal cities 


Build Good Will 
.-» Get Behind 
Norton’s Campaign 
To Cut Carbide Grinding Costs! 





Right now, in Norton's extensive advertising to the 
metal-working industries, your customers are being 
told how they can cut their carbide grinding costs by: 


1. More careful use of their diamond wheels 
2. More extended use of Norton K-Bond 
CRYSTOLON*® wheels. 


For example, we've listed some simple, effective 
ways to lengthen diamond wheel-life. These include 
the correct methods of mounting, together with ad- 


vice on speeds, pressures, the use of coolants and 
dressing. 

In addition, of course, they're being told that you're 
ready with further detailed information — and since 
your information means sure savings to them, you 
can bet they're in a mood to listen. 

So, right now is the time for you to cash in on this 
educational message ...to take up where it leaves 
off, with the complete data that Norton makes 
available to you. 
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AND YOU HAVE 
ADDITIONAL COST-CUTTERS IN THE 
NEW K-BOND CRYSTOLON WHEELS 


There’s a lot of improved performance — 
and economy — to talk up in these faster, 
freer cutting silicon carbide wheels. Point 
out that the new vitrified K-Bond is so 
accurately controllable that wheels of 
half-grade increments of hardness are 
possible — enabling your customers to 
“‘pin-point” specifications to their indi- 
vidual needs. Show how Norton K-Bond 
CRYSTOLON wheels reduce costs by 
widening the scope of silicon carbide 
abrasive in carbide tool grinding — how 
in many cases they permit saving the 
more expensive diamond wheels for 
finishing, since they do numerous rough 
grinding jobs with entire satisfaction. 


Remember: you have “the edge” in 
abrasive selling because you always 
have more fo offer... 


Your Norton Distributor’s Manual is the 
most practical guide to the solution of 
grinding problems ever published. In it 
you'll find the correct wheel specifica- 
tions for practically every grinding job. 


You have an unequalled store of educa- 
tional material to draw on — dramatic 
training films in sound and color, as well 
as literature on every abrasive applica- 
tion. 


You are backed by the experience and 
knowledge of the world’s leading abrasive 
manufacturer. If a problem puzzles you, 
there is always your Norton Abrasive 
Engineer — and behind him, Norton's 
staff of specialists in Worcester. 


Norton customers expect the best in prod- 
ucts, service and economy. Norton helps you 
make sure they get it. 


NORTON COMPANY, Worcester 6, Mass. 
Distributors in all principal cities 


*Trade-Mark Reg. U.S. Pat. Off. and Foreign Countries 


NORTON 


ABRASIVES 


Gaking better products to make other products better 


Abrasives ¢ Grinding Wheels «+ 


Non-Slip Floors « 


Grinding and Lapping Machines ° 
Boron Carbide Products « 


Refractories * Porous Mediums 


Labeling Machines 
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RIGID 


KENNEDY 
INSPECTION 


Guarantees Fittings 
Free of Leaks, 


Burrs and Scales 





| 


KENNEDY MALLEABLE-IRON screwed fittings are made with tough, 
close-grained iron, tested to 43,000 psi. Carefully controlled annealing 
prevents splitting or cracking under almost any distortion forces. Uni- 
form hot-dip galvanizing assures a heavy coating that will not chip or 
flake. Precision machining provides exact alignment . . . speeds installa- 
tion time. 

KENNEDY CAST-IRON screwed and flanged fittings are made with 


tough, close-grained metal more than 50% stronger than ordinary gray 





iron. Precision threading and accurately machined flanges help you get 
strong, tight joints easily. The complete Kennedy line also includes cast- 


iron sprinkler and drainage fittings, cast-iron flanges. 


KENNEDY BRONZE fittings with tensile strength of 34,000 psi are in- 
dividually tested to 100 Ibs. air pressure under water to insure freedom 
from leaks. Available rough or polished in all standard types and sizes. 
Write for Bulletin 104. 


DISTRIBUTORS! it will pay you to ask about the sales and promo- 
tion aids available to you through the KENNEDY DISTRIBUTOR PLAN. 


K be N N i: D VALVE MFG. CO. 
ELMIRA, NEW YORK 
VALVES + PIPE FITTINGS + FIRE HYDRANTS 
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DURKEE-ATWOOD’S 
V-BELT SALES POLICY: 





Here’s a new deal for you in selling V-belts . 
an “open door” policy that helps you capture the 
heavy volume of sales to Original Equipment 
Manufacturers. 

Every time you call on an OEM account, you can 
depend on the complete facilities of the Durkee- 
Atwood factory and home office—plus a special 
supporting program. The regular territory salesman 
will cooperate with you in securing this type of 
account. Trained factory engineers will work with 
you and the Manufacturer in designing V-belts and 
V-belt applications for new products. Furthermore, 
Durkee-Atwood has set up a special policy whereby 
the distributor in effect becomes a manufacturer’s 


Durkee-Atwood Company, Dept. A6-8, Minneapolis 13, Minn. 


INDUSTRIAL DISTRIBUTION 


agent in handling OEM accounts. A few (4 very 
few) OEM accounts are serviced by Durkee-Atwood 
direct; the rest of the field is, and will be, handled 
by distributors. 

This program is in effect now. Durkee-Atwood 
distributors report new sales records . . . fast ac- 
ceptance by many OEM accounts in a wide variety 
of industries—farm implements, appliances, ma- 
chine tools, air conditioning and refrigeration— 
who insist upon quality of product. If you want a 
fresh and profitable approach to V-belt sales for 
all types of accounts—user, dealer and OEM—get 
the Durkee-Atwood story today. Write for our 
Master Industrial Distributor Proposal. 


DURKEE 


Form No. 512 


¢ AUGUST, 1951 





GET THESE EXCLUSIVE 
to increase productivity... 


Carboloy Training School 


Specialized basic and advanced training in getting the most 
out of carbide tools and dies is available at the Carboloy 
Customer Training School in Detroit to your key personnel. 
3,000 feet of training space . . . over $80,000 worth of 
training equipment. . . six full-time instructors. 

Program of training includes visual instruction, shop prac- 
tice and classroom discussions. Comprehensive courses in 
all phases of application, design, etc., of cemented carbide 
tools or dies; special course available in Coordinated Car- 
bide Control for your Carbide Coordinator. 

Your only cost: transportation to Detroit and living expenses 
of your men. Write for Booklet GT-197 . . . the Carboloy 
Customer Training Program. 


Carboloy Training Films 


Train new men, refresh “old-timers” to increase produc- 

tivity, save carbide tools with these educational films for 

im-plant training: 

Training Film Strips—Six silent 35-mm slide films cover ru 
design, grinding, brazing and application of carbide tools. Wha j 
Available at approximate print cost. Free film Catalog es ee ue 
GT-223 on request. ee 
“Everyday Miracles’—a nontechnical, 24-minute, 16-mm ee 
sound film on the development and use of cemented car- 

bides. Available on loan as a free Carboloy service. 

The Carboloy organization can also assist you in obtaining 

U. S. Office of Education 16-mm sound motion pictures. 

These films explain techniques of brazing, grinding, and 

application of carbide tools. Descriptive circular on request. 


Carboloy Plan of Coordinated 
Carbide Control 


A practical system proved in hundreds of plants for 
increasing production and conserving tools through prop- 
erly coordinating all phases of carbide tool design, use 
and maintenance. 

“Triple C’” Manual sections — available to supervisory 
personnel—explain in detail the procedure of this proved 
plan. Sections include: 


1. The "Triple C" Organization 6. Application and Trouble- 
Shooting 

7. Tool Handling, Inventory 
Control and Requisitioning 

3. Training Carbide Personnel 8. Centralized Grinding, 
Fabrication and Inspection 

9. Records and Reports 

Establishing Tool Standards 10. Case Histories 


2. Starting and Maintaining the 
Program 


4. Methods and Planning 


Write for free descriptive Booklet GT-216-A. 
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CARBOLOY SERVICES 
conserve carbide tools 


Carboloy Technical 
Literature 





Tool Manual Sections — presented in ‘en 
step-by-step technique; these informa- mament 
tive sections include: libel = 
1. Designing Single-Point Tools 
2. Chip Breaker Design 
3. Grade Selection and Recommended — 
Speeds = . = 
. Brazing Carboloy Tools / . ae hy — = 
. Grinding Single-Point Tools 90MM *10SMM 120MM * ~~ 
. Grinding Chip Breakers ISSMM 
. Applying Carboloy Tools 
. Trouble-Shooting 
. Tool Control and Method Selection 
10. Inspection 


Single copies of sections free; quantities 
at 10c each. Sections combined in one 
Manual GT-191 for supervisory use. 
Individual copies free; quantities at 
50c each. 

General Tool Catalog—GT-250—com- 
plete information on Carboloy Tools and 
Blanks and how they can help you get 
maximum productivity. Free on request. 


Cemented Carbide Data 


. 
for Defense Production 
(Part 1: Shell Machining) 

New complete technical and training literature, compiled 
by Carboloy engineers, on shell machining with cemented 
carbides for maximum productivity and conservation. 

Die Engineering Manual D-124—latest Packed with valuable information on tool design appli- 
technical information on application, cations for machining 90-, 105-, 120- and 155-mm shells 
design, fabrication and maintenance of Available only to executives of companies with shel: 
sheet-metal dies. Your copy sent free machining contracts. Specify size of shell when requesting. 
on request. 

Grade and Speed Selector—easy-to-use 
calculator shows recommended speeds 
for cutting and recommended grade of 
Carboloy cemented carbide for any ma- 
terial to be cut. Ask for chart GT-218; 


ATTENTION! CARBOLOY DISTRIBUTORS 


price—50c. 

Do’s and Don’t’s Card GT-211 —post these 
free cards near machines as constant 
reminder to operators of correct carbide 
usage. 











CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


11131 E. 8 MILE STREET, DETROIT 32, MICHIGAN 


This ad sells exclusive Carboloy 
services...available through you 
... to at least 150,000 readers of 
7 leading industrial trade mag- 
azines. 


A good many of these 
readers are your customers. 


"“Carboloy” is the trade-mark for the products of Carboloy Department of General Electric Company 


CARBOLOY. 


CEMENTED CARBIDE 
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When Does a iv Beco j ? 


There are basic requirements of accuracy and proficiency 
that separate a “machine tool” from other power tools 

. characteristics such as those which distinguish a 
tool maker's screw-cutting. precision lathe from the wood- 
working lathes used in grade school manual training 
classes. Among metal-cutting band saws, only the 
MARVEL No. 8 Series Band Saws can qualify as machine 
fools, for only MARVEL Band Saws have the following 

bilities and { 





Angular cutting from 0° to 45° right or left with- 
out moving the work. Built-in protractor. 

Vertical blade power-fed into material—permits 
re-entrant cuts, notching, mitering, keyway 
sawing, etc. 

Automatic power or manual feeds at the flick of 
a finger. 

Feed pressure adjustable even when machine is 
running. Indicated in actual pounds of pres- 
sure. 

. Work clamped to table of machine. Working 
area more than 835 square inches. 

Tee-slotted table facilitating clamping down of 
odd and irregular shaped pieces: easily sup- 
ports heavy work or large and long structural 
shapes. Standard vise chucks work on either 
side of blade. 

Automatic blade tensioning device. Every blade 
at uniform tension regardless of operator effi- 
ciency. 

Adjustable upper guide roller holder insuring 
minimum section of unsupported blade on all 
sizes of material. Quick acting. 

Built-in coolant system with delivery at blade 
entry point. Pump driven without belt or gears. 

Replaceable vise ratchet and table wear strips 
of tool steel. New saw performance at all 
times. 

11 LARGE CAPACITY. Standard: 1942" x 18%”. 
High column: 2542" x 18%". Handles 99% 
of all work. 


Before buying any metal-cutting band saw. be sure to see 
the versatile MARVEL No. 8. Your local MARVEL Field 
Engi will d trate its signifi a hi tool” 
characteristics and their application to your work, with 
costs, savings, cutting speeds and methods. This techni- 
cal service is provided, without obligati in the int it 
of better metal sawing. 











It you prefer to “study it out for yourself”, 
write for the MARVEL C-49 Catalog. 


i A \ Ves 4 
Var wea 


Better Machines- Better Blades 


ARMSTRONG-BLUM MFG. CO. 
5700 BLOOMINGDALE AVE. CHICAGO, U. S. A. 
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istributor FIRST! And save 


hone your Di 
cael both time and expense. 





Telephone Your Industrial Supply Distributor 


For more than ten years we have been reminding you to 


“Telephone Your Industrial Supply Distributor” for prompt, 
dependable service on Cleceland Twist Drills, Reamers and 
other tools bearing the famous <> trade mark. The arrangement 
of the words has been changed from time to time, as illustrated 
above—but the message always has been the same. 


Since 1940 we have been making this suggestion month after 
month in all of our advertising—and it’s just as timely today. What- 
ever tools, equipment or supplies you may require, you will save 
time and money by calling your Industrial Supply Distributor first. 
Even in the case of hard-to-get items, you'll find that often he is able 
to speed deliveries. For your Distributor is a favored customer of 
many factories; he has “‘first call” on their production. 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 + Chicago 6 + Dallas 2 + San Francisco 5 + Los Angeles 58 

E. P. Barrus, Ltd., London W. 3, England 


BFUsJFE AA 
CE CAND DISTRIBUTORS EVERYWHERE Are Ready to Serve You 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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SELL THESE 


CONDENSED OIL 
NO. 50 

Used for air com- 

pressor cylinders, 

ring oil bearings 

in electric motors, 

etc. and for gen- 
eral plant lubrication. Does not 
creep or drip. It clings to the job, 
goes 6 to 8 times further than 
ordinary oil. 


CUTTING OIL 
NO. 101 
A general pur- 
pose sulpho-chlo- 
rinated oil for 
threading, tap- 
ping, milling, etc. 
Contains sulphur which is chem- 
ically combined and will not 
settle out. Effective under severe 
pressure and heat, it prevents 
ragged cuts, saves tools, increases 
production. 


PENETRATING OILS 


KPO No. 1: Used to remove 
rusted nuts and bolts. Has high 
wetting power. Extremely fast 
action. Non-volatile. 


KPO No. 2: A gum and sludge 

solvent for use in Diesel and 
gasoline engine 
lubricating oils 
and fuel. A 
“flush” for slug- 
gish bearings. 


For complete data 

on these and other Keystone 
Specialized Lubricants—consult 
your Application Guide. 


ee ee we ew we = SS 


BALL AND ROLLER 
BEARING GREASE 
NO. 44 


Excellent for gen- 
eral purpose use 
on ball or roller 
bearings in mo- 
tors, fans, blowers, 
pumps, etc. Handles speeds up to 
20,000 rpm. Temperatures sub- 
zero to 225° F. Low starting and 
running torque. 


...@ profitable 


line... high 


in repeat value 


SPECIALIZED CUP GREASE 


Various densities are available to 
suit operating conditions. Hard 


~ densities withstand heavy loads 


and give excellent lubrication for 
applications close 
to heated parts. Used 
in hand 


sion cups. Medium 


compres- 


SPECIALIZED 
LUBRICANTS 


MED, CUP 


and Soft densities for 


— 


ACID-ALKALI RESISTANT 
GREASE NO. 5P7 


Ideal for chemical industries, 
food processing, etc., No. 5P7 is 
a tacky lubricant highly resistant 
to acids, alkalies 
and moisture. 
Uses include: 
glands, valves, 
bearings and 
chains. 


Me ser 


_ GREASE 


OPEN GEAR 
GREASE NO. 32 


Has exceptional high 

load capacity. Easy to 

apply, No. 32 is 

packed in cartridges 

for gun applicators. It 

is water repellent, 

permits easy starting in cold 
weather, has a melting point 
above 400° F. 


SPEED REDUCER LUBRICANTS 


SR Lubricants meet high loads 
with a minimum of internal fric- 
tion. Tests show savings of 
11.3% in power 

consumption 

alone. Tem- 
peratures 
up to 200° 
F. Densi- 
ties SAE 10 
to 70. 


SPECIALIZED 
LUBRICANTS 


\ 4SR No. 1 
Wg” 


Seu your prospécts on a 
trial test—and any one of 
these Keystone Leaders will 
open the door to sales of 
other Keystone and Mill 
Supply products. KEYSTONE 
LUBRICATING COMPANY, 
21st & Lippincott Streets, 
Philadelphia 32, Pa., 
Est. 1884. 


WIRE CABLE GREASE 


Keystone Wire Cable Lubricant 
lubricates and penetrates to the 
core. Highly resistant to water, 
it will not oxidize, gum, chip or 
peel. Available : 

in semi-solid 

and liquid 

densities. 


SPECIALIZED 
LUBRICANTS 


\ WIRE CABLE 
eS 


SPECHEALINZED LUBRICANTS 
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Air view of the Corn Processing Division, Clinton, 
Iowa. Many OIC Valves are working through this plant. 


At CLINTON FOODS Inc. 


Makers of Fine Corn Products 


For many years, OIC Valves have been going into this 
food processing plant, as Clinton Foods Inc. expanded 
some operations, modernized others—keeping all at the 


peak of «hag “oer The Ohio Injector Company is 


proud to have shared in this program. 

Because OIC Valves are precision engineered and pre- 
cision built, you can specify OIC Valves and be assured 
of efficient, precise control. The Ohio Injector Company, 
Wadsworth, Ohio. 


FORGED AND CAST STEEL- IRON - BRONZE 
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Look at this PLUS 
you get with the 
Brown & Sharpe Line! 


Every distributor knows the value of a broad line of 
“famous name” tools, to expand his market. 

Brown & Sharpe not only offers one of the best of such 
lines today, but im addition offers a ‘‘plus” available in 
no other line. With Brown & Sharpe you broaden your 
market with pumps, permanent magnet chucks, elec- 
tronic gaging equipment, screw machine tools and 
Johansson gage blocks — all items that frequently by- 
pass the distributor through manufacturers’ direct sales. 

Add to this the fact that the Brown & Sharpe line is 
promoted in 35 of the country’s leading Industrial, 
Machine Shop, Purchasing, Engineering and Manage- 
ment publications, and you can see how it pays to handle 
and push the complete Brown & Sharpe line. Brown & 
Sharpe Mfg. Co., Providence 1, R. I., U.S.A. 


WE URGE BUYING (BS THE DISTRIBUTOR 
Brown & Sharpe 


© Cutters © Permanent Magnet Chucks 
ks ° Electronic Measuring Equipment 


e Machine Tool Accessories 








Do You Have a 
PULLING 
PUSHING 
LIFTING 


or LOWERING 
CURTIS PROBLEM? 


HOISTS 


ele) :ay4e), neve — For low-cost handling of 


sageine 
eT LT Ry component parts 


w€ U RT 4 4 AIR COMPRESSOR 


ya EVERY INDUSTRIAL APPLICATION | 


Model C Water-Cooled Compressor, Curtis Model F 
War Upto 50H.P. Fully Enclosed— Air Compressor, Up to 
| Dust and Dirt-proof—Carbon-Free 10 H. P., Portable 
or Stationary. 


All Curtis equipment is 
precision made from 

top quality raw materials 
— use coupon below for 
specific information. 


1-51-2 
SeHRHeHHeHeHeEHE HE EE & 


CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Co. 
1911 Kienlen Avenve, St. Lovis 20, Mo. 
1 am interested in items checked below: 
() VERTICAL HOISTS 
Stroke [_] Copacity [] 


(J HORIZONTAL 


CYLINDERS 
97 Years of Succesofal TRE succet cepocty 0 
=the gga [> am Coapatenns 
Capacity [] Pressure [_] 


Current [_] Was caccixsusakeecees Zone.... 
SenHeHHEHeHe HH a a 
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RUN FREE-—HOLD FAST! 








SEMI-FINISHED AND COLD PUNCHED NUTS 


Clean, accurate 

threads that turn 

easily and hold tight 

are a matter of course with 

Republic Upson Products. 

The newest precision equip- 

ment—plus the skill and experience 

gained during almost a century of nut- 
making—enable Republic to make every 
nut consistently uniform, unvaryingly accurate. 
Over 20,000 shapes and sizes to meet all your 
standard nut and bolt needs! 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND, OHIO . GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N. Y. 
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For More V-Belt Profits 


HANDLE THE MOST COMPLETE LINE 


or each V-belt drive, there’s one belt construc- 
Firion that’s right—combining materials and 
design to handle drive requirements longest. 
That’s why you profit when you handle the com- 
plete Goodyear line—developed by the G.T.M.— 
Goodyear Technical Man—to meet all your cus- 


tomers’ needs. 

With the Goodyear Industrial Rubber Products 
franchise, you get the unrivaled advantages 
listed in the blueprint. With Goodyear 
V-belts in your line, you can make sales with 


all these leaders: 
COMPASS CONSTRUCTION E-C CORD V-BELTS for 
rapid flexing drives with small pulleys, short 
- 9 REASONS wuy 
MULTIPLE PLY E-C CORD BELTS for larger drives, GOODYEAR INDUSTRIAL RY 
heavy shock loads, and severe starting AreT BBER PRODUCTs 
conditions. Op Profit-Makers 
1. Reputation of “The Greatest Name ; 
in 


COMPASS-V-STEEL BELTS for maximum load 
capacity, high heat resistance, low power con- Rubber” 


sumption and minimum space requirements; oe 
+ ea seiasianenaiaitaaiieit tain oved quality that brings repeat sales 
STEEL CABLE V-BELTS for heaviest loads on longer 
drives. Lengths 120” and up. 
HY-T BELTS built with special synthetic fibers— 4. Liberal franchise that ¢ 
©Pportunities creates profit 


give strength without excessive stretch on 
severest heavy-duty drives; oil-resistant con- 5.1 
+ Technical sales Assistance of the G.T.M 


struction. Notched Compass construction to 
120”; Multiple Ply construction 120” and —Goodyear Technica! Man 


3.A . 
* Aggressive nation 

: al advertis; 
boosts distributors, too ising that 


é. yy ies: . 
ard-hitting, business-getting direct mail 


over. 
OPEN-END V-BELTING for line shaft drives, ‘ ; 
ampaign 


no-take-up drives and dismantle-to-install 
drives; built to hold and operate with 7. Leadership in n 
Pioneered b Rihcseaiagg developments, 
y Goodyear Research Laboratory 


metal fasteners. 
AUTOMOTIVE FAN BELTS and FRACTIONAL 8 
+ Substantial Profit Margin on each cal 


HORSEPOWER V-BELTS for miscellaneous 
light machinery drives. 

One of these constructions will be your 
customers’ answer to longer V-belt serv- 
ice; all of them will mean profits for you. 
Ask the G.T.M., or write Goodyear, 


GOODFYEAR 


9¢c 
omplete sales Promotion and Slt Metts 


THE GREATEST NAME IN RUBBER 
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SIMONDS 


| ABRASIVE CO. 


Bois 
grinding wheels 


— 





For better output, these boys know 
the score. It’s Simonds Abrasive 
Company grinding wheels for the 
stepped-up tempo of defense require- 
ments. Simonds complete line has 
everything to keep your production 
in tune with today’s needs... grind- 
ing wheels for every operation, 
mounted wheels and points, segments 
and abrasive grain... top quality 
products backed by Simonds 
Abrasive Company’s reputation asa 
major grinding wheel manufacturer 
for almost 60 years. Write for free 
grinding data book listing name of 
your Simonds distributor. 


SIMCNDS ABRASIVE COMPANY, PHILADELPHIA 37, PA 


& 


I 


SIMONDS 
ABRASIVE CO. 


TRIBUTORS IN: PRINCIPAL CITIES 


(Advertisement) 


Monthly Stock List 
of Grinding Wheels 
Supplied to Distributors 


SIMONDS ABRASIVE COMPANY 
BOOKLET PART OF DISTRIBUTOR 
SALES AID PROGRAM 


ENABLING the distributor to order for 
prompt supply, by keeping him in- 
formed on grinding wheel stocks on 
hand! This is the purpose of a booklet 
of stock lists issued monthly to dis- 
tributors by Simonds Abrasive Com- 
pany, one of the country’s major 
producers of grinding wheels and 
abrasive products. 

Comprising over 100 pages of list- 
ings, the booklet is indexed according 
to the location of the company’s vari- 
ous warehouses in major industrial 
centers. Thus, the distributor can 
readily determine if the wheels he 
wants are currently carried by the 
warehouse serving his area. The stocks 
shown are actual quantities, newly 
published each month. In addition, 
the most commonly used wheels are 
identified by specifications in heavy 
type, enabling them to be quickly 
located on the list, and providing 
a guide to the most popular selling 
items. Prompt delivery is further fa- 
cilitated by the fact that finished 
wheels are distinguished from semi- 
finished on the listings. 

This stock list is an integral part 
of Simonds continuous program of 
aids designed to help distributors 
meet customers’ grinding wheel needs 
with maximum efficiency. The broad 
objective of this program is to have 
the distributor regard grinding 
wheels, not as a single product, but 
as many individual products each 
with a specific function offering a 
profitable sales opportunity. Product 
literature and bulletins are issued 
regularly to acquaint distributors 
with the diversity of grinding wheel 
use and to point out possible new 
areas of business. 

The effectiveness of this was re- 
cently demonstrated by one distribu- 
tor who built a sizeable piece of 
repeat business by selling grinding 
wheels to the maintenance depart- 
ments of manufacturing plants .. . 
an area of business he had previously 
overlooked. 


The advertisement shown here is 
typical of Simonds Abrasive Com- 
pany’s current campaign carrying 9 
million sales messages to users of 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Stee! Mills, Lock- 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. 





grinding wheels and abrasive products. 
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ing are ap- 
pearing regularly in Factory, Mill 
and Factory, Modern Industry, 
Time, Newsweek—over 30 papers | 
in all which reach the industries | 
you call on. sToP RUST = > 
rT 


dustry—porticulerly es a . 
timely now to conserve steel for = 





It’s the line of lines for Distributors and Distributors’ 
Salesmen. You can talk it on every call. Rust is a 
universal problem in industry—any time. But today 
the urgency of conserving steel builds up the pros- 
pect’s awareness of his need. Initial sales are easy, 
showing how well RUST-OLEUM fills the need. 


And RUST-OLEUM is right behind you at the point 
of sale As a product with 25 years of splendid per- 
formance behind it, RUST-OLEUM delivers the re- 


mmmgults which bring repeat orders in ever-growing 


defense purposes. 








Beautifies 
as it 
protects 


volume. As a sales organization, Rust-Oleum Corpora- 
tion is placing large, colorful, sales-stimulating ad- 
vertisements every month before industrial users— 
with additional special effort on architects, corrosion 
engineers, and painting contractors. 


We are taking care of our present distributors first 
as a matter of policy, but our recently-doubled plant 
facilities are again being added to. Won’t you grow 
with us? 


RUST-OLEUM CORPORATION 


2414 OAKTON STREET, EVANSTON, ILLINOIS 
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HERE’S HOW! «Porto-Power” applies force as the 


human hand would do it — but with TONS of hydraulic 
ower. It will lift [J] ... pull (A ... press f\/} ... clam 
P OU er ea oe Ho P 
eb .. bend Ky - +. push sy" “Porto-Power”’ is a remotely 
) controlled hydraulic jack > It works in any position “J 


and is threaded for fast assembly with ingenious attachments. 


SCORES OF “HOOK-UPS”! A couple of the attachments harness the ram 


, a aS) 

for a “Toe Lift’, like this IT or a “Top Lift’ It Pulling is done this way | i 

BP 2, oe 

Clamping is handled in one of two methods . . . for short spans Spe ... for long spans 
t 


Si »—], Pushing and spreading are simple =e a> And “Porto-Power’”’ is a 


Mt g 


\n ae 
natural for this portable press setup SE” or in a stationary press Gi 1, 
x 


OUT GOES ay 
ALL THIS! “porto-Power” eliminates dangerous blocking up ty), _ It replaces old, 


Tay end - 
a. 2 Ss se 
man-wasting methods \ WAYS Excessive use of heat is avoided Gs ~ No more 
W/ fe oo 
ray | wr] 
NSD BR? ? ; vi 
damaging, hammering and prying (x gg y And out go inefficient makeshifts K OR) 
“pt = 
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the maintenance man a 


‘S a: ( iw . ‘ ; . ee ee ry i ry i 
Lift Machinery— § Speed up Repai P Shutd 

itt Machinery peed up Kepairs revent Shutdowns 
Raise from a low of 11/.". Save up to Standard attachments quickly har- Push out pins, bushings, etc., the 
9 man-hours or more in moving and ness the ram to pull with FULL fast Las Se with this or other ver- 
resetting a machine with this hy- power. Pull wheels, gears, pulleys, satile “Porto-Power” setups. Users 
draulic “Porto-Power” toe-lift setup. bearings. No prying or sledging. report dramatic time-savings! 





ie 5 

i i H Ip Production, t 
Aid Construction ‘Tip | Up Change- overs He p Produc is 00 
Clamp parts for welding, riveting Bend mono-rail, straighten shafts, Need a press on an assembly job? 
or other operations. Combinations bend conduit. Create big savings in Just mount the “Porto-Power” ram 
build up for short or long spans — materials. Apply hydraulic power in a homemade press or a standard 
for work at any angle. how, where, when you want it! “Porto-Power” bench press. 


Every Plant Needs a “Porto-Power” Kit 


This popular S-31 assortment of “Porto-Power” attachments includes 
a “Porto-Power” hydraulic jack that will exert 10-tons of push, pull, 
clamp, press, bend, spread or lift. (If your customer needs 20-tons 
of power, sell him the S-79 Kit.) 


w CAH 

And talk the complete “Porto-Power” line 

Yes, “Porto-Power” is a MUST in modern main- e 

tenance. But it also helps the Blackhawk Indus- Ist Choice 

trial Distributor solve “1001” problems in re- 

search and production operations. This is a BIG for hydraulic power in 

line — with remotely-controlled hydraulic rams 

in 2, 4, 7, 10, 20 and 50-ton capacities — with Maintenance 

hand-operated or motor-driven pumps. A product Repair 

of Blackhawk Mfg. Co., Dept. P-1781, Milwaukee 


1, Wisconsin. Operation 


panes PHPIT rowan a 


ONLY BLACKHAWK waxes Porto-Power 
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9 big advances in G-E fluorescent lamps 
give your customers more than ever before! 


1. MORE LIGHT 


Photometer test shows G-E fluorescent 
lamps give more light per watt—both 
when new and throughout life—than 
ever before, due toa radically improved 
phosphor. Cost of light is lower. 





























4. LONGER LIFE 


Due to improved equipment and proc- 
esses, G-E fluorescent lamps last long- 
er than ever before. Accurate tests op 
life-racks like this prove it. Lamps 
don’t have to be replaced so often. 


2. MORE UNIFORMITY 
New materials and manufacturing 
methods reduce variation in lamps. 
Your customers save money because 
lamps don’t burn out too soon or out- 
last their efficient life, either. Mass 
replacement is easier. 


5. SHOWS COLORS BETTER 


A new phosphor coating makes pos- 
sible Deluxe Cool White and Deluxe 
Warm White fluorescent lamps that 
show colors as they really are. Recom- 
mend them wherever best color rendi- 
tion is important. 


3. LESS END BLACKENING 
G-E fluorescent lamps now give more 
light than ever before because lamps 
blacken less near the ends, as a result 
of using purer materials and more 
accurate controls. 


FREE ILLUSTRATED BOOKLET! 


Gives helpful information on how to 
detect and improve inadequate plant 
lighting. For your copy, write to Lamp 
Division, General Electric Company, 
Dept. 166-ID-8, Nela Park, Cleveland 
12, Ohio. 


MODERN FLUORESCENT LIGHTING gives a broader, more 
even spread of light, reduces shadows and glare. It helps 
workers see better to work better. Output is increased. 
Rejects are reduced. Accident rates are cut. Morale 
is improved. 

To make sure that your customers get the most from 
fluorescent lighting, recommend General Electric ‘‘5- 


ways-better’’ fluorescent lamps, the result of continuous 
lamp research. Newest form of fluorescent is G-E slim- 
line— world’s most modern light source. 

Remember, EVERY ONE of the plants you call on uses lamps. 
Get your share of this big sales potential . . . sell new lamps 
and lighting equipment by selling “better lighting for better 
production.” 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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DON’T BE SHACKLED 
TO BRONZE BARS 13” LONG... 


Use Asarcon 773 


BRONZE BARS 


in the Length You Need 


Bu bronze stock in lengths to suit your requirements. 
Don’t limit yourself to 13” lengths! 

With ASARCON 773 continuous-cast bronze (SAE 660) you 
get exactly the length you want . . . there is no scrap loss due to 
metal defects . . . chuck ends are reduced to a minimum. 

ASARCO continuous-cast bronze offers complete freedom from 
porosity, dirt and dross inclusions . . . reduces rejects or losses from 
metallurgical defects. 

ASARCON 773 bar and bearing bronze is continuous-cast in cross 
sections 4” to 5” diameter, cored or solid, in 105” lengths . . . 216 
standard stock sizes of rods, tubes and shapes. 

Round or symmetrically shaped bars and tubes, special alloys, and 
longer lengths made to order. 

Buy the length of ASARCON 773 your job re- 
quires and prove the savings to yourself. 

Territories available for qualified 
distributor organizations. 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif. 


American Smelting and Refining Company 


Perth Amboy Plant, Barber, New Jersey 
OFFICES: Whiting, Indiana and Barber, New Jersey 
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WATER is a “strategic material” when 
you consider how the lack of it can 
paralyze many factory operations and 
industrial processes. That fact is em- 
phasized in the advertisement at the 
right which will appear in leading in- 
dustrial publications which reach your 
customers and prospective customers. 


Deming Deep Well Turbine Pumps not 
only help to “GUARD AGAINST WATER 
SHORTAGE” but keep costs of water at 
a minimum. These efficient and depend- 
able pumping units are designed for 
wells with inside diameters from 4 
inches to 16 inches or larger and in a 
complete range of capacities from 15 
to more than 3,000 gallons per minute. 


Point Out These Features 
to Your Customers 


1. Bronze Semi-Enclosed Impellers 
(easily adjustable at top of motor) 
for quick changes in capacity to meet 
any changes in well conditions and to 
maintain original high efficiency afte: 
long periods of service. 


» 2. Water Lubrication (Goodrich Cut- 
less Bearings of resilient Ameripol 
rubber). These bearings require a 
minimum of attention and eliminate 
any possibility of contaminating 
water supply with oil lubricants as 
none are required. 


3. Low Operating Cost is assured as 
the advanced features of these modern 
pumping units produce more water 
with less power. 


4. Low Maintenance Cost. Vital parts 
of these pumps are made of bronze or 
corrosion resisting alloys. 


SEND FOR BULLETIN 4700 


This illustrated bulletin contains the 
full story you need to know to discuss 
Deming Deep Well Turbine Pumps with 
your customers and prospects. Write 
for a copy today. Address The Deming 
Company, 511 Broadway, Salem, Ohio. 


40 
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GUARD AGAINST 
WATER SHORTAGE 


Is YOUR plant protected against water shortage? Peak 
load demands on municipal water works with inadequate 
pumping, or reservoir facilities, can slow down, or stop, 
manufacturing operations. 


To avoid that costly possibility, many plants installed 
Deming Deep Well Turbine Pumps. The vertical, multi- 
stage construction of these units make it possible to 
utilize underground water sources at almost any depth 
below the surface. 


In addition to protection against water shortages, many 
owners of Deming Deep Well Turbine Pumps report sav- 
ings up to 60% over high rates of central station water 
works in their areas. 


For more information 
on the advantages of 
Deming Deep Well Tur- 
bine Pumps for factory 
water supply and other 
uses, write for free 


Bulletin No. 4700. 


THE DEMING COMPANY 
511 BROADWAY + SALEM, OHIO 


DEMING 


TURBINE 
PUMPS 


WATER-BEARING 
CREVICED ROCK 
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Throughout industry the value of stan- 


dardization is becoming more and more 


important. To standardize is synonymous 
with to economize! 


Industrial Distributors, alert to this trend, 
are operating accordingly. And profitably ! 
... In ever increasing numbers, along with 
their customers, they are thinking of the 
“Silver Steel” line as the standard line! 


Industrial Distributors who know the 
facts know that Industrial users of quality 
cutting tools prefer to do business 
with distributors of standard products. 
It's a fact—a fact you can cash in on 
by standardizing on “Silver Steel” the 
standard line! 


“A word to the wise is sufficient.” The 
word is—STANDARDIZE! 


E. C. ATKINS AND COMPANY 


Home Office and Factory: 402 S. Illinois Street, indi 


di, e 


polis 9, 1 





Knife Factory: Lancaster, New York + 


Branch Offices: Atlanta 


Branch Factory: Portland, Oregon 


Chicago . Portiand New York 
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eres What 
They Need... 








Nor only do your bolt customers want a 
quality product—they also need fasteners in 
a wide variety. That’s why it pays to offer them 
the Bethlehem line of bolts and nuts. Bethlehem 
Bolts are tops in quality. And because they’re 
made in hundreds of individual types and sizes, 
they meet virtually every fastener requirement. 
BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Stee! Corporation. Export Distributor: Bethlehem Steel Export Corporation 
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Take a Bib BITE of 
the Belt business 


iH 
* 


Sell the V-Belt with teeth— 


the PREMIUM DAYTON COG-BELT « 


* LOWER COST PER DRIVE * EXCLUSIVE COG FEATURE 
* MORE SATISFIED CUSTOMERS * BETTER PROFIT 


You'll get a bigger share of the V-Belt 
business with the premium Dayton 
Cog-Belt (with rayon cords). It’s the 
only V-Belt with exclusive, patented 
features no other belt has! 
Premium performance — premium 
profit! Cog-Belts handle 40% heavier 
loads, justify the premium price and 
profit. 

Original cost is less! You can “talk 
price.” One Cog-Belt does the work 
of 1.4 conventional V-Belts—5 Cogs 
do the work of 7 ordinary belts. 


Cogs are a round-the-clock driver! 
They will keep your customers sold 
in the 3-shift days facing American 
industry. Cogs are built to bend, like 
your finger. Results: less strain, heat, 
stretch, down-time, longer life. 


Only the Dayton Distributor has: 
The Cog-Belt . . . the Thorobred line 
of V-Belts ... powerful national ad- 
vertising in TIME and leading trade 
journals ...and the finest sales pro- 
gtam in the mechanical rubber goods 
field. 


DAYTON RUBBER COMPANY, DAYTON 1, OHIO 


aytom mulalbex 


WORLD’S LARGEST MANUFACTURER OF V-BELTS 
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Seven REASONS 


SEATTLE 


@PORTLAND 


if 


\ @SAN FRANCISCO 


@LOS ANGELES 


30 Van Dorn 
Service Branches 
- . one within 24 hours 
@ every customer 
ae 


INTERIOR: Chicago, Illinois 


EXTERIOR: Atlanta, Georgia 


(Div. of Black & Decker Mfg. Co.) 


WINNIPEG @ 





e 
MINNEAPOLIS 


MONTREAL 
* 


a) 

® 

le BUFFALO 
NEW YORKO ge"% 
NEWARK 


PHILA.@ 


INDIANAPOLIS@ 
es 


@ DENVER 


o 
KANSAS CITY 


®st Louis 


CHARLOTTE® 


@ MEMPHIS 


@ DaLtas 
NEW 


HOUSTON® 


For Power Specify 


@ATLANTA 


“u (4/1) » a 
Dorn 


Portable Electric TOOLS 
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Why pe DORN 


Service Branches are strategically located throughout 

the country, placing every customer within 24 hours of 
a factory-owned Van Dorn Service Branch and reduc- 
ing delays to a minimum. 


Every Van Dorn Service Branch is manned by factory- 


trained experts who are carefully schooled in Van 
i Dorn factory-approved repair techniques. 


Replacement parts are all genuine Van Dorn—no sub- 

stitute or makeshift parts are used in any Van Dorn 
repair job. As a result, original performance is re- 
stored to every tool! 


Van Dorn’s Service Policy insists on factory-accuracy 
in all repaired tools. This requires specialized serv- 
ice machinery, which is standard equipment in every 

Van Dorn Service Branch. 


Insistence on high standards of workmanship and 

customer satisfaction is the first responsibility of the 
experienced Service Engineer in charge of each Van 
Dorn Service Branch. 


Complete service facilities are company-owned-and- 
operated—guaranteeing satisfaction not usually ob- 
tained by small local repair shops merely “licensed” 

wy a manufacturer. 


Efficiency of Van Dorn Factory Service gives added 
prestige to a line of electric tools that already enjoys 
wide acceptance throughout industry. 


mS) THE VAN DORN ELECTRIC TOOL CO., 717 Joppa 
Road, Towson 4, Maryland. 


nS More SALES 
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LOOK in this BOOKLET 
yell. abbout Took Maltruial/ 


when you’re 








A-L OFFERS YOU 
Complete Service 
for Modern Tooling 


By “complete” is meant 
that Allegheny Ludlum 
produces the full range 
of modern cutting tool 
materials, hence is in 
position to know and 
recommend the type best 
suited for any stated pur- 
pose. Unbiased content 
makes the 8%” x 11 
booklet, shown, all the 
more valuable. Specify 
its title, “Cutting Tool 
Materials.” 


ADDRESS DEPT. 10-20. 








You should have a personal copy of 
this 36-page booklet close at hand, if 
you are continually running into new 
cutting problems. Use it as a guide to 
quick answers to scores of possible 
questions such as: 

“Should we use Carbide on this job? 
What grade?” r, ‘How about tool- 
ing up with Cast Alloy for that other 
run?” ... or, “Can we cut this extra- 
tough stock fast enough with our usual 
grade of High Speed Steel?” 


This booklet in no way replaces, but 
does supplement, what you can learn 
by practical experience or what you can 
gain by calling in an A-L tool engineer. 
In compact form and quite impartially, 
the booklet presents the basic facts that 
enable you to speedily compare the 
suitability of various tool materials for 
specific uses. Send today for your free 
copy. There is no obligation involved. 
@ Allegheny Ludlum Steel Corporation, 
Henry W. Oliver Bldg., Pittsburgh 22, Pa. 


For complete MODERN Tooling, call 





Allegheny Ludlum 


FINE Too. stée® 
SINCE 1854 


weo 3703 
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TRIPLE 
REDUCTION 


DOUBLE 
REDUCTION 
X-RAY VIEW 





FOOTE BROS.- 


DOUBLE 
REDUCTION 


\\ oh ye 


SINGLE 
REDUCTION 


LOUIS ALLIS 


GEARMOTORS 


PROMPT DELIVERY! 


Would prompt delivery of Gearmotors solve 
your problem? 

If you’re up against costly delay, then keep 
in mind that you can count on prompt deliv- 
ery of Foote Bros.-Louis Allis Gearmotors. 

Foote Bros. offer the finest Gearmotor ob- 
tainable. A Gearmotor of superior design and 
construction—produced jointly by Foote Bros. 
and Louis Allis—both leaders in their respec- 
tive fields. 

Foote Bros.-Louis Allis Gearmotors are 
available in single, double and triple reduc- 
tions to provide output speeds of 780 down to 
7.5 r.p.m. Capacities from 1 h.p. through 150 
h.p. Open drip-proof, splash-proof, enclosed 
and explosion-proof motors. 

Mail the coupon for Bulletin GMA. 


FOOTE BROS. 
GEAR AND MACHINE CORPORATION 
DeptID, 4545 South Western Blvd., Chicago 9, Ill. 


rCDIE? BROS: 





Duti-Rated Gears—file hard tooth surfaces— 
resilient cores. 


Tang driven motor shaft pinion 
positively positioned. 

Extra capacity ball or tapered roller 
bearings. 


Cast iron housing for maximum rigidity 
under load. Large oil reservoir, splash 
lubrication. 


Leakproof oil seals. 


Dynamically balanced die-cast aluminum 
rotor. Impregnated windings assure 
protection from moisture, dust, and oil. 


Ball bearing motor for trouble-free 
operation. 


rocco oc nn 


Belton Power Trantrovion Manough Boller Bean . 


Write for Bulletin GMA 
Foote Bros. Gear and Machine 
Corporation 


Dept.ID, 4545 So. Western Blvd. 
Chicago 9, Ill. 


Send me Bulletin GMA on 

Foote Bros.-Louis Allis Gearmotors. 
Name 

Company 

Position 

Company Address 

City 
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PATENT APPLIED FOR 


“OFF THE SHELF” SERVICE 
WILL SELL MORE SPROCKETS 


The “Stock-Bore” sprocket that must be carried to the 
machine shop for reboring can be a thing of the past. Your 
customers can immediately have the sprocket they want 
WITH THE PROPER BORE AND KEYWAY. You can 
give service on sprockets that your competitors cannot 
touch. 


This new sprocket is an item that has natural sales appeal. 
It’s easier to get on or off the shaft; it grips the shaft; it fits 
an undersize shaft. It has features you can SELL to your 
customer. Once he buys it, he will prefer it over any other 
sprocket. 


OTHER 


Raller Chain 


SPROCKETS 


WI 


TH TAPERED SPLIT HUB 


ELIMINATE 
REBORING! 


“QD" HUB 
ALSO FITS 


FORT WORTH 
“QD” V-BELT SHEAVE 


Your stock of QD hubs can serve a 
double purpose. The same hub fits in either 
the QD sprocket 
or the Fort Worth 
QD sheave. 


Investigate the 
advantages of 
stocking the Fort 
Worth “QD” line 
. . » both sheaves and sprockets. Large fac- 
tory and warehouse stocks will make it 
especially attractive during present short- 
ages. 





Forl Worth Details of QD Sprocket construction as well as the many other 


advantages are expl 
Peoeoeects 


V-BELT DRIVES to you immediately. 
SCREW CONVEYORS 


in 300-8, Supplement 1. 


Address Department 18 and complete information will be sent 


and ACCESSORIES STEEL AND 
scarw nuvarons fn CO)° UMM Lo) 2Ul brains ae 


INDUSTRIAL FANS 


DEPT. 8L 3600 McCART, FORT WORTH, TEXAS 
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THE BEST WIRE ROPE FOR USERS 
IS THE BEST WIRE ROPE FOR YOU 





Roebling Wire Rope will give your customers _ engineering staff is always cheerfully available. 
the finest rope their money can buy... rope 
which is outstanding for durability and tough- 
ness. Value like that is the surest sort of business 
builder for distributors. Roebling helps boost 
sales in these other ways: 3. Year in, year out, full page advertisements 
in color tell the right men in every industrial 
1. Roebling supplies distributors with acom- _ field about the extra advantages of Roebling rope 
plete line...the rope best suited for each instal- _... special messages are addressed to manage- 
lation. Technical assistance from Roebling’s _ ment in general publications. 


2. Roebling distributors know it is more profit- 
able to sell the rope identified by the best known 
name in wire and wire products. 





JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY. 


ROEBLING 


Atlanta, 934 Avon Ave * Boston, 51 Sleeper St * Chicago, 5525 W. R t Rd * Cinei |, 3253 Fredonia Ave * Cleveland, 701 St. 

Clair Ave, N.E. * Denver, 480! Jackson St * Detroit, 915 Fisher Building * + saodonll 6216 foe Bivd * Los Angeles, 216 S. Alameda St 

* New York, 19 Rector St * Odessa, Texas, 1920 E. 2nd St * Philadelphia, 230 Vine St * San Francisco, 1740 17th St * Seattle, 900 Ist 
Ave, S. * Tulsa, 321 N. Cheyenne St * Export Sales Office, Trenton, N. J. 
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When the chips are 


...Who is 
industry’s 


YOU, the industrial distributor, of course. You are indus- 
ee try’s nearest, quickest, surest source of supply. 


Who else offers a concentrated supply of so many 

“ . ; ge ; if : 
| am an manufacturing requisites? Who else is more likely to know 
where and how to obtain scarce or sorely needed tools, 


industrial machines, supplies, parts, accessories, ete.?, Who else can 


- . - do more to help industrial concerns save time, conserve 
distributor equipment, keep manpower on the go? 


These are critical times. Industrial managements need 
you more than ever—to make available items they may 
need sooner or later, but which would tie up a lot of their 
own capital to warehouse themselves. 


They need you to relieve them of the headaches of 
having a lot of scattered direct-buying contacts—which 
can cost them much in time and effort. They need you to 
expedite purchase orders and deliveries. 
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Also... you have up-to-date information that is often 
invaluable to hard-pressed production heads—especially in 
selecting the best tools for different operations. 


Take files: With a wide assortment of existing regular 
types, cuts and sizes—and many special types for special 
purposes or materials— your knowledge of The right file for 
the job is of incalculable help on both exacting and mass- 
production work. 


Marketing through distributors is a policy that has 
made Nicholson products obtainable and preferred by the 
largest host of industrial file users under the sun. 





On your behalf we've recently spread the above message among your customers / 
through advertisements in such favorite magazines as: American Ma- 

chinist, Factory Management and Maintenance, Iron Age, Machinery, 
Machine and Tool Blue Book, Mill and Factory, Modern Machine Shop, 

New Equipment Digest, Purchasing, Steel, Tool and Die Journal. 
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How an 1838 Brougham builds sales for you in 1951 


The above advertisement is running in the 
top magazines read by the people you sell. 

It shows one of 19th Century England’s 
great craftsmen building a new style of 
coach to Lord Brougham’s specifications, 
paying close heed to the fasteners . . . vital 
parts on whose performance the perform- 
ance of his assembled product so largely 
depended. 


It’s the first advertisement in an extensive 


campaign to help maintain RB&W’s prestige 
...and yours, if you are an RB&W distributor 
...with full-page messages in FORTUNE, MILL 
& FACTORY, PURCHASING, IRON AGE, STEEL, 
etc. 

MORAL: Stock RB&W bolts, nuts, screws 
and rivets of uniform accuracy, dependa- 
bility and physical properties. It’s the com- 
plete quality line that supports your selling 
efforts with quality advertising. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


O A 106 YEARS MAKING STRONG 
& Z THE THINGS 
THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N. Y., CORAOPOLIS, PA., ROCK FALLS, ILL., LOS ANGELES, CALIF. Additional sales offices at: PHILADELPHIA, DETROIT, 
CHICAGO, CHATTANOOGA, DALLAS, OAKLAND. Soles Agents at: PORTLAND, SEATTLE. Distributors from coast to coast. 
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What Makes Selling FEDERATED SOLDER Profitable? 


REPEAT SALES! 


VOLUME SALES! 








iia users buy Federated® Acid Core and Solid Wire Solders because they 
know from reputation and from national advertising that Federated produces only 
the finest quality products. And they return to buy time and again because the 
performance of Federated Solders is tops. 


For display purposes, Acid Core Solder is packed in a bright blue and white package; 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed 


on each carton. Available in all commercial sizes and compositions. Listed by 


Underwriters’ Laboratories Inc. 


J o ° “etal we the 
A. Wun \~Jx 
“i &D 
AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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Industrial Thermom- 
eter, mercury filled, 
straight form. 


Dial Thermometer, mercury - 
actuated, with stainless ca- 
pillary and bulb. 


WILL THEY STAY HONEST WHEN THE HEAT’S ON? 








Rigid quality control and thorough testing of every 
USG Thermometer under actual operating condi- 


tions say they will! 


So does the fact that USG sells no makeshifts. 
Regardless of your process or application, there’s 
a USG Thermometer that suits it precisely. You 
may choose Industrial Types in all sizes, and 
mounting forms with standard or protected stems 
—or Dial Types in a variety of sizes, case styles, 
mountings, ranges and connections. All USG 
Thermometers—gas, mercury, or vapor-actuated— 
are built to the same high quality standards as 
USG Pressure Gauges! 

If you're interested in typical applications of 
commercial and approved Navy Standards, di- 
mensional information and the use of bushings, 
flanges, sockets and special tubing, send for Cat- 
alogs 100 and 200. 








Special thermometers for dough testing, milk 
testing, fuel gas, candy, solder baths, varnish, 
canning, vulcanizing and other unusual processes. 








Dial Thermom- Industrial Ther- 


eter with bot- mometer of the 45° 
tom-connected Recline Form. There 
rigid stem, one 

of many USG 


types available. forms. 


ore many other 


standard 


UNITED STATES GAUGE 


United States Gauge 

Division of American Machine and Metals, Inc. 
Sellersville, Pa. 

Gentlemen: We are interested in USG [(] Industrial 
Thermometers; [_] Dial Thermometers. []Please send us 
your catalog. [[] Have your man call. No obligation, 
of course. 


Nome Title. 





Compony 





Address 





City. 
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[IFE LUBE 


PERMANENTLY LUBRICATED 


BALL BEARING PILLOW BLOCKS 


Now, you don't have to bother with troublesome, time-consuming, expensive Pillow 
Block lubrication which increases maintenance costs and often permits faulty lubrication 
that materially reduces bearing life. 

There's a sure way to be safe even if your Pillow Blocks are located in out-of-the-way, 
inaccessible places. Specify and install Wood's LIFE-LUBE Ball Bearing Pillow Blocks. 
They're equipped with MRC Bearings permanently lubricated at the factory with a 
thoroughly tested and approved ball bearing lubricant. No further lubrication is re- 
quired — lubricant and periodic lubrication costs are eliminated. 

Be safe and sure with LIFE-LUBE — positive, permanent lubrication at no extra cost. 
Ask your Wood's Industrial Distributor or write us for Bulletin 194. 


T. B. WOOD’S SONS COMPANY, CHAMBERSBURG, PENNA. 
Branches; BOSTON, MASS., NEWARK, N.J., | DALLAS, TEX., CLEVELAND, O 
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“Something has 
happened to 


WIRE ROPE 
SLINGS” 


@ Now you can sell either special or standard 
types of ACCO Registered WIRE ROPE SLINGS and 
eliminate guess-work and uncertainty for your cus- 
tomers in doing all their normal lifting. 


Zoli yiele ana] 7, 


@ ACCO WIRE ROPE SLING distributors carry in 
stock...for immediate delivery ...standard 
diameters and lengths, and links, ‘‘safety” shackles, 
and hooks. All units... sling legs AND fittings... 
are factory-tested and certified as to strength. 


SMALL INVESTMENT : 


@ The universal nature of acco Registered WIRE 
ROPE SLING units enables you to give complete sling 





service to your customers with a minimum stock so 
only a small investment is required. Turnover is 
rapid. Sales volume is bigger. 

Get into the fast-growing, factory-made sling busi- 
ness. It’s profitable, very profitable. Write today 


for details 
*Trade Mark R 


Sed 
Ay - 
MEMBER THE NATIONAL SAFETY COUNCIL ao 
wy 


a ¢o Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
& 


‘fs AMERICAN CHAIN & CABLE 
WIRE ROPE SLING DEPARTMENT 


In Business for Your Safety 
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Get the service 
you like to give... 


B-RIGHT-ON 


SOCKET SCREW PRODUCTS 





You'll find Brighton is your kind 
of supplier . . . giving you the 
same prompt service and assist- 
ance you aim to give your cus- 
tomers. A compact organiza- 
tion devoted exclusively to 
the manufacture of top-quality 
socket screw products, 
Brighton can readily give 

this kind of cooperation to 
dealers — cooperation that 
simplifies your sales job. 


eset at anna 


Look to Brighton for... 
e@ Socket Set Screws 


e@ Socket Head Cap Screws 
e@ Socket Pipe Plugs 
e Socket Head Stripper Bolts 


e@ Socket Screw Specials 
WRITE FOR DETAILS on the 


Socket Screw Key Kits ’ 
@ Socke w Key Ki B-Right-On line of premium 


socket screw products. 


1827 Reading Road 


The BRIGHTON Screw & Manufacturing Co. cincinncti 2 Ohio 
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FROM ALL ACROSS THE 
NATION- ENTHUSTASTIC 
ACCEPTANCE FOR — 


IN PEACE WASTE IS A SIN... 
NOW — WASTE IS A CRIME! 


DISTRIBUTORS PRAISE IT! 


tion-conscious 
i the first announcement, ac . 
Statens in every territory have — — 
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TOP MANAGEMENT WANTS IT! 


A special mailing to top management men in 
the country’s leading companies provoked a 
response little short of amazing! Requests for 
information and material are literally ‘“pour- 
ing” in. These men want the “Fight Waste” 
Program — they’re ready to use it in their 
plants. 


INDUSTRY DEMANDSIT—NOW! 


Still more enthusiastic response! From every 
segment of industry—design, production, en- 
gineering, purchasing; from department heads, 
foremen, workers—comes word of acceptance! 
These men want the “Fight Waste’ Program 
—need it now! You'll find them ready and 
waiting for your call—for the material and 
assistance you can give them. 


THE PRESS PUBLICIZES IT! 


Editors throughout the industrial publishing 
field have acclaimed the ‘Fight Waste” Pro- 
gram—have given it editorial space as ‘‘Top 
reader interest’’ material. And remember these 
readers are also your customers! 


ENDORSED BY GOVERNMENT! 


Mr. H. B. McCoy, Assistant Administrator, 
National Production Authority writes: ‘'The 
program .. . is in direct support of the national 
need for conservation of materials and equip- 
ment. We are looking forward to the beneficial 
effects of the efforts of your company in 
this direction.” 





“SCRAP TURNED IN...1S STEEL TURNED OUT!” 


The nation’s steel production is being threatened by a 
serious shortage of scrap. It’s up to all of us to help. 
You can do your part by asking customers you call on 
to survey their plants to make certain that all scrap is 
moved promptly into the channels that serve steel mills. 











BAND SAWS FOR WOOD AND METAL + CARBOLOY-FITTED SAWS AND KNIVES 





DISSTON 
“FIGHT WASTE’ PROGRAM 


A NEW SERVICE DISSTON DISTRIBUTORS 
CAN RENDER AMERICAN INDUSTRY 


HOW “FIGHT WASTE” WORKS 


Disston furnishes all the material for you to supply 
your customers absolutely free! Here’s what you get: 


DISTRIBUTORS’ PRESENTATION PIECE: 
An attractive spiral-bound book out- 
lining the entire ‘‘Fight Waste’’ Pro- 
gram—illustrating and describing the 
available material. Planned as a work- 
ing tool for Disston Distributors to use 
with customers; suitable for desk use 
"4 in outlining the program. 


THE POCKET FOREMAN: 

A digest of the program for you to 

\. leave with customers. Tells how to 
initiate the plan—reprints all educa- 
tional cards for individual workmen. 
Contains post card order form so cus- 
tomer can look the plan over at his lei- 
sure and make his selection of the cards. 


“FIGHT WASTE” CARDS: 

31 individual pocket-size cards 
covering the Disston tools with 
which you regularly service your 
customers...for use! by workmen. 
Each card covers common tool 
failures; cause of such faults; best 
method of correction; and general 
information to improve work- 
manship, speed production, and 
prolong useful tool life. Your cus- 
tomer orders these himself, mak- 
ing his selection from the ‘‘Pocket 
Foreman.” 


POSTERS AND STICKERS: 

Attractive, eye-catching posters 
for bulletin board use to make 
everyone in the plant conscious 
of the need to ‘‘Fight Waste”! 
Large gummed stickers carry the 
“Fight Waste” Banner—act as 
constant reminders! Your cus- 
tomers can also order these at the 
sametimeasthey order theircards. 


\ ron von ence 108 
\ 5 : 


Disston Distributors get all this material in handy kit 
form—ready to take to customers immediately. Thus 
you can present the program to customers—leave the 
“Pocket Foreman’’—they’ll do the rest. And you gain 
the benefits of positive goodwill! 


ADVERTISING AND PUBLICITY CARRY THE STORY: 


Your customers are already learning about the “Fight 
Waste”’ Program through hard hitting advertising in 
publications that cover every Disston market: In 
BustnEss WEEK, AMERICAN MACHINIST, MILL & 
Factory, PURCHASING, LUMBERMAN, SOUTHERN LuM- 
BERMAN, Woop-WoRKER, TIMBERMAN, WOODWORKING 
DicEest, MANAGE—all are working to open doors for 
Disston Distributors! And, as already mentioned, lead- 
ing editors are featuring the program as ““Top reader 
interest’’ material! 


SPECIAL MAILINGS TO SPECIAL GROUPS: 


No means of spreading the word is being overlooked! 
Top management and administration have already 
been covered. And, as new needs are revealed, timely, 
specially aimed shots will be fired! 


DISTRIBUTOR SALES MEETINGS: 


Disston Factory Sales Representatives are available 
for Distributor meetings to tell the “Fight Waste” 
story —to show you how to use ‘“‘Fight Waste’’ material 
for maximum benefits! 


GET YOUR DISTRIBUTOR KIT RIGHT AWAY! 


If you are a Disston Distributor, write, wire, or phone 
us today, telling us how many kits you need to supply 
your salesmen. If you represent a Disston Distributor, 
ask your home office to get you a kit; or write us direct. 


HENRY DISSTON & SONS, INC. 
823 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, 8B. C. 
Canodian Factory: Toronto 3, Ont. © Australian Factory: Sydney, N.S.W. 
Copyright 1951, Henry Disston & Sons, Inc. 


SOLID AND INSERTED TOOTH CIRCULAR SAWS + MACHINE KNIVES + FILES AND RASPS + HACK SAWS + CUTTER HEADS + CHAIN SAWS + TOOL STEELS 








“where can I get 
compact, high quality, 
high pressure Gate Valves 


for general service?” 


\/ 
¢ “Order VOGT 





7 
Series 9850* 








Operating men everywhere 
rate these valves as 
tops for general gate valve service including meter 
and gauge lines, drip and drain lines, etc. 
Series 9850 valves have drop forged carbon steel bodies 
and bonnets, rolled in 11!/.-13% chrome stainless 
steel seat rings which can be easily renewed, and 
a solid stainless steel wedge. A ground joint insures 
tightness between body and bonnet. The stuffing box 
can be repacked under pressure when the valve is open. 





Also available is Series 9750, completely 
fabricated from 18-8 stainless steel for services 
*Series 9850 where internal or external corrosion is severe. 








CARBON 800 Pounds @ 750° F. 4 a i H 
Se tee tote ead Series 9850-F8 valves have 18-8 stainless steel 


Ser D400 goede qentiel corte trimmings and carbon steel bodies and bonnets. 
Union Bonnet © Ground Joint © Inside 
Screw Stem @ Renewable Seat Rings 
® Solid Wedge — Slotted Type @ I 1'!/- 


13% Chrome Stainless Steel Trimmings HENRY VOGT MACHINE co. 


Sizes 1/4" to 2" inclusive. Leuieville 10 Ky 
7 7 


BRANCH OFFICES: NEW YORK e PHILADELPHIA 
CLEVELAND e@ CHICAGO e ST. LOUIS e DALLAS 


DROP FORGED STEEL VALVES 
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eally, now . .. is there any fun or profit 

in trying to sell unknown merchandise 
against the big name brands? In wire rope fasteners, biggest name 
of all is Crosby Clips. And now you can have a great companion 
line...top quality, load-rated American Crosby Blocks, backed by 
ultra-modern merchandising. Smart, individual packaging of every 
block. A simplified stock-numbering system . . . and many other out- 
standing merchandising features. Want full details? Write today! 


1306 


& Derrick Company 
ST. PAUL 1, MINNESOTA 
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TO MAKE YOUR SELLING EASIER-ADVERTISING! | | 


) WALKER-TURNER TOOLS and GILMER LIGHT-DUTY V-BELTS 





ee es 
Walker-Turner 15” drill press (Belt guard removed) 
showing Gilmer Light-Duty V-Belt which is standard 
equipm Stepped sheaves permit 5 speeds 
600 to 5,000 RPM 
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OU get dependable pulling power with Gilmer 
Light-Duty V-Belts...strong and steady, 
shift after shift. And you can count on them to 
meet the rugged service 
requirements that today’s ° 
high production schedules Gilmer NC V-Belts 
demand. for oil, heat and static conditions 
The straight sidewalls of 7 - ; 
Gilmer V-Belts hug the Both Gilmer Light-Duty and Multiple V-Belts 


oe will fi may be had in NC construction which means 
grooves with a firm, non- “N" for oil and heat resisting Neoprene; 


Croas section of 
sical ai ca slip grip. “C" for conduction of static. The multiple 
Rayon Pulling Cords—25°%, stronger than old- V-Belt of this construction is the Gilmer Super 
style cotton cords—are processed for stretch con- Service Belt, built for extra long life in heavy- 


trol, and correctly placed to permit easy flexing duty service. Pulling cords are Nylon, with 
. 40% greater tensile strength than ordinary 
and cool running. 


multiple V-Belts. Sizes for all applications. 
Sturdy double jackets withstand hard service, 

assure long life. Less down time. Less frequent 

replacements. 

And the line of Gilmer Light-Duty V-Belts is 

complete. Whatever the machine, if it’s a V-Belt 

Drive, there’s a Gilmer V-Belt to fit. 


BUY THROUGH YOUR GILMER DISTRIBUTOR 


L. H. GILMER COMPANY 804 Tacony, Philadelphia 35, Pa. neebtianelninineninia 


























GILMER V-BELTS — Multiple and Light Duty. Set the KABLE KORD ® FLAT BELTS—both endless and in rolls. SPECIAL PURPOSE ENDLESS FLAT BELTS. A broad lin 
standards for pulling power! Made with durable Gilmer’s “‘number one”’ flat belt! Combines two belts for all your customers’ needs: Saw Mill Belts; Tub 
rayon pulling cords; Gilmer quality. Gilmer’s assort- in one—contactor and power. This unique feature, Winders; Sand Slingers; Band Saw Bands; Lig 
ment of V-molds—the world’s largest—assures a together with extra-strong Kable Kord construction, 
complete line of precision-built V-Belts. makes it a top seller! 


Conveyor Belts; Planer Belts for the lumbering indu: 
try; Lickerin, Cone, Winder, and Spinner Belts fo 
textile plants; Farm Belts. 


NOTE: Besides standard V-Belts 
and Flat Belting, Gilmer algo 
makes a wide range of Special Pur- 
pose Belts. These are in constant 
demand by plant engineers; need 
not be carried in stock; are mot 
subject to general competitién. 
Another extra profit opportunity 
in the Gilmer line! 


é AND DON'T FORGET THE 
GILMER TAPE—Friction and Rehber. A handy pair for GILMER INDUSTRIAL HOSES —a popular line of rugged : 
extra profits! Gilmer Friction Tape is straight-tearing, constructions for Air Drill; Small Air, Welding and SOUND GILMER SALES POLICY # 
non-raveling; has high insulation and adhesion quali- Cutting; Steam; Water; Suction; Lacquer Spray and i 
ties. Gilmer Rubber Tape has excellent insulation Solvent, among others. All are made with tough, A strict “buy through Distributor" 
qualities; fuses readily without heat. Both Friction wear-resistant cover over a strong carcass, and fine 
and Rubber Tape available in bulk and handy quality tube, according to requirements of use. Take policy; no factory sales in Sa 
10-roll shop packages. standard couplings. petition. 





A_ widely-experienced District 
Manager available for direct 
sales help. 


Branch stocks strategically localed 
as listed below. : 
Factory power transmission s§ 
cialists to give engineering ass 


ance when needed. 








Distributor protection. 


Ss o.8 es Ex/ Uniform discount schedules. 


INDUSTRIAL PACKINGS. A top-quality line for indus- GILMER SHOCK-PADS. A general purpose machinery A profit on every sale. 

trial necds. Various types to meet conditions of high, mount and shock absorber. Minimizes effects of both P 

medic» or low pressures ...super-heated or satu- machine and building vibration—eliminates need for Full jobber profit on non-stocking 
rated -‘cam, air, water, many acids and alkalies. bolting equipment to floor. Built of molded Neoprene Special Purpose Belts. 

Gilm *ackings include Asbestos Rod, Braided Rod, —resists oil, heat, water, and cleaning compounds. 

Cro ixpansion, Square Plaited, Asbestos Sheet. Simply cement to the floor. No bolting required. A balanced promotional program 


featuring national advertising and 
valuable catalogs. 


Monthly bulletins from the factory. 


ADVERTISING PREVIEW! 


Your customers will see this Gilmer advertise- 
ment in leading industrial publications next 
month. Note that Gilmer tells readers to... 


“BUY THROUGH YOUR GILMER 


MM BELTS Silt Siew Siler Sil 


TAPE PACKING 


UGB ors : ; 


S 
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ible. Champion means business! , i 
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A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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light sales-work for you bére! 


Take any B-I-G machine... add the use of hand-gun 
lubrication methods ... multiply by hundreds of 
hungry bearings—and you've got yourself the sweet- ma Alemite Air Operated Barrel 
est set-up yet for Alemite POWER Lubrication! . yt hog a a 
The fact is, some lubricating jobs are just too big for ordinary pone Se outlets. Port. 
hand-gun methods. A string of bearings (as pictured above) can . able 100 Ib. pumps also available. 
often “milk” a hand-gun in minutes. The result: employees lose 
time in frequent gun reloading . . . lose track of the bearings 
tended. And plant production takes the sic loss the next time 
a bearing “blisters” out. Alemite Portable Air Operated 
Guns. Model 6288. Fa- 
What can you do? You can move in fast with Alemite Mech- — Panny srg sal ae 
P . P wae ° P a n e 
anized Lubrication Methods wherever conditions like this are amin pe og Enchusive 
found. Prove your case for more efficiency, economy with Ale- helix arm and worm gear 
: ’ i assures positive priming 
mite power lubrication from barrel-to-bearing. Electric Guns, even at low temperature. 
Powerful Air-Operated Guns, Portable or Stationary Barrel 
Units—all carry the benefits of waste-free, mess-free grease de- 
livery. Save work ... save time . . . cut drastically the cost of a 


lubrication. All carry a “big ticket” commission for you! Electric Guns. Model 
7170-R. For high pres- 
sure delivery of light 
bodied greases. 25 Ib. 
Auto tiiead capacity. Rubber 


STEWART ued valence tar 
WARN E R draulic coupling. 
=| 


Stewart-Warner Corporation ¢ Chicago 14, Illinois 
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ARMSTRONG 


TOOL HOLDERS... 


for the toughest steels! 


The “Armstrong System” provides special ARMSTRONG TOOL HOLDERS 
for ARMALOY (cast alloy) and for ARMIDE (carbide-tipped) cutters. With 
these modern cutting tools, the toughest and hardest steels are easily ma- 
chined. Far heavier feeds and the extremely high cutting speeds become 
practical (300 f.p.m. with ARMALOY cutters; 600 f.p.m. with ARMIDE cutters). 
Delays for tool re-grinding are reduced to an absolute minimum—edges hold 
up to 100 times as long. 

Industrial Distributors can increase profits by selling the complete System 
of Tool Holders, not just individual tool holders . . . by selling the correct 
types for all operations, the correct sizes for each job . . . by selling the 
correct bits, blades and cutters for each material and cutting speed. 


ARMSTRONG BROS. TOOL CO. 
WRITE FOR CATALOG “The Tool Holder People” 
5205 WEST ARMSTRONG AVENUE + CHICAGO 30, U.S.A. 
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WEATHERHEAD ADVERTISING 
hefes you sell ! 


Weatherhead advertising appears regularly in the 
magazines shown below...reaches over 100,000 
industrial supply prospects each month, many of them 
tight in your area. 


8 _ Mie A ame = 


hr a waa! Be reo wteor 


. i= 


MORE WEATHERHEAD SALES AIDS.. 


Get the handy new Weatherhead catalogs—F-1456 Weatherhead 
Standard Brass Fittings, E-1457 Weatherhead ERMETO Flareless Fittings, 
H-1451A Weatherhead Hose & REUSABLE Hose Ends. Write Dept. I, 
The Weatherhead Company, 300 East 13st Street, Cleveland 8, Ohio. 


(we) Ve i Mark of Luildly 





FIRST IN HYDRAULIC CONNECTIONS 
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Leaf from a top 


salesman’s notebook: 


N the hospital boiler room above you see 

an example of a capital investment in 
‘“‘Featherweight’’® 85% Magnesia Insulation 
that will return dividends in dollar savings 
for many years to come. 


Just consider: Hospital hot water and steam 
service demands must be met twenty-four 
hours a day. And, with the large total area 
of heated surfaces in this system, possibili- 
ties of heat loss and consequent fuel waste 
are tremendous. 


At an assumed heating cost of 
seventy cents per million Btu the 
heat loss from one foot of 4’’ unin- 
sulated pipe at 225°F. costs about 
$2.60 a year. If insulation life 
were as short as 10 years, an initial 
investment of $26.00 would still 
be justified. 


Hot water converters, medium pressure steam, hot water 
flow and return piping; new East wing, St. Joseph's Hos- 
pital, Omaha, Neb. Insulation is “Featherweight” 857% 
Magnesia. Insulation Contractor: Midwest Asbestos and 
Insulation Company, Omaha, Neb. 


Yet for all applications up to 600°F., 
“Featherweight” 85% Magnesia provides 
efficient, durable insulation at a cost that’s 
but a small part of what it saves each year. 
And not just for ten years—but for the life 
of the heating system! 


“Featherweight” 85% Magnesia is struc- 
turally strong; permanently efficient. It can 
withstand intermittent vibration and rea- 
sonable amounts of compression. Even alter- 
nate heating and cooling, wetting and drying 
do not affect its insulating properties. 


You can supply your customers with 
‘Featherweight’ 85% Magnesia Insulation 
in block form for flat, curved, and irregular 
surfaces; in sections and sets of segments 
for standard pipe sizes. Keasbey & Mattison 
also makes a variety of other insulations 
covering all low-pressure applications. 
We'll gladly send complete information 
upon request. 


Nature made hsbestos... 


Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY - AMBLER - 


PENNSYLVANIA 
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How to pick the WALL 


SHOVEL ROPE—Tiger Brand 6 x 41 
Lang Lay with Independent Wire Rope 
Core. Made only in Monitor grade. 
Has high abrasion and fatigue resist- 
ance. The wire core adds to its strength 
and prevents distortion. This Tiger 
Brand Rope has earned an enviable 
reputation where the digging is hardest. 


2 
G 


ge aie 
ey: yay gat: 
4 ee a 





® You can make money or lose it by the way you select wire rope. It’s good to 
pick a rope like American Tiger Brand—that has proved its merits over a 
period of years—but that’s only part of the story. 

Some types of ropes are good in mud and sand—others are not. Some can 
stand bending fatigue caused by small sheaves, others break up under this 
abuse. The point is—can you tell by looking at a rope whether or not it will 
be a “winner” on your job? 


Take a tip from the Tiger Brand Specialist 


Here’s a man who knows his ropes. He can tell you the construction that 
should be best for your particular needs. Don’t hesitate to call him in. He has 
the experience to help you pick a winner . . . and the right rope for your job 
can cut your wire rope costs in half. Write for our handbook, “American 
Tiger Brand Wire Rope” which shows all the different constructions. Address 
American Steel & Wire Company, 842 Rockefeller Bldg., Cleveland 13, Ohio. 
AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO - 
COLUMBIA STEEL COMPANY, SAN FRANCISCO er ME vicee ppas 


TIGER BRAND 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Licellay Choformed 


Fin Ee... Ae ET >, ti8 @ t 
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1 TOP QUALITY 
° ACCEPTED PRODUCTS 


Widely used, widely advertised and widely saris 
CMH products offer the distributor ready-made cus- 
tomer acceptance backed by nearly half-a-century 
in the flexible metal hose market. No need to make 
excuses for an unknown, unproved line. 


9 LARGE QUANTITY 
° SALES 


Because of the large amount of flexible metal hose 
used in so many plants, orders frequently involve 
substantia! quantities. For the distributor, this means 
lower unit sales costs and more attractive business 
from every stand-point. 


3 * REPEAT ORDERS 


Recognition of the distributor as a source of high 
quality flexible metal hose assures a steady stream 
of virtually automatic orders for replacement of 
worn hose on a wide variety of equipment to which 
metal hose is essential to operation. 


Flexible Metal Hose 
means profits for you... 4. GENEROUS 
‘ cd 


PROFIT MARGINS 


The generous margins offered distributors make 
the sale of CMH flexible metal hose attractive and 
profitable. Coupled with large quantity sales and 
steady repeat orders it means dig profits. 


iy) iy 
eal Wl 
U 


Tue CMH line is the complete line of flexible 

metal hose, and a necessary line to any distributor 
attempting to offer a complete service to his customers. 
} ? Further, it gives you the benefit of a sound distributor polic 

a aheae ae prmetcen p that includes such features as engineering and siathect 
(right, above). The complete CMH application assistance, sales promotion aid and extensive 
distributor line includes all other business and trade journal advertising designed to bring 


related types of hose as well as customers to you. 
standard hose assemblies. : 


Among the fastest moving items in 
é Is 


Don’t delay—write for full information, today. 


Eloxen dentition gy CHICAGO METAL HOSE Corporation 


= poy poms ; ® 1314 $. Third Ave. * Maywood, Ill. * Plants at Maywood, Elgin, Rock Falls, and Savanna, Ill. 
: In Canada: Canadian Metal Hose Co., Ltd., Brampton, Ont. 


ey BS Aa 
“@NE DEPENDABLE SOU 


for every flexible metal hose requirement 
A  Komvotun et Serrated etis Reta ae bo Votes ot let als } 
Se tee 





INDUSTRIAL DISTRIBUTION ©® AUGUST, 1951 





You’ve got the law on your side—the 
good old Law of Gravity. The safest 
and most economical way to observe 
its dictates, industries find, is to lift, 
lower, push or pull, with a Simplex 
Jack. There’s a Simplex for every job 
—large or small. Almost every call 
you make is a potential prospect for 
jack sales. 


Here’s a sales-making tip to pass on to contractors and 
public utilities engaged in pipe, duct and culvert installa- 
tions under paved streets, alleys, tracks, lawns, etc. A 
Simplex pipe pushing and pulling jack is a handy tool to 
work with. It takes longer pipe lengths with a propor- 
tionate saving in threading and coupling. See Simplex 
Catalog 50—or write for full information. 


ALWAYS UP... 
ALWAYS IN... 
by remote control 
with RE-MO-TROL 


No “body english” is required. Simplex Re-Mo-Trol 
Hydraulic Pumps and Remote-Controlled Rams are accu- 
rately controlled from a distance for lifting, pulling or 
pushing. Re-Mo-Trol with its famous Simplex “Center- 
Hole” always makes its distance in the fewest strokes 


possible . . . and works where other jacks can’t get in. 





Most every industry has applications for Re-Mo-Trol 

mines, oil fields, construction, automotive, mills and fac- 
tories. Use it as an account-opener. It’s got everything 
that aids selling—news value, performance and versatility. 


(Advertisement) 


Friction is reduced 88% by designing the Simplex Screw 
Jack with a single chrome-moly ball bearing. The load 
can’t flatten the ball. No wonder that users call this jack 
“a rugged brute”. Simplex Screw Jacks take care of a 
wide variety of heavy-duty lifting anc lowering with econ- 
omy—in construction work, for shop and factory mainte- 
nance, for rigging, repairs, and other uses. 


PACKS POWER FOR PUSHING OR PULLING! 


This versatile, rugged, hydraulically-operated Simplex- 
Jenny Center-Hole Puller doubles as a press or heavy-duty 
hydraulic jack. The patented center-hole principle elimi- 
nates torque and pulls or pushes in a straight line, verti- 
cally or horizontally. Small, light, compact—it’s useful on 
cranes, catwalks and other out-of-the-way places. Remind 
your customers that it’s made in capacities of from 30 to 
100 tons. And tell yourself that the Jenny is always a 
sure thing for “jacking up sales” in all fields. 


CONSTRUCTION MEN 
USE ‘EM ALL 


Name any Simplex Jack and you can readily find one or 
multi uses for it in the construction field. Or, to put it 
the other way round, there’s one or more Simplex Jacks— 
in a choice of sizes and models—to help do the job better, 
faster, safer and at lower cost. Everywhere, big and 
bigger jobs are under way. Be first with the latest 
Simplex Catalog No. 50. It’s full of practical ideas for 
you and your prospects. 


SELLING SIMPLEX means selling your customers the 
best—not something “just as good”. And you get the 
benefit of offering a line that’s nationally-known and 
advertised. 


TEMPLETON, KENLY & CO 


1036 S. Central Ave , Chicago 44, tl 
* 


INDUSTRIAL DISTRIBUTION © AUGUST, 1951 








croup III PARKER-KALoy: 


soca? sey 
For excellence of advertising de- RON 3 cid 


signed to create brand preference 
ond increase share of existing 


a 
morkets. 








WwOUSTRIAL 
pisTRipuTOR 


Need 
weer ae aoe oe 


Sltitrem 


Pr 


oe 


GP 


VT 
C= 


BB 


/ 
wh 


th 


ARKER-KALON 


PARKER. werd fe cane | 


tT 


pilin 


> 
<— 


Group VI 


For excellence of informative ad- 
- 
vertising to Distributors, and of 


sales and service literature pre- dpe 
pared for their use. 
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This year, as in previous years, P-K 
advertising is dressed to fit the ocea- 
sion. It stresses service, and reminds 
readers of P-K’s unequalled experience 
in speeding and simplifying assembly 
operations. It offers the wealth of P-K 
service literature so useful for assembly 
planning and training new help, As al-” 
ways, it points out the importanee of 
time-tested P-K quality in fasteners, 


NIAA Awards are further 
proof that well-planned 


a eee 


ee 


P-K campaigns provide 


eee 5 ee 
th. Pe PEE. 


sharp sales tools for 
P-K Distributors 


P-K ADVERTISING 


Parker-Kalon entries in the Annual 
Competition of the National Industrial 


Advertisers Association have won top 
honors in each of two classifications. 

The 341 campaigns entered by the 
nation’s top-flight industrial advertis- 
ers were judged on the basis of achieve- 
ment of objectives. 

The awards signify professional en- 
dorsement of a fact long recognized by 
P-K Distributors. These men know 
from daily observation that P-K ad- 
vertising is a keen-edged sales tool 
operating to their constant advantage 
in a highly competitive field. 


At all times, under any conditions, 
P-K Distributors can depend on an 
alert, forceful program of advertising — 
support. Hard at work, day after day, 
at any job the situation demands, this 


award-winning advertising is one of — 
the many reasons why Distributors say Be 


it pays to team up with P-K- “< 
greater prestige, sales and pr 


Parker-Kalon Corporation, 200 )Varick ie 


St., New York 14. 


AND. OTHER FASTENING DEVICES 
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Floating center-member assembly con- os 


taining preloaded rubber biscuits. 


Junior Morflex Coupling. 
Stock bores from 4” to 1”. 
HP capacity per 100 rpm 
.06 to .17. Torque capacity 
3 to 9 lbs.-ft. 


Single Morflex Cou- 
pling. Stock bores from 
1%” to 2%”. Capacity 
per 100 rpm .38 to 13.80 
HP. Torque capacity 13 
to 725 lbs.-ft. 


Double Morflex Cou- 
pling. Stock bores from 
%” to 2%”. Capacity 
per 100 rpm .38 to 13.80 
HP. Torque capacity 20 
to 725 lbs.-ft. 


Radial Morflex Cou- 
pling. Especially 
recommended where 
thrust problems are 
present. Tremendous 
torsional flexibility 
in relation to capac- 
ity. Finished bores 
furnished to cus- 
tomer specifica- 
tions. Capacity per 
100 rpm 3.00 to 
262.00 HP. Torque 
capacity 158 to 
13,760 Ibs.-ft. 


Ask us for Morse Morflex Catalog C41-48. ¢ 


Why Morse distributors 
(amd tleete ceedtovnes) 


are sold on 
te) 44 3 
te) {58> Geol tl] JE (ct 


The complete flexible coupling line with many unique features 


Morse Morflex Couplings are specifically designed for installations 
needing torsionally flexible couplings that transmit power smoothly, 
isolate vibration, absorb shock loads, and compensate for dimensional 
misalignment. 


Morse-developed rubber biscuits are the key to the Morse Morflex 
Couplings’ success. Relative movement between shafts is confined 
to the controlled displacement of the rubber. Since there is no metal- 
to-metal contacts, lubrication is not required. 


Why not put this line of couplings, unmatched for quality and per- 
formance, to work for you, too. For more information, write: Morse 


or 


Chain Company, Dept. 187, 7601 Central Ave., Detroit 8, Michigan. 


222s @ ewe we eS eee ee ee ee 
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MECHANICAL 


Transmission POWER TRANSMISSION 


prRopuctTs 
\ 
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MODIFIED 
PLUG-TYPE 
Disc 


CENTERLESS 
GROUND STEM 


DESIGNED FOR 
LONG LIFE AND 
EASY MAINTENANCE 


REPLACEABLE 
YOKE NUT 


TWO-PIECE 


GLAND CONSTRUCTION RETAINED 


GASKET 


; 
; 
; 
7 
4 
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EXTRA DEEP EXCLUSIVE 
STUFFING BOX BOWED BONNET DESIGN 


LUBRICATION 
FITTING 


SWINGING 
EYE-BOLTS 


1. Full floating modified plug-type dise provides line 
contact, assures positive seal and minimizes galling. 
2. Packing wear eliminated thru use of centerless ground 
stock for stem. 3. Two-piece gland construction assures 
square compression and prevents damage to stem. 
4. Extra deep stuffing box, with minimum of 6 turns of 


? 
: 
| 
square packing. 5. Exclusive bowed bonnet design auto- Cooper Alloy “Certified” Y-Valves answer the major / 
requirements of the chemical, food, paper and pulp, = 
petroleum, pharmaceutical and allied industries for a 
6. Swinging eye-bolts simplify repacking and provide corrosion-resistant valve that combines the low pres- 
sure-drop advantage of the gate valve with the 
throttling characteristics of the globe. Designed by 
lubrication of yoke nut. 8. Retained gasket assures per- leading valve engineers, working together with special- 
ists in stainless foundry techniques, Cooper Alloy 
“Certified” Valves are sturdy in construction, reliable 
breaking bonnet seal. in performance and economical to maintain. 


matically compensates for expansion and contraction. 
added safety. 7. Easily accessible grease fitting permits 


fect seal. 9. Yoke nut readily replaceable without 


® YOURS FOR THE ASKING! 


Write for new Cooper Alloy Catalog 
No. 52 which gives full information on 
our complete line of Stainless Steel 
Valves, Fittings and Accessories. 


THE COOPER ALLOY FOUNDRY CO. uutsive, New Jersey 


LEADING PRODUCERS OF STAINLESS STEEL VALVES, FITTINGS AND CASTINGS 
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Fhe 3M Company Invites You 


eer 
and your customers to visit ne 
wale demonstration rooms — 
se ‘ 

in the following cities, for expe 


or a 
advice on the application of abraswe 





Clip this list of 3M Methods Rooms 


BOSTON.....51 Sleeper Street NEW YORK. .......e0-+seeee 

700 Grand Ave., Ridgefield, N.J. 
+++++1500 So. Western Avenve PHILADELPHIA.........0++0-5 
-++++,401 North Broad Street 
veseee1200° West Minth’§ c+ seees 23700 Forest Park Bivd. 


DETROIT. .8825 Grinnell Avenue SAINT PAUL. ..367 Grove Street 


CINCINNATI. .49 Central Avenue’ 


1242 Sixth Avenue South 


LOS ANGELES. . 
+eeeeeeee6411 Randolph Street 





Got customers with grinding problems? 
Send them to a 3M Demonstration Room! 


From Boston to Los Angeles, 3M Methods Engineers 
are ready to help you and your customers on any grind- 
ing problem—large or small. Demonstration rooms, 
equipped with the latest in belt grinding equipment, are 
now operating in 13 major industrial areas. 


Check the list below for the most convenient location. 
Any one of these 3M Methods Rooms will be glad to 
advise your customers, free of charge, on equipment and 
type of coated abrasive that’s best, most economical 
for the particular job. 


Why not let your abrasive customers know about this 
service today? Tell them to come in anytime with any 
kind of problem—from heavy grinding to fine finishing. 
You can be certain they’ll get careful attention. 











SAN FRANCISCO. ....- 640-00) 








by MINNESOTA MINING & MFG. CO., St. Paul 6, 
“Underseal” Rubberized Coating, “ 


tecording Tape 


3M Adt 


~~ ABRASIVE 
BELTS 


Minn., also makers of “Scotch” Brand Pressure-sensitive Tapes 

f Scotchlite” Reflective Sheeting, “Safety-Walk” Non-Slip Surfacing, 

s. General Export: Durex Abrasives Corp., New Rochelle, N. Y¥. In Canada: Minnesota Mining & Mfg 
ce : 


». of Canada Ltd., London, Canada. 
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Talk of the Trade 


CONGRATULATIONS: For the first time in its his 
tory, the National Industrial Advertisers Association this 
year had a contest for the presidency . . The win- 
ner by an overwhelming vote: Jack Apsey of Black & 
Decker . . . Congratulations . . . Speaking of the NIAA 
reminds me, the next time you see Fred Emerson 
(Spartan Saw) he’ll give you a full report on Miss NIAA 


LOST & FOUND: Eddie Hirshon (W. S. Wilson, New 
York) is looking for the owner of an almost-new set of 
golf clubs . . . After the recent Wilson outing someone 
left the clubs behind and to date has not claimed 
them . . . Eddie has tried calling some of the people who 
attended but couldn’t get a single lead . . . Better check, 
maybe your clubs are missing. 


FISHING STORY: Whenever people say they have a 
fishing story to tell you, it’s a safe bet that they'll wind 
up by boring you with the details of the catches they 
almost made . . . That’s not the case with Ray Mac- 
Donald (J. H. Williams) . . . Shortly after Ray was 
transferred from Detroit to Buffalo he accepted an invi- 
tation to go trout fishing . . . Like a law abiding citizen, 
Ray went out and obtained a resident license . . . The 
following Sunday morning he set out with his two friends, 
bright and early . . . After a couple of hours, Ray’s two 
friends left him to go to church . . . They were scarcely 
out of sight when a game warden happened by and in- 
quired as to the catch . . . Ray proudly showed the 
warden the three trout that had been caught . . . Then 
the warden asked to see Ray’s license . . . Ray produced 
it . . .Then the warden asked how long Ray had been 
living in New York . . . Ray didn’t hesitate a second . . . 
“Two months,” he said . . . That did it . . . The warden 
pointed out that Ray was fishing in a pond not open 


for the season; he had three fish caught illegally and his 
resident license was no good—you have to live in New 
York six months before you can obtain a resident’s 
license . . . The judge let him off easy, though . . . He 
faced a maximum fine of $127.50 but got assessed only 
$12.50 .. . I hear Ray is going to concentrate on golf. 


MAILING PIECE: Superior-Sterling Co., Bluefield, 
West Va., recently sent out a thought-provoking mailing 
piece . . . On a penny post card they gave a report on a 
“Chemical Lab. Experiment”. “Women” was the sub- 
ject of the experiment and here’s what the report said: 

Symbol—WO. 

Physical Properties: Boils at nothing, and freezes at 
any minute. Melts when properly treated, very bitter 
if not well used. 

Occurrence: Found wherever man exists. 

Chemical Properties: Possesses great affinity for gold, 
silver, platinum, and precious stones, Violent re- 
actions if left alone. Turns green when placed 
beside a better looking specimen. 

Uses: Highly ornamental, useful as a tonic in acceler- 
ation of low spirits and an equalizer of distribution 
of wealth. Probably the most effective income re- 
ducing agent known. 

Caution: Highly explosive in inexperienced hands. 


CARDS: Have you seen those gag cards buyers have to 
hand out to salesmen? . . . The cards read: “What, You 
Here Again—Another half hour shot to—”’. 


THOUGHT FOR THE MONTH: Have a nice vaca- 
tion, 
R.W.B. 
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Jenkins participation in the industrial shows has one 
purpose in view . .. more valve business for Jenkins 
Distributors. And there’s plenty of proof that Jenkins 
“show strategy” gets that result. 


Year after year, at each of the important industrial 
exhibitions, the Jenkins Booth is a magnet for plant 
engineers, architects, contractors, purchasing agents, and ; 
others—influential prospects representing important firms, 
who visit these shows in search of new information and ideas. 


Before they leave, the majority “sign up” for Jenkins 
literature. Thus, Jenkins not only records who they are, 
but provides for an effective second contact, literature 
delivered when they are back on the job getting regular 
calls from their local Jenkins Distributors. 


It’s all part of Jenkins carefully planned complete 
support for Distributors. Together with continuous 
nation-wide advertising, steady sales promotion, intensive 
sales assistance, and expert engineering service, it gives 
Jenkins Distributors a competitive advantage 
second to none. 


No wonder Jenkins continues to be the preferred valve 
franchise . .. no wonder it pays, and pays well, to sell 
Jenkins Valves. Jenkins Bros., 100 Park Ave., New York. 
Jenkins Bros., Ltd., Montreal. 


JENKINS 


LOOK FOR THE DIAMOND MARK 


VALVES 


| ie cia 





hose 


@ Chances are good that your prospects are already using Republic Tips. 
These Republic Tips appear regularly in leading national trade and news 
publications, where they help you make new friends and customers. 

And, although experience with Republic Industrial Products does seem to 

build definite preferences for Republic Products, it’s you who makes the 

friends and the profits! 

And, Republic Distributors don’t have to compete with their source of 
supply. Read over the famous 5-Point Sales Policy and you'll see what 


we mean. 





REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade 
solicited. 
A QUALITY of product uniformly good and capable of 
delivering service results that should reasonably be 
expected. 
A PRICE basis inducing and making possible saggres- 
sive competition with reasonable profit return. 
FREEDOM from competition from his source of supply, 
¥ either direct or indirect, among the trade covered by 
flow. Use shut-off nozzle for : his day to day solicitations. 
. . SELLING helps of reasonable amounts so that his sales 
this purpose of, better still, force may be given the advantage of specialized 


ieliatee er training and a knowledge of the product sold. 
The latter is a must for steam 
and high pressure fluid hose. » 














REPUBLIC’S FAIRWAY WATER HOSE 
LASTS LONGER, OPERATES MORE 
EFFICIENTLY, COST LESS TO USE /// 

———————— 


RAY 








[REPUBLIC RUBBER 


Send water down the smooth bore of Fair- 
way Hose and you get the most economical 
delivery service possible 

Fairway is a braided hose, built of top 
quality materials. It is extremely flexible 
and easy to handle. High tensile strength, 
rubber-impregnated, fabric carcasses stand 

» under high, surging pressures while the 
tough outer cover resists abrasion, cutting 
and weathering. INDUSTRIAL RUBBER PRODUCTS BY 

All standard sizes are available in 50 ft., 


100 ft. or longer production lengths, supplied & E PU bs LI C a U be K ER DIVI SF | 0 | 


on reels or in bales. 
Lee Rubber G Tire Corporation 


YOUNGSTOWN, OHIO 
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Industrial Distribution 





AO Years of Service 


rPXHIS is the 40th anniversary of our magazine. 

MILL SUPPLIES (the name we had until it was 
changed to INpustriaL Disrripution a few years 
ago) was founded in 1911. At various times over the 
years other magazines were consolidated with it, 
namely, Industrial Selling, Industrial Distributor and 
Salesman and Mill Supply Salesman. Throughout 
the period, however, there has been uninterrupted 
service to this field. Starting on page 97, we bring 
you a special section in which we review some of 
the highlights trom our 40 years of publication. 


Years of Growth 


It is hard even for the old-timers to remembet 
what “things” were like in 1911 when the magazine 
was founded—an automobile was still a rarity and 
there was no radio nor TV (lucky people). It’s even 
harder to comprehend the fabulous industrial growth 
of this country of ours during the past 40 years. Here 
are some measures of growth picked at random that 
give the picture “then” and “now.” 

Then Now 
Population (millions) 92 15] 
‘otal Labor Force (millions) 37 65 
Gross National Product 

billions 

Per capita income (annual ) $400 
Average hourly wage rates S$ .263 
Average hours per week 56.4 
Value of manufactured 

products (billions) $20 
Steel production 

millions of tons) 


$36.8 $320 
$2119 
$1.58 


Electric energy production 
billions of KWH) 
Expenditures, 
U. S. Government 
Public debt of U.S 
billions) $1.2 
Per capita debt $12.30 


millions) $691 $42,000 


$255 
$1689 

lhis is a terrific record of progress (although some 
might hold that the “growth” in the last three items 
represented retrogression). It is certainly a powerful 
irgument for those of us who believe that the “free”’ 
play of the competitive enterprise system is the best 
way to provide more people with more things 
within a framework of basic personal freedom. ‘Thos¢ 
who loudly proclaim the wonders of the various 
“isms” might take a look at this record. Despite two 
major world wars and a serious depression, the growth 
curve has continued sharply upward. 

During these years of industrial expansion, the 
industrial distributor has also grown and multiplied 
and prospered. Indeed, he has plaved an important 


part in the growth itself. ‘The fact that this industry 
of ours has grown and prospered is one of the strong- 
est arguments which can be advanced in support of 
its economic essentiality. If it had not demonstrated 
through actual performance that it has a worthwhile 
service to sell, the ruthless, impersonal forces of 
our competitive system would long since have sent it 
the wav of the dodo. 

A couple of years ago I made a tally of the dates 
of establishment of some 1800 distributors of supply 
and equipment items then in operation in the U.S. 
his check revealed that +3 percent were already in 
business at the time our magazine was founded in 
1911. But 57 percent have been established since 
that date. By and large, this is a relatively new in- 
dustry. And it is highly individualistic in contrast to 
the chain type of operation which is so common in 
almost every other distributive trade. 


We Grow Too 


Paralleling this growth in American industry and 
the growth of the industrial supply field has been the 
advances and growth in INpusrRiAL DistTRIBUTION. 
We even like to think the magazine itself has con- 
tributed to the growth of the industry it serves. 
People learn, or at least they can learn, from the 
experience of others. As some one recently said, 
“The man who won't read has no advantage over 
the man who can’t read.” 

Our basic editorial formula throughout the years 
has been to report to our distributor management 
and salesmen readers the better, lower cost, more 
efficient ways of doing “things” that have been 
worked out in practice by the people in our indus 
try. We serve as a channel for the communication of 
ideas. Through our pages over the past 40 years 
could be traced the history of the development of 
this industry. 

This progress could not have been made without 
the splendid cooperation of the hundreds of dis- 
tributors and salesmen in the field. They have been 
willing to give us the ideas they have found success- 
ful and as we have told their stories in our pages the 
whole industry has benefited. And our appreciation 
also for the loyal support of our many, many adver- 
tisers—a very substantial number of whom have been 
with us throughout the vears. With this cooperation 
and support, we can do no less than again pledge our- 
selves to make the magazine even better and more 
helpful in the years ahead. 


Sw ae 
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Are You Satisfied? 

With your credit manage 
ment, that is 

Do you agree that credit 
losses, as a percentage of sales, 
should be consistent in boom 


times? 

Do you think it is enough just 
to keep an eagle eve peeled for 
low payments and put a “stop” 


m the account when it goes 
ibove a certain figure? 
Well, Mr. Newcomb doesn’t. 
He applies a dynamic, construc 
ipproach to credit manage 
ment which should command 


ttention from a sales service 


1 
industry. 
Read this article and find out 


how he applies his theories 











SALES PROSPECTS good but customer needs capital, Sales Manager H. T. 
Wagener, James McGraw Inc., Richmond, Va. reports to Credit Manager J. H. 
Newcomb who gets busy with analysis and advice 


Manage Credit for Minimum Losses, Maximum Sales 


Richmond, Va. credit manager adds role of management consultant 


to vigilance over debts to help customers continue paying bills 


I'HE SALES PICTURE IS Goop—even getting better. The 
average age of accounts seems to be declining. What, 
then, is there left for a credit manager to worry about? 

Plenty, says J. H. Newcomb, credit manager of James 
McGraw, Inc., Richmond, Va. industrial supply firm. 
Mr. Newcomb admits that some of early 1950's credit 
problems have faded, but industrial mobilization’s boom 
has brought in new ones. To achieve positive results in 
credit control today, Mr. Newcomb finds that he must 
expand his role. He has to add to the job of credit man 
ger, the services of a management consultant. 

The credit picture,” Mr. Newcomb explained, “‘is 
much better than it was in the early part of 1950 when 
business was in a decline. With business on the increase 
now, the credit outlook seems good, but .. .” 

And Mr. Newcomb’s “but” is something to consider. 

Just as salesmen are tempted to relax selling efforts in 
i seller's market, so are credit managers subject to the 
ame temptation under the same conditions. But the 
tendency to absorb additional risks in proportion to in 
creases in sales is general. This doesn’t make the credit 
manager’s job any easier 

If vou analyze credit losses as a percentage of sales, 
it is quite possible to maintain a consistent average. 
But, Mr. Newcomb pointed out, this doesn’t cover up 
the fact that actual dollar credit losses increase in pro- 
portion to sales 

Mr. Newcomb doesn’t accept that as inevitable. If 
sales increase, it means that customers have more busi 
ness, more production, and in manv instances, more 
money. With such conditions prevailing, it should be 
possible for an industrial supply distributor to even reduce 
the percentage of its credit losses. At the same time, the 
cffort should in no way impair sales 


So much for theory. In practice, this concept gives 
the credit manager something to shoot at. Mr. New 
comb’s experience indicates that it takes considerable 
vigilance, knowledge of management techniques and 
initiative. 

Ironically enough, Mr. Newcomb found that some of 
the reasons why customers should be able to pay were 
actually contributory causes for failure to pay. In many 
instances, customers who moved to a higher scale of 
operations than they had ever known before (not an 
uncommon case among industrial supply customers 
found themselves too inexperienced to cope with some 
of the problems of expansion. They encountered thesc 
problems in purchasing, financing, inventory handling, 
sales management, credit management. 

Ihe twin tasks of minimizing credit losses and maximiz 
ing sales requires more than routine checks of accounts 
and credit ratings. These are the mechanics of a credit 
manager's job. As Mr. Newcomb conceives it, real credit 
control requires a dynamic and constructive approach 
to ward off incipient credit losses. 

The routine phase of Mr. Newcomb’s job follows the 
normal pattern: 

1. Watching accounts: going regularly through state- 

ments for balances brought forward. 

Aging carry-over accounts. 

Mailing initial collection letters. 

Follow up, by phone if possible. 

Follow up, by personal call depending on the 
amount, age of debt. 

The constructive approach to credit control, Mr. New- 
comb learned, develops out of the credit manager main- 
taining a personal relationship with customers. This takes 
the job out of the “dark ages” phase of credit manage- 
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OVER-EXPANSION DIFFICULTIES of customer are 
explained by Mr. Newcomb to R. E. Pearsall, general 


manager 


ment where the credit manager was regarded as a cold, 
calculating collector. It is the personal call and the inte: 
est in customer’s economic welfare which earns good 
will, eases the collection job and offers opportunity for 
service. It is through this relationship that Mr. Newcomb 


employs initiative and uses his knowledge of business 
practice, finance and credit management to forestall 
probable losses. 

Mr. Newcomb keeps informed on customers through 


calls and through talks with salesmen. By calling, Mr 
Newcomb can study customers’ operations and the con 
ditions under which those operations are carricd out. 
If there are any unusual factors which may affect pro- 
duction or sales or profits, he investigates them thor- 
oughly. For instance, agricultural customers’ ability 
to pay depends on whether it is planting or harvesting 
time. Conditions of crops are also a vital point to con 
sider in extension of credit. 

Chere are other bits of valuable information that Mr. 
Newcomb picks up during calls and all contribute to 
evaluating customers and their prospects. He learns about 
customers’ markets, industry practices, pricing, sales 
methods and difficulties, potentials. With this back 
ground, Mr. Newcomb can follow customers’ industry 
trends in business news sources. 

But the more tangible results of personal calls are 
the services which Mr. Newcomb can perform to help 
the customer and thereby help the McGraw company. 
With a background of business administration and 
finance, Mr. Newcomb can analyze and advise on most 
of his customers’ troubles. 

Mr. Newcomb’s experience that the 
why most customers develop credit problems during boom 
times are: (1) overbuying; (2) over-expansion in rela 
tion to available working capital; (3) inadequate credit 
management and (4) management shortcomings. 

Overbuying during periods of rising business activity 
is understandable but Mr. Newcomb attempts to fore 
stall such errois on the part of customers wherever pos 
sible. It ties up working capital in slow receivables and 
it is imperative for the credit manager to watch de 
linguents and try to get them paid up. 


shows reasons 


VIGILANCE OVER ACCOUNTS, checking carry-overs, 
produces clues to credit troubles which Mr. Newcomb fol- 
lows up with personal calls 


Mr. Newcomb’s practice is to watch account averages 
and check all significant increases in purchases. This 
may be done by questioning the salesman covering the 
iccount for full details on operations or by making a 
personal call on the customer. Where a customer fails 
to take advantage of trade discount after making a prac 
tice of doing so is another indication of overbuying or 
finance trouble. 

Over-expansion by small businesses causes credit prob 
lems but offers Mr. Newcomb an opportunity to be of 
real service to such customers. Expansion calls for 
more mastery over management techniques than most 
small businessmen have acquired. Such customers often 
find themselves overloaded with a large finished goods 
inventory, or they may have too much operating in- 
ventory. Both conditions tie up their limited supply of 
working capital. 

Mr. Newcomb analyzes their problem and recom 
uscnds action to correct a bad situation. It may be 
through intensifying sales effort, curtailed buying or an 
increase in an inadequate sales force. In one instance, 
Mr. Newcomb even conducted a sales meeting on basic 
selling for a customer. These services are greatly appre- 
ciated and build good will. 

Ihe same goes for credit management among custom- 
ers. Here Mr. Newcomb has done considerable mis- 
sionary work in educating customers on the dollars and 
cents value of discounting bills, on how to collect re- 
ceivables and how to evaluate risks. 

Financing is one of the greatest headaches for small 
customers but Mr. Newcomb has made better customers 
out of many of them with aid in this quarter. If, after 
evaluating the customer's position, he found his pros 
pects good, Mr. Newcomb has helped by suggesting loan 
sources, even arranging for loans or by showing the cus- 
tomer how to improve his capital position through in- 
ventory control. Where the account 1s important enough, 
Mr. Newcomb has analyzed anancial statements anJ 
advised customers on significant ratios. 

Chis sort of initiative has paid off in satisfied and better 
customers who are able to buy more through successful 
expansion. 
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WITH “LEDGERLESS BOOKKEEPING” AT GLOBE MACHINERY & SUPPLY, 


“We Saved $10,000 A Year" 





Formerly: 

The accounting department 
at Globe Machinery & Supply 
Co. mailed 5000 monthly state- 
ments to the company’s custom- 
ers. The cost of these state- 
ments was 10 cents per mailing, 
or $6000 annually. 


Formerly: 


l'hree bookkeeping machines 
and six clerks and_ operators 
were required to maintain the 
firm’s accounts receivable rec 
ords. This staff also maintained 
records for the firm’s three 
branches, but it was necessary 
to have girls at the branches 
to receive remittances, make re 
ports to the main office, and 
keep the accounts as shown 
by the duplicate statements. 


Formerly: 


Since the accounts receivable 
were maintained in the main 
ofiice it was necessarv to have 
close contact between the main 
office and the branches. The 
best that the main office could 
economically do for the branch 
credit managers was to furnish 
them with duplicate copies of 
the monthly statements. 


Formerly: 


lo find which accounts were 
delinquent at any given time, it 
was necessary for clerks to go 
completely through the accounts 
receivable ledger and check the 
balances. These accounts were 
then referred to the credit 
manager 





The Changes That Meant $10,000 a Year 


Now: 

A check was made with cus- 
tomers, and it was found that 
the majority of them had no use 
for monthly statements. About 
4500 monthly statements were 
eliminated. Even if the cost of 
mailing statements was closer 
to 5 cents than to 10, the com- 
pany still saved $2700 an- 
nually. 


Now: 


The use of bookkeeping ma 
chines was discarded, and a sys 
tem of “ledgerless bookkeep 
ing” for maintaining accounts 
receivable records was put into 
use. The number of clerks re 
quired dropped from six to 
three. According to the credit 
manager, “Three people now 
do all the work that six did be 
fore, and do it better.” 


Now: 

The accounts receivable rec 
ords were decentralized. Each 
branch maintains its own rec 
ords, through use of the “ledger 
Branch credit 
managers now have much more 
information on the status of 
their accounts, and collections 
have increased considerablv. 


less” system 


Now: 


Records of customers’ ac 
counts are kept in individual 
pockets in a desk drawer. A 
sliding indicator at the top of 
each pocket shows the date of 
the oldest unpaid invoice. A 
glance by the clerk handling 
the accounts immediately spots 
the delinquent ones. The credit 
manager has, on the average, to 
check on only 5 percent of the 
accounts 








By 
F. G. Phillips, Credit Manager 
Globe Machinery & Supply Co. 
Des Moines, la. 


Our Firm, Globe Machinery & Sup- 
ply Co., saved upwards of $10,000 
a year by breaking with custom in 
handling accounts receivable. 

We have stopped using machines 
to post accounts receivable ledgers, 
and we have stopped sending out 
monthly statements as a matter of 
routine. 

We questioned the need for these 
monthly statements and also the need 
for posted ledger sheets. Billing was 
by invoice, payment was expected by 
invoice, and our customers almost 
invariably paid by invoice. 

Manv customers, of course, remit- 
ted the statement amount, but as the 
statement amount was simply made 
up of one or more invoice amounts, 
this indicated only the happy coin- 
cidence that our customers’ records 
were as accurately kept as ours. We 
felt quite sure—although we never 
tried it—that few, if any, customers 
would pay a statement amount in ex- 
cess of the invoice amounts. 


Statements Ignored 


\ check with a number of custom- 
ers showed that most of them ignored 
our statements. Some of them had 
even instructed their clerks to destroy 
all statements on receipt, unless past 
due items were shown, to avoid the 
possibility of double payment. 

We next checked with our com- 
petitors and other firms in our area 
doing business with our customers. As 
expected, we found most of them 
sending statements. Upon checking 
with a number of concerns in other 
ireas, however, we found many who 
had eliminated statements. Our deci- 
sion was to climinate as many monthly 
statements as possible, and we wrote 
to this effect to our customers 

We told them why we proposed 
dropping the statements, but stated 
that we would continue sending them 
if individual customers 
them 

\ few customers did request them 

about 10 percent. As we had been 
sending about 5,000 statements per 
month. this meant that we eliminated 
about 4,500. We have never com- 
puted the exact cost of sending state- 
ments, but a_ reasonable estimate 


requested 
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CREDIT HISTORY for 24 vears can be kept on this card at 
Des Moines 


Globe 


Machinery & Supply Co., 


would be 10 cents, per statement 
mailed. Even at 5 cents, the cost for 
+500 monthly statements would b« 
year. This scemed like a 
tremendous price to pay for an item 
that our customers were consigning 
to their wastebaskets. 

We found, however, that in doing 
the statements, we had 
created a credit information pioblem 
Our head office is in Des Moines, but 
we operate branches in Cedar Rapids, 
Davenport and Spencer, Ia. With the 
accounts receivable being handled in 
Des Moines, it was necessary that the 
branches be advised of the credit 
status of their customers. 

Under the machine method it was 
easy to provide them with a duplicate 
copy of the statement. This we did, 
but it was not entirely satisfactory be- 
cause the machine posted statement 
did not list the amounts of past due 
individually, but simply 
lumped them into one balance fot 
ward figure. 

It was the best we could do, though, 
as to have itemized these balance for 
ward amounts from the ledger sheet 
would have required considerable 
time and, therefore, cost. 

Our solution to this problem of 
keeping the brat.ches informed as to 
the credit status of their customers 
was to decentralize; that is, to keep 


$2,700 pel 


way with 


Invoices 


Cards are kept 


the accounts receivable record for the 
branch in the branch. 

l'o save the cost of installing ac- 
counting machines in each branch and 
hiring trained operators, we decided 
to climinate the accounting machines 
altogether. We did not need 90 per 
cent of the regular monthlv state 
ments, and we rather doubted the 
need of the posted ledger sheet 
Ledgerless Bookkeeping 

We decided that, with the help of 
Remington-Rand, we would try a 
system of “‘ledgerless bookkeeping”. 
With this system, copies of invoices 
form the accounts receivable ledger, 
thus eliminating all postings and pro 
viding the full information on every 
charge as found on the invoice 

We get complete accounting con 
trol figures, fast and accurate credit 
authorization and collection follow 
up, complete protection of ou 
counts against fire and 
creased clerical expenses 

Under our old svstem, we 
using three bookkeeping machines for 
accounts receivable. These machines 
handled the accounting for our 
branches, but it was necessary for us 
to have girls at the branches to re- 
ceive remittances, make reports to the 
main office, and keep the accounts 
as shown by the duplicate statements 


] } 
greatlv de 


were 
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in folders in desk, with top line of each visible. 
date of oldest invoice in folder. 


Indicator shows 


In the main office we had three 
posting operators, plus three addi- 
tional people in the credit department 
who O.K.'d orders, applied cash and, 
in general, kept the accounts rec- 
onciled. Three people now do all the 
work that six did before, and do it 
better. 

Each girl assumes complete respon- 
sibility for the accounts under her 
jurisdiction. She O.K.’s the orders, 
follows the accounts for collection, 
does all the entering of charges and 
applying of remittances, and keeps 
ill her accounts in balance. 

By giving the girls complete respon 
sibility, plus the title of assistant credit 
manager, they take a lot more interest 
in their work. There is, in fact, a 
friendly competition between them 
is to which can do the best job of 
keeping accounts in a current and 
valanced condition. 

Each account has a set credit limit, 
nd the only time they refer the or 
ders to me is when an order will 
throw the account above the limit, 
or when an account is past due. I 
would guess that the girls handle 95 
percent of the orders 

From a credit man’s standpoint, 
one of the most important advan- 
tages of this system is the way credit 
authorization and collection follow-up 

(Continued on page 156) 
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Survey Reveals Distributor Solidarity 


Joint Committee study among 404 distributors demonstrates almost 


complete unity of thought on twenty problems 


I'HeE CHARGE that industrial distribu 
tors across the country are divided on 
matters of common interest was ef- 
fectively answered recently by a survey 
which indicated almost complete 


agreement among 404 distributors on 
{ 


1 
a 


) policy questions. 

Ihe answers ranged from unani 
mous approval to a suggestion for 
handling direct inquiries, to 87 percent 
approval of a suggested method for 
improving the handling of new price 
sheets 

Ihe survey, conducted by the Joint 
Industry Committee of the National 
and Southern Industrial Distributors’ 
Associations, included such questions 
as discount schedules, repackaging, 
sales policies, and definition of O.E.M. 
accounts. 

Here is an exact tabulation of the 
votes of the 404 distributors partici- 
pating in the survey: 

1. Manufacturers should consult 
their distributors individually regard- 
ing contemplated changes in their 
sales and merchandising policies before 
announcing and making such changes 
effective. 

Approved: 357. Disapproved: 28. 
Not voting or questioned: 3. 


\ manufacturer should discuss 
the merchandising policies of a dis 
tributor in a given market with that 
distributor before withdrawing his line 
from the distributor 

Approved: 378. Disapproved: 4. 
Not voting or questioned: 6 


3. Manufacturers’ associations or 
groups of manufacturers should pub 
lish elementary, educational bulletins 
regarding the nature, application and 
use of the products of their industrv 
for the training of distributors’ sales 
men, telephone men, counter men, 
ct 

Approved: 374. 

Not voting or 


Disapproved: 9. 


questioned: 5. 


+. Owing to the fact that broken 
package shipments and small orders 
ire handled by distributors at a loss, 
quantity differentials to compensate 
them for differences in selling and 
handling costs shoald be established 
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on lines where there are numerous 
broken package and small order ship 
ments. 

Approved: 376. 
ting OF 


Disapproved: 8. 
Not v questioned: + 
5. Notices of price changes should 
be in the hands of distributors not 
later than their effective date. 
Approved: 387. Disapproved: 1. 
Not voting or questioned: 0. 


6. Where practical, manufacturers 
should supply distributors with price 
sheets giving the distributors’ net cost 
prices and the suggested resale prices 
figured net at the stated discount from 
the list in both cases. 

Approved: 371. Disapproved: 15. 

Not voting or questioned: 2. 


When 
discount sheets or 
should enclose an acknowledgment 
form to enable them to check thei 
records to determine whether all dis 
tributors receive such notices. 

Approved: 352. Disapproved: 31. 


Not voting or questioned: 5 


manufacturers new 
price sheets, they 


issue 


§. When manufacturers issue price 
lists, they should indicate with an 
row each price that has _ been 
changed, the arrow to point upward if 
the price has been increased and down 
vard if it has been reduced. 

Approved: 363. Disapproved: 17 

Not voting or questioned: 8. 


9. Simplification of discount sche 
dules, particularly the elimination of 
chain discounts, fractions o1 
mals, is highly desirable. 

Approved: 397. Disapproved: 

Not voting or questioned: 0 


deci 


10. Suggested resale schedules are 
desirable and suppliers should exercise 
their legal rights to promote their ob 
servance. 

Approved: 398. Disapproved: 3. 

Not voting or questioned: 3 


11. Repackaging of many lines is 
highly desirable. To this end suppliers 
should study the current buying prac 
tices of industrial users with the view 
to packaging their products so they 
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facing the industry 


can be sold profitably in the original 
package as a separate unit of sale. In 
this connection decimal packaging and 
pricing is highly desirable. Decimal 
packaging means packaging in multi 
ples of 10 or in units of 5, 10, 25, 50, 
100, etc. 
Approved: 394. 
Not voting or questioned: 


Disapproved: 3. 


12. Quotations should be on a de 
livered basis to distributors’ stocks. If 
this is impossible, delivery charges 
should be prepaid and shown on the 
invoices so the total cost can be deter 
mined from the invoice. 

Approved: 392. Disapproved: 9. 

Not voting or questioned: 3. 


13. Allowance of the customary 2 
percent premium for payment on the 
10th prox. is desirable. 

Approved: 402. Disapproved: 0. 

Not voting or questioned: 2 


1+. In establishing discount sche 
dules, recognition should be provided 
for those who carry stock and render 
1 complete distribution service as con 
trasted with those who simply func 
tion as agents 

Approved: 402. Disapproved: 2. 

Not voting or questioned: 0. 


15. When a supplier withdraws his 
line from a distributor, he should ac- 
cept return of the distributor's inven- 
tory at full cash credit on the basis of 
cost or market, whichever is lower. 

Approved: 395. Disapproved: 5. 

Not voting or questioned: 4. 


16. Slow moving or obsolete items 
in the distributor’s stock should be 
returnable to the manufacturer at full 
credit or accepted in exchange for sal- 
ible items. 

Approved: 374. Disapproved: 21. 

Not voting or questioned: 9. 


17. Manufacturers should fully util- 
ize the facilities of distributors for 
serving all industrial users in their 
territory. They should refrain from re- 
serving for themselves the large volume 
ind more profitable accounts, thereby 
leaving for distributors the less profit- 

Continued on page 158) 





RE-SEATING a 21-in. safety valve to keep a cannery going, R. F 


ice which makes a customer for Railway Equipment Co., Port!and, Orc 


Fredlund performs 


GRINDING a bearing plate for idle oil 


burner indicates shop’s service diversity 


Specialized Service Brings Plus Sales 


Expert valve adjustment, reno- 


vating shop saves customers 


time, money, attracts new bus- 


iness 


PLUS SALES ARE WELCOME to a small 
business and T. J. Stiles, partner in 
Railway Equipment Co., Portland, 
Ore., is sold on the effectiveness o 
specialized service as a magnet to at 
tract such orders. Railway Equipment’s 
“silent salesman” 
dustry have \ 
seated or re-set almost at a moment 
ind by an expert operator. 

industry, explained Mr. Stile 
customer for tl 

Sometimes a re-seller of valves 
may be caught in a pinch for a partic 
ular valve needed by a_ customer. 
With some adjustment to a 
valve that is already in stock, he can 
customer's difficultie 

his job can be done, and done ex 
ly, in Railway Equipment’s shop. 
mainly industrial customers 
ittracted to the specialized 
time, and verv often, 


is a shop where in 
; 


can ilves renovated, re 


notice 
But 
not the sole 


» shop's 


slight 
vercome the 


pertiy, 
But it 
who ar 

service It saves 
mone\ 

In a way, Railway Equipment is 
somewhat of a specialized distributor 
in that it caters a lot to the particular 
requirements of loggers and sawmills 
with wn railways. It carries 
valves, injectors, track bolts and spikes, 
lining bars, rail and tie tongs, sledges, 
spike mauls, wrenches, movers, 
track drills, air brakes, sand driers, hose 
and tools. But the valve trade extends 


their 


Cal 


RE-SETTING a 4-in. safety valve so that it can be substituted for a specified item 


temporarily unavailable is a cing 


many other industrics which 
mean plus busines 

When an industrial user learn 
ibout the valve service, he invariably 
learns that Railway Equipment sells 
valves also. The service invariably leads 
to purchase orders for valves and othe 
supplies. After all, it is sound purchas 
ing policy to keep open sources 0 
supplies and particular services 

Railway Equipment’s shop is op 
erated by R. F. Fredlund, an expert 
machinist and a man who knows hi 
valves. He served as a machinist in the 
Navy during World War I and then 
spent 29 years with the Union Pacifi 
repair shop. For 20 of those vears, he 
was a supervisor. His experience with 
maintenance products and applications 
makes his suggestions and advice in 


valuable to users 


VCT 
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h for Mr. Fredlund and it solves many a sales problem 


Mr. Fredlund is well equipped to 
hand!e a variety of machining opera- 
which doesn’t confine his services 


non 
to adjusting, renovating or re-seating 
ilves, although that is the principal 
demand, A lathe, testing apparatus, 
grinders, drill press, ete. make it pos- 
‘ible for him to shape, cut or clean 
parts of equipment in cases of break 
downs or tie-ups and thereby mini- 
mize down-time for customers and 
prospects. It is a service which cus 
tomers have reason to remember and 
ippreciate. 

I'he shop has attracted plus business 
from metal working plants, wood 
working mills, paper mills, food and 
canning plants, foundries, mines and 
juarries, railroads, road and construc- 
tion contractors and ship-builders. It 
\ rks. 
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An Index of Industrial Distribution Articles 


Here’s a listing of articles that appeared from January through June 1951 





SALES IDEAS 


INCREASED SALES BEAR WATCHING. . 
Analyze order size & gross margin 
Wuat Asout tHE House Beninp THI 
SALESMAN? 
Discussion between an outside salesman 
and the head of inside sales 
‘TEAMWORK 
A combination of selling ability & tech 
nical knowledge 
Make Meerincs SOLVE SALESMEN’S Pros 
LEMS iietesn tee oe oe 
Follow general meetings with individual conferences 
SeLtt Your INpusrry ....... Mar. ’5 76 
What's good for the industry is good for you.” 
Beit Suop Speeps Service; Curs Cosr..Apr. "51 77 
One-day delivery is chief benefit 
How to Ger tHe Most Our or a Manu 
FACTURER'S MAN of 
Plan calls, provide ammunition & pin 
point sales targets 
Keep Up rue Sevuinc Hast 
Sales analysis, meetings, training 
still important 
SERVICE ts E.veryBopyY’s BusINEss 
Salesmen & management cooperate to 
‘ give service 


SALES IDEAS FOR SALESMEN 


Your Time: How Do You Spenp I1?...JAn. 751 
Sales manager cites 4 factors affecting 
productive selling time 
How vo Kitt Nine Birps witrn Ont 
STON! “38 
“Don’t scatter your shots’ says distributor 
\ Day with AN INstipe SALESMAN... JAN. 
Picture story shows salesman promoting 
business & good will 
Seti THemM Preparepness Now Jan. ’51 
Salesman features ‘‘automatic produc 
tion” selling 
Use IMAGINATION TO SNARE SALES .Fes. '51 68 
Offer “‘tailored’”’ units as specialized service 
Tuere’s Bic Business In Mepium Larct 
PLANTS Fes. 51 76 
‘hey offer variety in work & more orders 
Neep More Votume? Ger Orcanizep. . FEB 
Salesman gets volume sales by organized selling 
Know How 1o Sei. 1o THE Suipyarps?. . Mar. 751 
Promote service & make potentials actual 
Don’t Be Too Reapy to Say “So Lone’’.. Apr. *51 
Here’s one theory on just when to do it 
“No Price Tac on SERVICE” . May °51 78 
Do the job first, count the cost later 
Get IN THE PLANT : ; .May ’51 80 
Know products, put knowledge to work 
& follow up sales 


's) 9? 


How to Trousie SHoor with a Fac 
rory MAN 
You'll win steady customers & volume sales 
Tevtt Me Your Trousies 
Every customer problem can result in a sale 
Pootinc Know-How Keeps It IN THE 
FAMILY ..May 
Salesmanship & service flow from same spigot 


MEETINGS 


Disrrisutrors Man Boorns av CENTRAI 
STATES 
600 attend Chicago one-day session 
SouTHERN GEARS FOR DEFENS! 
600 attend Biloxi meeting 
Rocxy Mr. Disrrisutors Stace Mert 
ING ‘ ee beaks ica eigen 
Cross-section industry analysis was main topic 
“Whuat’L, I Wear at THE CONVEN 
moet”... ... : Seer 2) a 
Preview of the triple supply meeting at 
San Francisco 


IDEAS FOR MANAGEMENT 


Cur Orper Processinc TIMe..........JAN. 
All paperwork is handled by a single form 
INVENTORY CONTROL witrHouT HEAD 
ACHES ' ts Solas 
This firm keeps records on fast moving 
lines only 
IMPROVE YOUR 
ITIES eave 
Bulletins supply answers to problems 
of civilian industry 
Prorir SHARING Puts Emptoyrrs & MAN 
AGEMENT ON SAME TEAM 
Gives emplovees a real stake in com 
pany’s future 
“Priorities Are HereE—LEARN TO Liv: 
WITH THEM’ ....... ...~ Mar. 
3 steps for a workable system for han 
dling D.O.’s 
ProusBLE HANpiinc “Specrars’?—Try 
Tuts ee oe 
Small file on custom tools saves time 
on repeat orders 
Conveyors SPEED PAPERWORK .........MAr. 
Eliminates runners, order bunching & 
slack periods 
INVENTORY Data 1s Stitt A SALESMAN’S 
HELPER ... pibaBete G ee 
Capsule information a valuable aid 
during scarcity 
Facitities SEPARATED? Try 2-Way TELE- 
rYP! Sele, ee APR. 
4-page form sperds order filling 


SERVICE OpporTUN 
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eee May ’ 


a 


You Can Simptiry Your Business 
CHARTS 
One graph “‘pictures’” sales progress 
house 
Divineo Auruoriry Can Pay OrrF.... 
Decentralized responsibility is key 
higher sales 
Topay’s 10 Joss ror MANAGEMENT.... 
A 10-point program outlining jobs 
be done & ways to do them 


GENERAL 


Experts IN § INnpusrries Make 195] 


FORECASTS e."S 


Here's a digest of industries served by 
industrial distributors 


Disrriputors Say ... ee: ae 


Comments on “Distribution in Today’s 
Economy” 
ANNUAL SuRvEY OF DistriBpuTOR OPER- 


ATIONS eee he 


Check vour figures against the averages 


A report or centralized control & 
priority aid 
GrowTH INDUSTRIES OF THE '50’s........ May 
Mobilization will bring rapid expansion 
of basic industries 


PROMOTION 


Your Firm's Story 1s WortuH TEinc. .JAN. ’ 


4-point theme is institutional sales story 
Goinc TO CELEBRATE? Do ir PRoFEs- 
SIONALLY 
Experts insured success with 3-step 
formula 
Tuere’s No Business Like Snow Busi 
NESS 
Theater-type sign attracts community 
attention 


EDITORIALS 


Se_t Yourserr Topay . 
You AND CONTROLS... 
Tue Bic Turnasout 
MRO anp You 


LAYOUT & DISPLAY 


A New Home—Catirornia STYLE. . 
Building features print shop, overhead 
crane & 600-capacity cafeteria 
Homemape Horsravu ... SEES RR 
Distributor converts storeroom into 
ideal recreation room 
New Burtpinc 1s TAmoreD STOCKROOM 
FOR INDUSTRY 
Fits structure around supply functions 
DispLay Pays Irs Way . 
Store front use gives 7 major benefits 
New BuiLpInGc STREAMLINES OPERATIONS 
Special design & latest equipment boost 
efficiency 


TRAINING 


From Novice TO SALESMAN IN 25 WEEKS. .APR. ’ 


3 inexperienced men became outside 
salesmen 


Doers VisuaL Epucation HELp?........ May ’ 


Texas salesmen say “Yes” & prove it 


DEPARTMENTS 


How You Can... 
Key drill stock to colored cards......... J. AN. ” 


Demonstrate the use of air tools...... Jan. ’5 


Keep product literature dust free......JAN. ’ 
Make the most of display opportunities. . FE 
Give men enough rope 

Let workshop tools sell themselves. ...Mar. ’ 
Pin chain to wall for ease in measuring. .Mar. °5 


Save space with movable stairs Apr. 75 


Make more efficient stock shelves 

Put a sample & sales display room on 
wheels : : 

Move inventory from basement to sales 


ET See ene est ins May 751 


Advertise leading lines & suppliers. ... . JUNE 
Promote product application by “live” 
display 


SALESMEN Say... 
On-the-spot delivery assures success in 
sales ‘ 
Be careful what you promise them... . 
Want good advice? Read trade maga- 
zines 


Telephone selling takes special tech- 
nique gers 

A sale begins a chain. 

Know-how pays dividends. 


Questions & Answers ON... 
Drill presses . 
Packing & gaskets 
Fasteners . Oe ees 
Door OPENERS TO SALES 
Door OPENERS TO SALES 
Door OPENERS TO SALES .. 
Door OPENERS TO SALES 
Door OPENERS TO SALES 
Door OPENERS TO SALES 


Derense Topics: 
Our Mobilization Program ; 
Can We Defeat Ourselves in Our War 
on Communism? wisi anche. seein ee 
Inflation—W hat It Is & What It Means 
to You : : , May ’ 
Defense Production—It’s Very Differ 
ent Now ac ae 
WASHINGTON BULLETIN 
WASHINGTON BULLETIN 
WASHINGTON BULLETIN 
WASHINGTON BULLETIN 
WASHINGTON BULLETIN 
WASHINGTON BULLETIN 
OvuTLOoK FOR BUSINESS 
OurLook FOR BusINEss 
OuTLooK FOR BusINEsS 
OuTLOOK FOR BusINESS 
OurLook FOR BUSINESS 
OvurLookx FOR BusINEss 
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Ideal Financial Ratios 
That Spell “Safety” 


Hesket H. Kuhn, president of The Hardware & Supply 
Co., Akron, O., these three financial ratios to 
keep his business on an even keel. Ideally, the results 
should be 


uses 


Sales over 60 day period 
j j 1 (100%) 
Inventory valuation at end of period 


Sales over 60 days period 
: wad ‘ less than 1 (100°) 
Receivables at end of period 


Current assets - send 
. — - less than .5 (509%) 
Current liabilities 











THIS OHIO DISTRIBUTOR HAS... 


Three Guides to 


PAST, PRESENT AND FUTURE of The Hardware & 
Supply Co., Akron, O., are apparent to Hes Kuhn, president, 
from a ledger recording all phases of firm’s operations. 


Financial Stability 


Hes Kuhn, president of The Hardware & Supply Co., Akron, O., uses simple 


relationships between operating figures to help stay in good financial shape 


\ pIStRIBUTOR can stop worrying about whether his firm 
is in good financial shape if he will do some simple 
inalyzmg of his everyday operating figures, according to 
IHesket H. Kuhn, president of The Hardware & Supply 
Co., Akron, O 

For years Mr. Kuhn has been able to keep his receiv 
ables, inventory, and cash positions at their proper levels 
through the use of three ratios based on the relationship 
between balance sheet and profit and loss statement 
hgures 

lhe first relationship is that between the dollar value 
‘f his inventory and sales, used to determine if inventory 
s too high too or low in relation to sales. 

Mr. Kuhn obtains this ratio simply by dividing his 
inventory valuation at any given time by his previous 
60 days’ sales. This gives him a percentage figure. For 
example 

If the inventory on hand on July 1 is $100,000, and 
May and June sales totaled $150,000, the ratio is $100,- 
000 divided by $150,000, or 66 percent. 

According to Mr. Kuhn, the ideal relationship here is 
100 percent, which means that the inventory valuation is 
iiways exactly equal to the 
[his is 


preceding 60 days sales 


necessarily a rule-of-thumb comparison, since 


90 


inventory figures are listed at cost and sales at selling 
price. 

If the percentage falls below or exceeds 100 percent by 
a considerable margin, the distributor checks his pur- 
chasing routine. A decline in the percentage over a 
period of several months from 95 percent to 65 percent, 
say, would mean that stocks were not being replaced 
rapidly enongh, and the firm’s purchasing policies may 
need revamping. A continuation of this trend would 
mean, of course, that the distributor would sell 
himself out of business 

[he opposite, as if the percentage advanced to 140 
percent, would mean that the distributor had too much 
money tied up in inventory, and had better slow down 
his buving 
I'he next important ratio is the relationship between 
receivables and sales. Mr. Kuhn totals his accounts re- 
ceivables and notes receivables at any given time, and 
divides them by his previous 60 days’ sales. For example: 

Receivables total $112,500 on July 1, while May and 
June sales are $150,000. Dividing $112,500 by $150,000 
results in a ratio of .75, or 75 percent. 

The lower the percentage here the better, according to 
Mr. Kuhn. He feels that receivables should never amount 


soon 


m 
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FINANCIAL RATIOS, which act as the firm’s guides to 
financial stability, are compiled from balance sheet items and 
sales figures by Mrs. Mary Shea 


to more than 100 percent of the previous 60 days’ sales. 
Any higher percentage means that collections are 
lagging badly, and he immediately checks with his credit 
manager 

Any large increase in sales should be accompanied with 
a no higher rate of increase in receivables. If receivables 
advance more than sales, the distributor is being forced 
to handle more goods with a less than proportionate 
increase in cash 

Finally, Mr. Kuhn uses the relationship between cur 
rent and current liabilities to determine if his 
liquid enough and large enough to meet 
current operating costs. 

If current assets on any given date are $100,000 and 
current liabilities total $50,000, Mr. Kuhn divides the 
amount of liabilities by the amount of assets and comes 
up with a ratio of .5, or 50 percent. 

As with the relation between receivables and sales, the 
lower this percentage the better. If the ratio shows a 
tendency to go much over 50 percent, Mr. Kuhn checks 
immediately for the cause. 

As the percentage approaches 100, this means that the 
distributor is less and less able to meet his current finan 
cial obligations. 


assets 


assets are 


Ratios Based on Experience 


The ideal relationships suggested for each of these 


formulas, a 100 percent ratio between inventory and the 
previous 60 days’ sales, a less than 100 percent ratio 
between receivables and the previous 60 days’ sales, and 
a less than 50 percent ratio between current liabilities 
and current assets, are not “blue sky” or figures arbitrarily 
picked at random. 

Thev have been arrived at through Mr. Kuhn’s years 
of experience in managing an industrial supply firm. 
Through these years, these ratios emerged as constantly 
reliable no matter how the economic winds blew. 

“T’ve these three ratios work successfully for 
years,” says Mr. Kuhn. “As long as I can keep them 
around their ideal points, or below a definite maximum, 
there’s no need to worry about getting into an unhealthy 


seen 


RAW MATERIAL for the master ledger showing all 
operating data are reports from sales, purchasing and credit 
departments. Betty Schroeder totals invoices for sales record 


financial condition. This goes for boom times and hard 
times both.” 

Mr. Kuhn feels that these data provide enough infor- 
mation to keep a distributor’s firm on an even keel by 
themselves. But to further help him keep track of his 
firm’s performance, he keeps detailed records of all 
phases of the company’s operation in one loose-leaf 
ledger. 

Daily Records Kept 

These records include a record of daily sales, month by 
month, together with the cumulative daily sales each 
month; the size of the average invoice each day; the 
percentage of gross margin on each day’s sales; a daily 
record of purchases; monthly profit and loss statements 
for the entire business, and for each of its six depart- 
ments; monthly balance sheets; and graphs showing a 
record of sales and profits. 

Total cost: $400 for the loose-leaf binder and a two 
year supply of the various forms used in it. ‘These forms 
go into the ledger in an overlapping arrangement, so 
that various time periods of operation can be compared 
at a glance. 

“All this information is available to every distributor,” 
says Mr. Kuhn. “The trouble is that it’s too often scat- 
tered among various departments. Finding the answer 
to any single financial question often involves hunting 
through a number of different ledgers in different places; 
it wastes the time sometimes of half a dozen different 
employees. 

“I think it’s far better to accumulate this information 
at the end of each business day and record it in one 
volume. Here at The Hardware & Supply Co., the 
answer to any performance question is right at my finger 
tips. 

“IT can flip this book open any time, and know the 
answer to any question about the operations of this busi- 
ness in a matter of seconds. I can see at a glance the 
movement of sales, of inventory, of profit and loss, of 
balance sheet items. In short, this book and these ratios 
tell us where we are and where we are going.’ 
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GRAND OPENING of ZCMI Wholesale Distributors’ new three day open house. Here Harold H. Bennett, general 
plant in Salt Lake City was attended by 5,000 guests during manager, announces opening via radio to five state audience. 


Salt Lake Distributor Opens New Plant 


ZCMI Wuotesace Disrrisurors, Salt Lake City, old- 
est and largest merchandising firm between Denver and 
the West Coast, recently celebrated the opening of its 
new, one story, 500,000 square foot plant. 

Over 5,000 guests toured the modern office and ware- 
house areas during ZCMI’s (Zion’s Cooperative Mer- 
cantile Institution) three day open house. Along with 
many other features, they examined: 

\ glass brick fronted reception lobby and display 
room resembling a department store, used to display a 
broad sampling of all lines handled by ZCMI. 

Order pickers wheeling from shelf to shelf on roller 
skates, trundling specially designed baskets. 

Pneumatic tubing whizzing orders between offices and 
warchouse stations 

Interior loading docks for three freight cars, and 
truck loading facilities for six motor carriers. 


\n automatic electric tractor hauling trains of five 
ROLLER SKATERS whisk up and down the aisles with ‘ 


| bask “il . 1 lige +,000 pound trucks. 
spe \ lesigned baskets to fl rders he plan 1as a 
= tages af" pate ; es ; Over 500 employees, servicing space enough to handle 
Of I et of space, a 1 on one floor. This is enough 7 


1,000 carloads of merchandise 

Ihe need for new quarters became obvious to man- 
igement two vears ago, when coordinating the operations 
of a dozen scattered warehouses became too much of an 
ordeal. Harold H. Bennett, ZCMI vice president and 
general manager, fixed his sights on a 2,600 acre govern 
ment built small arms plant, which closed in 1945. 

Since the assorted buildings in this area, located +4 
miles from downtown Salt Lake City, provided too much 
capacity for even ZMCI, Mr. Bennett joined forces with 
two other businessmen, and unneeded space was leased 
for other operations. 

ZCMI then spent well over a year adapting the larg- 
cst arms plant unit to its own specialized needs. 

Ihe company has a history going back to March 1, 
1869, when Brigham Young, president of the Church 
of Jesus Christ of Latter Day Saints, and founder of 
Salt Lake City, put ZCMI in business with a $1,000 
purchase 

he wholesale establishment was founded at his be 
hest, to combat profiteering by teamsters and peddlers 
who were charging $1 per pound for sugar and $75 per 








) freight cars of merchandise 





OFFICE AREA in new plant is orderly, well lighted. The 


batterv of files running the length of the room contains a 1c 4 ‘tetas on 
= - < - POO.U . > 
perpetual inventory control system that keeps track of the hundred pounds for flour when “states goods were 


75,000 items ZCMI carries in stock scarce in Utah territory. 
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WASHINGTON BULLETIN 


JULY: DO-MRO is new maintenance, repair and operating 


supplies rating under CMP Reg. 5... NPA revokes Reg. 4 
along with the D97 . . . NPA tells what to do with DO-97’s 


vou ve accumulated and extended... You can help repair shops 


and repairmen by reading about CMP Reg. 7 ... Salesmen can 


help small users of controlled materials by brushing up on 


amended Dir. 1 to CMP Reg. | . .. Home workshop portable 


electric tools face production cut 


DO-MRO Replaces DO-97 


As Maintenance Rating 


Your customers shouldn’t use the 
“DO-97” rating for maintenance, re 
pair and operating supplies any more. 
I'heir orders should be marked “DO- 
MRO, Certified Under CMP Regula- 
tion 5”, if they are buying mainte 
nance, repair and operating supplies 
from you. 

Ihat’s the big change that came 
about with the Controlled Materials 
Plan as far as the industrial supply 
business is concerned. The National 
Production Authority revoked its Reg- 
ulation 4 which authorized all vour 
customers to use the DO-97 rating to 
get their maintenance, repair and 
operating supplies. In its place, NPA 
issued CMP Regulation 5 which now 
rules the procurement of MRO. 

CMP Reg. 5 is very similar to NPA 
Reg. 4, with one big difference. That 
is, Reg. 5 provides your customer with 
the “MRO” allotment symbol which 
he can use to get steel, copper and 
aluminum (the controlled materials) 
for maintenance, repair and operating 
supplies purposes. The use of the 
allotment symbol, however, doesn’t 
mean that your customer gets an al- 
lotment of the controlled materials for 
MRO. He can order only the amount 
that he actually needs for the purpose 
No more. 

Another difference between the two 
regulations is that now manufacturers 
of the products vou sell cannot extend 
the DO-MRO rating to get the ma- 
terials they need because they have 


been taken care of through allotments 
and the assignment of a special DO- 
rating for this purpose. However, the 
ratings that you now extend to your 
suppliers are very important. ‘To a 
large extent, his accumulation of 
ratings determines the size of their 
authorized production schedule and 
allotments. So, if you want supplies 
pouring out, keep extending ratings. 

All your customers are privileged to 
take advantage of the DO-MRO and 
the MRO allotment symbol. But, if 
they do, they will have to observe some 
rules, which are virtually the same ones 
which prevailed under NPA Reg. 4. 

In the first place, your customer 
has to establish a quarterly MRO 
quota if he wants to use the rating and 
the symbol. This is how he does it 

He adds up all expenditures for 
MRO supplies during 1950. Thirty 
percent of the total is his standard 
quarterly quota. 

But there are some qualifications. 
Even though he cannot use the rating 
to get certain items, he must include 
these items in adding up his 1950 
expenditures for MRO if .he bought 
them for that purpose. These items 
include: all basic, organic, or inorganic 
chemicals, their intermediates and 
derivatives other than compounded 
end-products not customarily sold as 
chemicals; certain parts made of con- 
trolled materials as contained in List 
A and List B of NPA order M-47A; 
nylon fibers and yarns; packaging 
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materials and containers; paint, lac- 
quer and varnish; paper and paper 
products; paperboard and paperboard 
products; printed matter such as sta- 
tionary; photographic film; rails, tie 
plates, track spikes, splice bars, rail 
joints, frogs and switches; rubber tires 
and tubes. 

He doesn’t include any expenditures 
for capital additions, although he can 
use the rating to secure a limited 
amount. 

Your customer can clect to establish 
seasonal quotas if he thinks that’s 
more suitable. In that case, he divides 
his 1950 expenditures into four vary- 
ing base period totals observing the 
same rules as compiling standard quota 
expenses. His seasonal quotas are 
then 120 percent of each correspond- 
ing base period total. 

If vour customer operated during 
a part of 1950 only, he makes an 
estimate of what he would have spent 
during the vear on the basis of the 
amount he actually did spend. His 
standard quota is then 30 percent of 
the total estimate. 

A partial operator during 1950 is 
entitled to estimate seasonal quotas. 
First, he estimates what he would 
have spent had he operated all year. 
Then de divides up 120 percent into 
four seasonal quotas allowing for 
seasonal variances. 

If you have a customer who didn’t 
operate at all in 1950 (or any fiscal 
period which ended prior to Mar. 1, 
1951) he can simply estimate his 
quarterly quota or seasonal quotas. 
But, if any quota is more than $5,000 
he must get written permission from 
NPA before using a rating or symbol. 

Any customer who operated only, 
partially during 1950, or not at all, 


93 








WASHINGTON BULLETIN 


ind establishes a quota of more than 
$1,000 has to report to NPA ao 
0 days after using the rating. 
tells NPA the quota he estimated, = 
base period he used, the method he 
used im computing the qu ind the 
rections he made fo sonal 
ther fa Ss 
CMP Reg. 5 
ror repal 
inv ory 
ind repau 


ilso makes 
repair shops If 
yur customers do 
work, or install minor cap 
tal additions for othe icerns, h 
in apply the “MRO” svmbols to get 
materials or products from you to the 
that his customer would 
be entitled to, if the latter did th 
work himself. In such cases, the cost 
vould be charged to the MRO quota 
of the repairman’s customer 
Anv customer can use the DO 
MRO to get a “mino ipital addi 
This may be any piece of 
equipment such as a lathe, drill press 
etc., providing it doesn’t more 
than $750, excluding any labor charges 
f installing or such 
If any of your uses his 
rating to get only 20 percent of his 
quota, he doesn’t have to observe the 
quota limitation This permits him 
to use the rating only for the hard-to 
gct items he needs 


Pp OVisS mn 
men and 


maimtcenancc 


ime extent 


tion’ 


cost 


customers 


Controlled Materials 


I'he regulation authorizes your cus 
tomer to obtain steel, copper and 
aluminum for maintenance, repair and 
operating purposes, but he cannot usc 
the DO-MRO rating for that. He 
must identify his order for controlled 
materials with the MRO symbol and 
an abbreviation for the quarter and 
vear in which it is valid. For instance 

ur Customer wants some controlled 
materials in the third quarter of this 

u He would use this identifica 
‘*MRO-3051”" His certifica 

on would read, “Certified Under 
CMP Regulation 5” his is con 
idered an authorized controlled mate 


ils order (ACM) by 


tion 
} 
t 


suppliers 
Old DO-97 Orders 


Anv DO-97 order for steel, 
iluminum placed before 
which call for delivery in the third 
quarter must be considered an au 
thorized controlled materials order by 
controlled materials producers or dis 
tributors 
If vou have 
for supply 
July 6 


copper 
July 6 


anv DO-97 
items by custom 
vou have to consid 
rated “DO-MRO” 
received after July 
verted bv the cust 
rating and ce-t fication. Th 
for \ 1ons 


orders placed 
TS b fore 
them as 
Any DO-97 orders 
6 should b 
th the 


Sadi 


nate W 


exten 
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Help Small Customers 
: Get Needed Materials 


Anv of vour customers having 
getting steel, copper or alu 
minum to keep going? 

You can help them by telling them 
how to use the special allotment sym 
bol authorized for small users by 
imended Direction 1 to CMP Reg. 1. 
Get a copy from your Department of 
Commerce field office. 

Most likely quite a few of your 
ustomers are making products which 
!o not qualify them for allotments of 

mtrolled materials under CMP. 
[hat is, up to now. For the most 
part, these products include household 
ippliances, gadgets or any consumer 


+ 


troubic 





Diamond Wheel 
Restrictions Loom 


If any of your customers use dia 
mond grinding wheels in 
cement and cement blocks, ceramic 
tile, mirrors, pencil edging ian, stone 
or marble, limestone and slate and 
dental diamond points, they'd better 
start looking for substitutes. An im 
pending NPA order will prohibit such 
uses of the wheels. 

Ihere’s no idea of banning 
on carbide tools, howeve: 

The order will also limit the quan 
titv of diamonds to 72 carats per cubic 
inch content in any wheel representing 
100 percent concentration 

Diamond wheel manufac 
aren't enthusiastic about the 
Thev offered two alternatives 

1. An allocation —svstem 
which the supply of bort 
regulated upon its arrival in U. S$ 
ports. Manufacturers would certify 
to NPA their requirements and NPA 
would allot the bort directly to them 
This would be a more cquitable 
distribution of supply 

2. An_ intensivc 
gram under which users would collect 
dust from the grindings, return stubs 
of diamond wheels, salvage diamonds 
from the sludge, and reclaim diamonds 
from old wheels. As much as 19 per 

nt of the carats could be saved, one 

wufacturer estimated. 

One supplier said that the proposed 
restrictions would represent only about 
20 percent of the end-uses of diamond 
ginding wheels and would affect 
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durable goods. At first, they were 
forced to go out into the “open” end 
of CMP to get their materials and this 
meant competing for the material 
with big outfits. But now they are 
virtually assured of getting what they 
need. 

In order to qualify for use of the 
“SU” symbol, your customer's quar 
terly requirements of controlled mat 
rials should not exceed 

5 tons of carbon steel 
ing wrought iron 

4 ton alloy 
stainless 

500 Ibs. copper and copper-bas¢ 
alloy brass mill products, copper 
wire mill products, copper and 
copper-base alloy foundry prod 
ucts and powder. 

500 Ibs. aluminum. 

If that’s the case, he makes out his 
own production schedule by using that 
amount of material plus what's in his 
inventory. 

In order to get the materials, he 
merely puts the symbol “SU” and an 
abbreviation for the quarter and year 
in which he is going to use it, on his 
order. For example: if he wants the 
material in the third quarter, he 
identifies his order with “SU-3051” 
He uses the following certification: 
“Certified Under CMP Reg. 1” and 
signs his name. He makes no reports. 

But that isn’t all the help he gets. 
He can give you a special rating for 
other production materials he needs 

screw products, for instance—in the 
product he is making. This rating is 
“DO-SU” and is certified under CMP 
Reg. 1. 

Naturally, he is entitled to use DO- 
MRO for his maintenance, repair and 
operating supplies which you sell him 
and the MRO symbol for controlled 
materials when used as MRO supplies. 

Ihere’s a cord of caution necessarv. 
If anvone thinks they can use the 
“SU” svmbol for more than the state 
amounts, they have another think 
coming. NPA audits controlled mate- 
rials suppliers’ books pretty frequently. 


includ 


steel (except 





Questions and Answers 

Q. When I extend a 
rating, must I place a delivery 
on the order? 

A. Yes. Section 11 (c) of CMP 
Reg. 1 requires it. If your supplier 
cannot deliver then he must tell you 
when 


DO-MRO 
date 








Home Shop Portable 
Electric Tools 
Output May Be Cut 


How’s your stock of home workshop 
portable electric tools? You might 
not be getting as many as you used to. 

Manufacturers of portable electric 
tools were given allotments of steel, 
copper and aluminum and authorized 
production schedules only for indus 
trial—or production—models. More 
over, the allotments were generally 
below the requested estimates fur 
nished by the manufacturers. 

No allotments were made for home 
workshop models which carry an 
isterisk in the CMP “B” product 
directory The materials for these 
must be procured from the “open” 
supply of controlled materials. 

At present, an order limiting the 
production of home workshop or 
hobby tools is in the works at NPA. 
Manufacturers recommended that the 
following portable electric tools be 
listed as home workshop models: 

Sanders and polishers less than 7 in. 
in size; electric saws less than 6 in. in 
size, and saw attachments; electric 
drills less than 4 in. in size with a 
price list of less than $27.50 to the 
ultimate consumer; bench = grinders 
less than 6 in. in diameter or less than 
Lh.p 

NPA officials didn’t think that these 
specific models will be included in 
CMP allotments for the fourth quarter 
unless all consumer durable goods are 
covered by the plan at that time. 

The industry committee includes: 
G. M. Moore, Albertson Co.; Glen 
Treslar, Black & Decker Mfg. Co.; Lee 
Hewitt, Bradford Machine Tool Co.: 
A. W. Mall, Mall Tool Co.; Wil 
liam C. Heard, Millers-Falls Co.; 
John I. Dean. Porter-Cable Machine 
Co.; J. R. DeBacher. Speedway Mfg. 
Co., and S. H. Cross. The Stanlev 
Works 





Questions and Answers 


Q. How can I identify a 
order put out under CMP? 

\. By the regular symbol “DO”, 
dash, claimant agency or industry di- 
vision code number. For instance, 
DO-N¢4 is a rating authorized by the 
General Components Division of 
NPA. A complete list of allotment 
svmbols and ratings symbols will be 
published in INpustrtar Distriu 
TION next month. 


rated 





‘Allotment’ Turns 
Out To Be ‘Ceiling’ 


Just to make sure that some 
of the copper and alu 
minum produced in any one 
quarter will be available in the 
“free” area for those of your 
customers who do not come 
under CMP, the National Pro 
duction Authority made it clear 
to all those who got allotments 
of controlled materials that 
that was all they could use. In 
other words, if one of your sup 
plicrs got an allotment (and 
most of them did) he can’t raise 
his output by going out into the 
free area and get additional 
steel, copper or aluminum to 
boost his production. 

This amounts to a “ceiling” 
on the number of items indus- 
trial supply manufacturers can 
produce since virtually all of 
them come under CMP and re 
ceived allotments and author 
ized production schedules. 


steel, 











Railroads, Trolleys 
Get Special Order 


Rail 


assured of equitable distribution of 


transportation systems were 
critical materials, chiefly 1,000,000 
tons of carbon steel, for maintenance, 
repair and operating supplies, by 
NPA Order M-73. These systems 
require items ranging from small 
clamps and washers to locomotives and 
fabricated bridge structures for main- 
tenance of way. 

The varying nature of such opera- 
tions makes it impossible to establish 
an inflexible formula permitting self- 
certification based on the “historical 
use” pattern or formula. It is impos- 
sible to know what the controlled 
materials requirements of controlled 
materials for each system may be with- 
out prior advice from each company. 

Quarterly requirements have to be 
listed in advance by these companies 
on NPAF-105. NPA will make allot- 
ments of controlled materials and give 
authorizations for other items based 
on the availability of supplies and 
subject to program determinations by 
the DPA for the freight car and rail- 
road maintenance programs. 

Provisions have also been made in 
M-73 for small users of. materials (up 
to $25,000 per quarter) to operate 
either under this order or CMP Reg. 5. 
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Repair Shops Get 


Special Assistance 
Under CMP Reg, 7 


If you have any repair shops or 
repairmen among your customers, or 
if you run a repair shop yourself, CMP 
Reg. 7 is pretty important to you. 

These are special rules on how these 
customers can get controlled materials 
and other maintenance, repair and 
operating supplies for people who are 
not entitled to use either the MRO 
allotment symbol or the DO-MRO 
rating. It assures them of remaining 
in business. 

Che regulation allows a repair shop 
or repairman to use the allotment 
svmbol “RE” to get the following 
materials in any calendar quarter: 

20 tons—Carbon steel (including 
wrought iron), alloy steel (except 
stainless stecl) and stainless steel (to 
include not more than 3 tons of alloy 
steel and one ton stainless steel). 

500 Ibs.—Copper and copper-basc 
alloy brass mill products, copper and 
copper-base alloy foundry products 
and powder. 

500 Ibs.—Aluminum. 

If the shop or repairman needs 
copper for repair of functional parts, 
he uses the symbol “RE” on his 
orders. But he must limit himself to 
the extent of his actual needs for the 
material on jobs for customers not 
qualified to use a rating. This can’t 
be more than $150 worth, or 20 per- 
cent of what he used for such work 
during 1950, whichever is most. This 
is a quarterly limitation. 

For such orders he has to use the 
allotment symbol and abbreviation of 
the quarter and the year: “RE-3051, 
Certified Under CMP Regulation 7 

To get non-controlled materials and 
products for non-rated jobs, the shop 
or repairman uses the DO-RE rating 
and certifies it under CMP Reg. 7 





Questions and Answers 

Q. I have a customer who makes 
pulp and paper. He uses pallets and 
skids to move things around in his 
plant and carries them on the book 
as operating supplies. Can he use a 
DO-MRO to get them? 

A. No. Pallets and skids are con 
sidered packaging materials for which 
you cannot use a DO-MRO. If he 
can’t get them without a rating, tell 
him to write to the Pulp & Paper Di- 
vision, NPA, Old General Accounting 
Bldg., Washington, D. C. 
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Customers Can Pool Consumer Durable 


Effortsfor DO Business 


If any of your customers are looking 
around for defense orders and think 
they're too small an outfit to get any 
business, or they don’t know how to 
go about getting it, you can guide 
them and help them find out just 
where they stand. Several of them can 
get together now and pool their facil 
ities to make a single bid. 

Studied guidance for smaller plants 
which may want to organize defense 
production pools is set forth in a 
pretty comprehensive booklet issued 
by the DPA. It is titled 
Production for Defense” 

I'he booklet presents both the ad 
vantages and disadvantages of pool 
operation, together with detailed pro 
cedure which should be followed by 
iny one interested in organizing such 
a pool 


“Pooling 


Under favorable circumstances. the 
booklet says, the use of pools has been 
ind can be very helpful. Such cases 
will be encouraged. However, it adds: 

Unless a pool of small firms has 
sound management, including experi 
work; 
unless it has adequate financial re 
sources at its disposal; unless it has 
thought through the classes of prod 
ucts if 1s prepared to manufacture and 

prepared to sell its services vigor- 
ously to the proper Government pro 
curement officers and prime contrac 
tors, its chances of will be 
greatly hampered.” 

\fter giving a broad definition of a 
production pool, the booklet describes 
in some detail the two principal types 
of pools: the incorporated and_ the 
unincorporated. Operating procedures 
of the latter are it length. 
with a suggestion that all questions of 
organization be taken up with local 
legal counsel 

\ section which presents the chief 
idvantages of pools, from the stand 
points of better supervision and more 
effective dealing with contractors, is 
followed by an outline of the more 
obvious disadvantages. These concern 
the problems of organization and oper 
ation, with the type of pool to be 
organized and the tvpe of plants in 
vited to enter the pool, declared to be 
basic. Four chief problems are cited 

1) inexperienced management; (2 
lack of initiative in seeking orders; ( 
insufficient funds; (4) waning enthusi 
ism if orders are not secured immedi 
ately 


ence in engineering and cost 


success 
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“How the Government Looks at 
Pooling” and “Characteristics of an 
Ideal Pool” are sections which give 
detailed suggestions for anticipating 
Government requirements regarding 
pools, and list some 12 features which 
are desirable in the organization and 
operation of a pool 

I'he booklet may be obtained from 
any Department of Commerce field 
office and further information may be 
had by writing to: Pooling Section, 
Office of Small Business, National 
Production Authority, Washington 
23. EH € 





A Reminder 
To Warehouses 


You have to give preference to 
iuthorized controlled material orders 
and DO ratings with an allotment 
number (DO-K7 for instance) 
simple rated orders for the rest of 
this quarter. 

Simple DO-rated orders calling for 
delivery during this month should 
have been converted into authorized 
controlled materials orders. If not, 
they have to take third place in 
scheduling and delivery by the 


Over! 


sup 
pliers 

However, there are some excep 
tions. ‘These get priority with ACM 
orders 

DO-22 Department of Defense 

DO-38P, DO-46, DO-47D0-96 
NPA 

DO-41 Atomic Energy Commission 

DO-45 Federal Civil Defense; Fed 
eral Security Agency; General Ser 
ices Admn.; Veterans Admn.; Housing 
and Home Finance Agency; Depart 
ment of Agriculture; Bureau of Pub 
lic Roads; Civil Aeronautics Board; 
Civil Aeronautics Admn 

DO-48 Department of Interior; 
Petroleum Admn. for Defense; De 
fense Electric Power Admn.; Defense 
Minerals Admn.; Defense Solid Fuels 
Admn. 

DO-49 Department of State. 

DO-51 National Advisory Comm. 
for Aeronautics and NPA (expired). 

DO-62 Coast Guard. 
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Goods Producers 
Asked To File 


All manufacturers of mass-produced 
items which contain steel, copper or 
aluminum—and_ that includes auto- 
mobiles, household appliances and 
others not previously programmed— 
must apply for allotments of control- 
led materials for use during the fourth 
quarter. This may prove to be a 
“break” for some of your customers 
who didn’t get any allotments in this 
quarter. 

The NPA “Official CMP Class B 
Product List’, first published May 3, 
contains about 4,000 products in 
which controlled materials are used. 
Manufacturers whose products are 
listed, must apply to NPA for allot- 
ments of controlled materials suff- 
cient to fill production schedules 
which are authorized. 

On the original list, consumer dur 
able goods were designated by an 
asterisk which meant that those man 
ufacturers were not supposed to file 
On the revised list issued July 6, 
these products are no longer desig 
nated with the asterisk which means 
they have to file for fourth quarter 
allotments. 

But, by filing it doesn’t mean that 
an allotment and an authorized pro 
duction schedule is assured. NPA ex 
plained that the filing is merely in- 
surance that an equitable share of 
controlled materials will be available 
for these industries IN CASE it is 
decided to include them under CMP 
in the fourth quarter. That decision 
still has to be made. 

Ihe list was revised in detail, with 
many general product groupings being 
divided into sub-groupings to point 
up more specifically those items cov- 
ered by CMP. NPA said the list may 
be revised periodically to keep pace 
with changing situations and to in 
clude any items omitted through over- 
sight , 

You can get a copy at your nearest 
Department of Commerce field office. 





Questions and Answers 


Q. One of my customer’s products 
was not on the original “B” products 
list. Has this list been changed or 
revised to include more products? 

A. Yes, it has been changed and 
the new list is out. Secure it at your 
Department of Commerce field office. 
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This first issue of Mill Supplies started us off to record... 


40 Years of Service 




















PHE OLDEST HOUSE in America, 


Steinman Hardware 
( till does business in Lancaster, Ohio. Inventory records 
he time show “Liquor, Wine and Beer” on sale. Stein 


aoe ee E 


man fathered Reilly Bros & Raub, you might say, for the 
gentlemen at either end of the picture are William H. Reilly 
and Harry L. Raub, who went out on their own in 1880 


HOUSES CHANGED PHYSICALLY, BUT “UTILITY” AND “BENEFITS” MARKED . . 


40 Years of Building 





Some Vital Statistics ... 


\WE WERE BORN in mild times, in January 1911, with 
nore college professors and doctors of hard experience 
sitting in” than ever gathered around a school text- 
00k. They comprised the editorial staff and the first 
Advisory Board of Stockholders. Their ideals were as 
iigh as their scholarship 

[he first editors, Elmer Crawford prominent among 

them, put their aim simply: “Mill Supplies will be a 
journal of quality through which medium may be dis 
ussed the problems arising between jobbers and 
nanufacturers 

Mr. Crawford’s product was equal to his ambitions 

Since his time, new editors have sat in the executive 
chair. Styles have changed; news-gathering techniques 
have changed; the magazine’s name has changed. But 
the quality is still there—the editorial accomplishment. 
And no hint comes through that old and young hands 
hovered over typewriters, cameras and mechanical pen 

cils to write your history. We'll not intrude, either. 











A MAN’S HOME, it’s said, reflects the man. So, too, does 
the place where he conducts his business. It is, in fact, 
the demonstration and measure of his success and pros- 
perity. 

Distributors, most of them, have prospered during the 
last 40 years. Even so, many of them still do business at 
the old stand—and they can give you several good and 
sufficient reasons “‘why.” 

But another goodly number (especially during the last 
decade) became painfully aware that “the old stand” 
wasn’t equal to the volume of business the firm did, or 
could do, if only... . 

That “if only . . .” must have troubled the minds of 
the three distributors whose old plants, and new modem 
facilities, are shown on the right. Obviously, it didn’t 
trouble them for long. 

The architectural ideas in the three demonstrate some 
old problems. Shall we build high, or build low? Shall 
we locate in town, or go to the suburbs? Two of the firms 
answered the questions one way; Pritzlaff, like Topsy, 
just grew its answer, but it lost none of its efficiency in 
the growing. 
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40 Years af Service 


BEARDS wer igh style” when EDGE-OF-TOWN QUARTERS for Congdon & Carpenter Co. of today illustrate 
Congdon & Carpenter did business on an exodus from city centers underway in some mill supply houses. Desirable facilities 
1D 


Id Providen R. 1., cobbled streets in modern plant include railroad sidings, parking areas, space for further expansion. 


seal ag » ~ . ee 
ee - 3 ain 0b Se 
OLD AGE sits lightly on “John Pritz MASSIVE EXPANSION of the Pritzlaff firm over the last two decades has hopped 
laff & Co.” of yesteryear in tiny .store it across several streets in downtown Milwaukee. Representative of the “center-of- 
where the firm was founded town” idea, successive purchases of nearby buildings has provided what was needed 


SPILL-OVER in nearby _ buildings BIG AND BEAUTIFUL, and equipped with every device to process and speed the 
didn’t work for Beals, McCarthy & flow of orders through its plant, new quarters of the Buffalo, N. Y. firm were archi- 
Rogers, Buffalo. Interior was obsolete. tecturally designed to capitalize on corner-cutting experience learned over the years. 
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40 Years of Service 


PAIRED HORSES pounded stone streets, forty years ago, SINGLE MOTOR TRUCK of Great Lakes Supply Co., 
on their round of slow but sure deliveries to supply house Chicago, delivered wares from the firm’s 10,000 ft. of floor 
space in 1910. MILL SUPPLIES of the time was heavy 


ustomers. Congdon & Carpenter Co. of Providence held 
ie reins on these two, had few breakdowns, little upkeep with relative delivery costs; horses versus the truck 


Doing Business: Then and Now 


Speed became the good word: Dobbin gave way to the gasoline age; old ledgers 
went up on back shelves; even the city counter became an effective sales tool 


+} 





THE SAME IMPETUS that provoked distributors to remodel ment, it was discovered, were exactly equal to the num- 
x rebuild their facilities, urged them to tescrm tacit ber of departments in the company. 
methods of doing business; of delivering the The business of shipping and receiving could be 
keeping records, of providing easier, faster service for quickened. Speed up deliveries to customers; lift the 
customers. Pride in old age had to capitulate to busi- delivery question out of the single-truck-for-all era into 
ness circumstances the modern era of many-trucks-of-different-sizes, which 
Surveys of the cost of doing business had demonstrated :ctually would cut delivery expenses, make the truck 
that the paperwork and processing of orders through the cqual to its load. The extremes of that kind of thinking 
house was losing sales for distributors, sometimes half sre pictured by the jeep and the trailer; most truck facili- 
And the areas for improve ties used by distributors fall somewhere between. 


} 
r 
goods, of 


1s many sales as were won. 





DOG EARED BY TIME and much thumbing through its RECORD KEEPING changed with the volume of business. 
pages, this old order book used by Steinman & Co. recorded Old order book that sufficed years ago gave place to 
in unusual detail the business history of the firm’s customer mechanico-electrical devices such as these purchase record 
purchasers, Book was found in unused loft wheels used by Briggs-Weaver in Dallas. 
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BOUNCING JEEP of modern times 
speeds through Maryland’s well-paved 
streets, delivering supplies for Equip- 
ment & Supplies, Inc. of Baltimore. 


The growing volume of the distributor’s business drove 
record-keeping, too, out of the old single ledger era into 
modern, sometimes elaborate, tho’ at all times swift and 
accurate business record systems. An incidental result of 
these systems has put the distributor in touch with 
more areas of his operations than he could contact 
directly before. They have given him “business histories” 
on his customers that the old ledger-keepers would envy. 
They have helped to reduce the intangibles in estimating 
potential; they have kept the distributor informed on 
his financial situation for any minute in any day. 

Distributors still are of two minds on how to handle 
“retail trade.’”” Some won’t have any part of it; they 
actually discourage it. Others have provided elaborate, 
efficient facilities to handle it, particularly when it is of 
a considerable volume. Others have a simple “Will Call” 
counter. 

Counter sales, too, have had to “earn their keep.” Cus- 
tomers in a hurry who preferred to call in person and 
pick up their orders have been suddenly surprised to find 
“the counter” had been raised to a new, sales-productive 


OLD COUNTER, old-style lighting 
met customers at Briggs-Weaver Ma 
chinery Co., Dallas, when they called 
at firm for orders placed earlier in day. 


DELIVERIES NOWADAYS go by super trucks like this trailer that makes 
a once-a-week swing around the Del-Mar-Va peninsula for Delaware Hardware Co. 
in Wilmington. Tho’ it misses being a store-on-wheels, the trailer can haul a freight- 
carload to far places, completely independent of home base for long periods. 


status. It was now on a level with the generally utilitarian 
purposes that underlay the firm’s remodeling program. 
It was “selling them more.” 

It was along about that time a new idea, “flow design”, 
laid siege to the minds of distributors and worried their 
days until, finally, they capitulated and called in the 
materials handling experts. At long last, the revolution 
of internal facilities, that had been quietly creeping back 
from the front office through the display area, had reached 
into the stock shelves and the warehouse. Even the 
apparently simple business of receiving and shipping 
goods got its fair share of attention. 

Distributors who for years had successfully sales-pro- 
moted their customers into the belief that space was 
money, and that every inch must be made to earn its 
place in the plant, came around to adopting the idea to 
their own operations. Steel and wood shelving “cut to 
fit” began to eat into the waste spaces of old, knockups 
homemade by warehousemen between deliveries. Hoists 
replaced hands, conveyors sprang up between floors. Flow 
design was proving a money-maker. 


NEW COUNTER, and new lighting for the same good customers brighten the 
city sales desk at Briggs-Weaver. Light interiors are easy on the eyes of both customer 
and counterman; the counter itself has been designed to “steer” the customer around 
the firm’s display area; modern inter-com connects all other facilities. 
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GUESS WHO? Want some hints? Time, April 1926. The 
sion, two distnbutors visit Lunkenheimer Co. on an 
tion tour. Still head-scratching? Thev're P. O. “Pete’ 


ind Charlie Pattison, W. M. Pattison Supply, 


BERMUDA CARRIAGE was commandeered by the Tony 
Gleseners, A. J. Glesener & Co., San Francisco, on arrival 
it the island. You nde one, Then vou must have 


een rd the Monarch of Bermuda on the 1939 Con 


. 


ee Skis. i : 
= te Sa ee Pome 


COVERED WAGON presented to H. V. Waterman, 
Hendrie & Bolthoff, Denver, at Chicago Convention in Nov 
41 had one drawback—no horse. ‘Vhe donors advised him to 
get a Rocky Mt. goat to pull it. Sorry, no nanny. So man’s 
best friend had to act as standin 


Reprinted With Comment 


“Throw out the window the lines on which you can’t 
make money. 
Alvan T. Simonds, Dec. 1936—Central States Meeting.. 
(Open the sash, Richard! ) 


* * * 


“As far as wages, rents and commodity values are con- 
cerned, wage earners might as well realize that the per- 
sistent ‘vicious circle’ forward price movement netted 
them nothing. Every advance they received was taken 
away from them as soon as they started to pay increases 
in rent, for food, wearing apparel, coal and every other 
necessity of life.” Editorial—Nov. 1922. 

(We know all that but .. . pee us around again, 
Willie. ) 


* * * 


“When it is all summed up, there are no indications 
that the crash in Wall Street has had any serious effects 
on business.” First line of lead editorial, Dec. 1929. 

(When it is all summed up someone's arithmetic 
was awful.) 

* ~ * 


“It can be prophesied without stretching the imagina- 
tion overmuch, that the next 25 years will see prosperity 
for the United States such as the world has never 
known.” Editorial, Jan. 1913. 

(Mr. Editor, you just made it.) 


* x * 


“Since it has been scientifically determined that $7 
of man’s knowledge enters his mind through his sight, 
we are overlooking a real opportunity when we depend 
upon hearing alone to convey our vital sales story. A 
well-planned mechanical approach places some object 
in the prospect’s hands.” 

Louis H. Brendel, ad. mgr., Neilan Co., Feb. 1932 

(Like an order book?) 


* * * 


“Never before were conditions in this country so 
fundamentally sound.” 
Lead line of editorial, Dec. 1928. 


(Someone must have breathed all over his crystal ball.) 


* * * 


“Statisticians have just estimated the amount of coal 
and oil the earth can still furnish its industries. Coal, 
they say, will not be used up soon, but in another twenty 
years our oil-wells will probably run dry.” 

Editorial—Nov. 1926. 

(Wonder what our Esso man’s been putting in our 
crankcase? ) 

* * * 


“You must note the difference between a ‘depression’ 
and a ‘recession’ in business activity. A severe panic 
caused by stringent banking and credit conditions would 
be followed by severe depression that would not pass till 
after months of painful financial liquidation of frozen 
credits. Quite the contrary, a ‘recession’ is the digestive 
process following a too-rapid expansion of business that 
is not sufficient to strain the banking system.” 

Joseph H. Barber, Walworth Co., Dec. 1926. 

(Let’s have that again, will you—a little slower this 
time. ) 
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and Without... 


“We would have closed our doors in 1932 if it hadn’t 
been for distributors’ salesmen.” 
E. S. Grant, Dodge Mfg. Corp. in 1936. 


* * ” 


“Business is good, tho’ the spiritless find the new 
competition tough going. New forces, which as yet 
have not been measured, are in play. ‘There are new 
sweeping currents in business which have been set in 
motion and which are puzzling. The saddle-worn have 
little to give to the new competitive selling. The die- 
hards face disaster. The alert ride with the winds.” 

Chicago Tribune quoted, Nov. 1927. 


* * * 


“It is as important that a distributor have a sales 
policy as that a manufacturer have one.”’ 
lr. W. Lewis, Convention in June 1936. 


ee «@ * 


“When a buyer consistently purchases in such small 
lots that no substantial profit is being made from the 
business, he should be cut off the list, or charged more for 
the things he buys.” 

Editorial: Make Them Pay More, Oct. 1928. 


oe + @ 


“The United States is in the world’s war to free all the 
people on the globe from the ruthlessness of the few 
remaining autocracies.” May 1917. 


* * * 


Hark! Hark! The dogs do bark 
Ihe jobbers are coming to town: 
Some in rags, and some in tags 


And some (few) in velvet gowns.” June 1927. 


* * * 


“The eventual life or death of the distributor is going 
to be determined by his customers and vendors accord 
ing to the castle or grave which, in cooperation with 
his fellow distributors, he builds for himself.” 


J. Harvey Williams, Jan. 1931. 


* * * 


“Industrial distributors of this country have a com- 
bined potential strength that needs doff its hat to no 
one. But until that strength is applied with unity of 
purpose, the results obtained will be negligible.” 


R. M. Gatshall, Memphis Convention, May 1930. 


” * * 


The Typical Buyer Defined 


“He is a man past middle life, spare, wrinkled, intelli 
gent, cold, passive, noncommittal; with eyes like a cod 
fish, polite in contact, but at the same time unresponsive; 
cool, calm and damnably composed, much like a con- 
crete post or a plaster-of-paris cat; a human petrifaction 
with a heart of feld-spar and without charm or the 
friendly germ; minus bowels, passions or a sense of 
humor. Happily they never reproduce and all of them 
finally go to hell.” 

Quoted by W. M. Pattison, The W. M. Pattison 
Supply Co., August 1926. 


os tal 


GAY NINETIES TENANTS at the 1941 Chicago Con 
vention were Harry Barrett (Barrett-Chnstie Co.) Sam 
Clark (Samuel Harris & Co.) Oscar Iber (QO. Iber Co 
J. F. Bennett (Couch & Heyle) Carl Channon (Great 
Lakes Supply) A. M. Steed (Barrett Hardware) Mr. Cogs 
well and R. E. Kramer (H. Channon). 


aD 
WILD BLACK BEAR stops distributor on vacation trip 
through the Smoky Mts. Cast of characters in this 1940 
heroic backwoods drama includes J. H. Blackham, vice 
president, Queen City Supply Co., Cincinnati, and frolic 
some friend. 


LADS AND LASSES of the office staff of Interstate Ma- 
chinery & Supply Co. of Omaha broke out gram’s and 
gramp’s ancient finery, back in mid-July 1939, to partici- 
pate in celebration of old frontier days when state was 
tounded 
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A GREAI 


can light 


buried 


inclined to nominate 





The Rav! Co 


B. H. ACKLES, 
1 Ass'n 1924-5-€ 


nt of Nationa 


i of Mill Supply Council of 
1927; member National Code Aut 


CARL CHANNON (Great Lakes Sup 
ply Co.) member Joint Merchandising 
Committee, active in formation Mill 
Supply Council of 15 


CHARLES E. CURTIS (Western Iron 
Stores) member National Code Author 
ity 1934; President National Ass’n 1939 
and 1940 


Names In the News 


DEAL O1 
ite in 40 \ 


NEWS can accumu 
a great many 
up the sky. 

When men sit down to recall the 
lived through in this 
little-understood business of 
elling mill supplies, there are names 
back in the corridors of their 
that suddenly come alive 


Cars; 


names 


mes they've 
Irious, 


nemorie 


ind echo on their tongues. Twelve of 
those oft-repeated names and the faces 
they remember 


are shown on these 


vhen some historian feels 


1 ‘Hall of Fame” 


PERCY RIDINGS (Syracuse Supply) 
president National 1934; 
first vice president National 1935. 


second vice 


for the industry, among the men he 
selects let him remember these twelve. 
heir contributions were prodigious. 
They were leaders in the trade. 
Ihey were policy-makers; they set pat 
terns of conduct and aspiration that 
guided the Associations, and the in 
dustry itself, for decades. Some of 
their policy judgments still guide us. 
hese, of course, were not the only 
“names in the news’”’. 
(here was Charlie Allinger (Chas 
A. Strelinger), member of the execu 
tive committee and past president of 


the National Association and _ active 


HARRY RUHF (Cleveland Tool & 
Supply) Executive Comm. National 
Ass’n.; President National 1933; mem- 
ber National Code Authority 1934. 
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behind and before the scenes in all of 
that group’s early endeavors 

D. D. Peden (Peden Iron & Steel 
Co.) is another name to remember. 
Mr. Peden led the Southern Associa 
tion in 1929, and guided it ably. 

he name of L. H. Larzelere 
quhar Machinery Co.) appears here 
ind there in the news in the early 
'20’s. He was one-time president of 
the Southern Association. 

Charles A, Bush (Chas. A. Strelin 
ger) is another past president of the 
National Association who left his im- 
print 


Far 


ALVIN M. SMITH (Smith-Courtney) 
Sect.-Treasurer Southern Ass’n; Mem- 
ber Mill Supply Council of 15; Chair- 
man Ind-Supplies Research Bureau; 
member National Code Authority ’34. 








HES KUHN (The Hardware & Supply 
Co executive committee and 
President National Ass’n in 1929; mem 
ber Nat] Defense Com. 1941. 


member 


T. C. Keeling (Nashville Machine & 
Supply president of the Southern; 
J. M. Tull (J. M. Tull Metal & Sup- 
ply); and W. W. Taylor (Arkansas 
Mill Supply Co.) all helped to guide 
the Southern Association through its 
early growth. 

W. M. Pattison (W. M. Pattison 
Supply instrumental in the 
founding of the National Association; 
later became its president. (That’s his 
picture on the front cover.) 

Karl Krueger (San Antonio Mill 
Supply Co.) a past president of the 
Southern Association, still takes active 
part in its government and affairs. 

And so on, in a roster too long for 
inclusion here: Harry Barrett, “Pete” 
Boylan, W. H. Clark, Jack Dale, Russ 
Duncan, Oscar Iber, R. E. Kramer, 


Was 


H. W. STRONG (Strong, Carlisle & 
Hammond) member Mill Supply Coun- 
cil of 15; vice president National Pipe 
& Supplies Assn. 


JOHN L. PITTS (Brown-Roberts 
Hardware Co.) President Southern; 
member Joint Merchandising Comm.; 
member National Code Authority 1934. 


Walter Peacock, Phil Pidgeon, Bill 
Teare, I. F. Young—and on and on 
and on.... 

A word about some of the affilia- 
tions mentioned in the captions: 

The Mill Supply Council of 15 was 
born at sea, aboard the Noronic in the 
1927 Convention. It began the long 
years of spadework that led, in 1931 
to formation of the Joint Merchandis- 
ing Committee; its slogan, “Distribu- 
tors Serve Industry Economically.” 

The Joint Merchandising Commit- 
tee was probably the most famous, 
and certainly was the most active, of 
the projects introduced by the three 
mill supply associations. It was staffed 
with the best talent of the time; it 
established policies, and laid the 
groundwork for many of its successors. 


W. T. TODD, Sr. (Somers, Fitler & 
Todd) Charter member and executive 
committee member National Ass'n; 
President National Ass’n in 1934. 
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GEORGE PUCHTA (Queen City 
Supply Co.) President National and 
member Mill Supply Council of 15. 


In August 1933, however, the Joint 
Merchandising Committee was dis 
solved by resolution. A move for re- 
organization, with one member from 
each Association (rather than the old 
four-members-from-each-group setup), 
was introduced and approved by 99 
percent of the membership. 

It remained “The Joint Merchandis- 
ing Committee” until June, 1935, 
when by joint resolution at the Con- 
vention that year the name was 
changed to the Industrial Supplies Re- 
search Bureau, with Alvin M. Smith 
(Smith-Courtney) as chairman. 

The National Code Authority was 
set up to carry forward the industry’s 
participation in the National Indus- 
trial Recovery Act’s program to restore 
and rehabilitate the nation’s business. 


EDWARD P. WELLES (Chas. H. 
Besley Co.) President National Ass'n, 
1927 and 1928; member of the Mill 
Supply Council of 15. 
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MEMPHIS BARBECUE was a feature of the Conven 
tion in 1917. The entire membership went on record in 
support of government war preparations; they were 
ictively behind Wilson’s foreign policy. In 1918, with 
war waiting to waylay them, Conventioneers sat soberly 
in Cleveland; were still soberly sitting it out at the Con 
vention in Pittsburgh the following vear. In fact, it was 
not until 1921 (“Where Do We Go From Here?” davs) 
when convention goers gathered in sunny Atlantic City, 
that everyone realized the war clouds, at long last, had 
been dissipated. That Atlantic City whirl was the bright 
topic of conversation for months after. In 1922, everyone 
journeyed south to Birmingham, and heard encouraging 
reports about the business situation. The “recession” of 
1921-22 was about over. From 1923 through 1926, pros 
perity had come to stay. Real estate was booming; dis 
tributors were thinking again about “expansion plans” 


Convention 


CONVENTION IN LOUISVILLE, in 1911, the first 
reported in MILL SUPPLIES, was notable for the fact 
that every member of the three associations’ Executive 
Committees sported a derby hat. The following year, 
fashionable Norfolk, Va. was host city. Notable speech 
by W. B. Yost dealt with “The Cost of Doing Business,” 
and W. T. Todd lost his footing and almost slipped into 
the briny at Hampton Roads. In 1913, Woodrow Wil- 
son’s first year, Indianapolis entertained. Guest Speaker 
was the Hon. Wm. M. Bullitt; his subject: “The Sherman 
Anti-Trust Law.” The year 1914 was memorable chiefly 
for the introduction of Henry Ford’s $5.00 8-hour day, 
and the wonderful and wild Convention held at White 
Sulphur Springs, West Virginia. Many ladies also were 
present; several even smoked. The Convention in 1916 
was concerned chiefly with “The Cost of Doing Busi- 
ness”. It was rising with the threat of wat 


NORONIC CRUISE, in 1927, a four-day lake trip skirt- 
ing the U. S. and Canada, was the first ever undertaken 
by the Triple Meeting. It was a “dry run” for tho’ the 
ship was Canadian, its ports of call were governed by 
Mr. Volstead’s blue law. Out of the trip came an idea 
that grew, in the months following, and became “The 
Mill Supply Council of 15”. Members of the Council 
read like a Who’s Who of the time. (You'll find them 
pictured elsewhere). The purpose of the group was to 
rouse all industry in support of distributors. In 1928, 
the South showed its hospitality by hosting the Conven- 
tion in Nashville. In 1929, with prosperity brimming the 
good cup on every side, Atlantic City was the convention 
site. The following few years, thru 1930-31 in Memphis 
and Washington, nothing of great moment took place— 
until the Joint Merchandising Committee was established. 
That famous group operated safely and well through the 
Cincinnati convention in 1932, only to be dissolved at the 
convention in 1933, was reorganized; died in June 1935 
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Highlights 


CRUISE TO BERMUDA, in 1939 with 600 aboard, had 
fine weather all the way. The ship’s log reads: ‘““Thurs., 
May 2+. Ship sailed from N. Y. at 6:00 p.m. Weather 
clear and warm”, and for the return trip: “Thurs., June 1. 
Ship docked in New York at 8:00 A. M. Weather cleat 
and hot.” (Looking back now, that trip seemed a reaction 
to the dismal depression years, ’33 through ’38. It marked 
the first real awareness that we had pulled out of the red 
into a new blue-skies era.) Everyone and his brother 
took the trip, apparently, and rode the carriages, bicycled 
hither and yon, and had a good time generally. Some 
got down to serious business and heard “reciprocity” get 
the devil from all and sundry. Even the proposal for an 
industry-wide cost study had rocks thrown at it, and by 
the self-same committee that had been set up to examine 
into the question. It was truly a “bon voyage’; and no 
dry run this time, either. 


—_—— 


CONVENTION IN DALLAS, in 1940, was voted “sec 
ond best” after the cruise the year before. Harry Allen of 
the Thos. Cook agency scored a hit with his handling of 
the Convention Special: Rolling out of St. Louis it was 
a carnival on wheels. The following year, in Chicago, the 
mood was almost somber—all talk ended, soon or late, in 
comment on the nation’s defense effort. To add _ its 
share, the convention appointed a National Defense Com 
mittee, with H. K. Clark as chairman. In 1942, Atlantic 
City again played host. Then on to Cincinnati in '43; 
and back again to Chicago in "44. The war effort in that 
year and the year following occupied everyone’s attention. 
[here was no convention in 1945. But with the war 
ended in 1946, peacetime problems again brought Con- 
ventioneers to Atlantic City, with several new things 
added. Meetings were held only in the morning; lengthy 
committee reports were dispensed with; and a “contact 
lobby” was established. 


FIRST BOOTHS ever erected at a Convention were 
raised at the 1947-48 mecting in Atlantic City. The con 
ference booth program enabled distributors to meet and 
talk with executive heads of manufacturing companies. 
More than 2,000 attended, 1,700 delegates and 300 wives 
The booth idea grew out of the “contact lobby” set up 
two years before. The booths were occupied by about 
200 executives, most of them top men in their companies. 
In 1949, the convention in Cleveland stressed “Selling In 
Today’s Market”, and again conference booths were fea 
tured. The newly-elected National president spoke on 
“Let’s Reduce the Cost of Doing Business”. Back in 
Atlantic City again, in 1950 the Triple Meeting heard 
distributors and manufacturers pledge cooperation in 
solving mutual problems. Last month, and for the first 
time, Conventioneers traveled to the far west to San 
Francisco, and from all reports, they had themselves a 
time. 
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Tennyson Said It: “The Old Order Changeth, 


Maybe so, but the same old issues that dogged distribu- 


tors 10, 20, 30 years ago still trouble them today 


PRICING— 


What Pricing System?— 
Net, or List and Discount? 


Feb. 1912 

“List prices may cause the customer 
a severe shock when he beholds them 
in the catalog, but after the dealer has 
carved off a liberal slice by means of a 
discount, the shock gives place to a 
pleasant sense of relief—like the boy 
who hit his head with a stone to see 
how nice it fel 


Editorial 


July 1913 

“So numerous and complicated have 
discounts become, it may be worth 
the while of jobbers to investigate the 
practicability of elimination of all but 
a single discount in arriving at the 
net price.” 


G. D. Crain 


April 1917 
“. . . We, therefore, request that 
instead of net prices that you adopt a 
uniform policy of a high list and a 
liberal discount, assuring those gentle- 
men who have adopted the policy of 
net prices, under the misapprehension 
that they were aiding the jobbers of 
the country, that it was an error, and 
we request them to return to the uni 
form list and discount method of pric 
ing their goods.” 
Resolution by the Southern Hard- 
ware Jobbers Ass’n. and American 
Hardware Manufacturers’ Ass’n. 
in Convention at Houston, Texas 


Dec. 1922 

“Members of the (National) Asso- 
ciation are very anxious to secure pre- 
war cash discount and freight allow- 
ances on products which they dis- 
tribute, in order to purchase’ their 
goods on the same terms as those on 

which they sell them.” 
Thos. A. Fernley, 
Secretary, National Ass’n. 


Mar. 1931 

“The inevitable consequence of 
lowering discount margins is to re- 
move the incentive for the distributor 
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to push individual lines. Eventuall; 
he is attracted to the lines of competi- 
tive manufacturers who offer more 
substantial discounts.” 
John M. Anderson, 
Edinburgh, Scotland 


July 1939 
“Because of the character of this 
industry, it is probably impossible for 
us ever to go to a complete system of 
net prices. We must confine the idea 
to such items as lend themselves to 

iz.” 

L. F. Mau, 
Mau Sherwood Supply Co. 


* * * 


SPECIALIZATION— 


Manufacturers Were For It— 
Distributors Were Non- 
Committal .. . 


Jan. 1911 

“The sale of supplies is becoming a 
specialized business. The future will 
show that those who are successful in 
the distribution of supplies will be 
those houses which specialized in con- 
nection with the same, or which have 
a department solely in the interest of 

that branch of business.” 
Thomas A. Fernley, 
Secretary, National Ass’n. 


Dec. 1927 
“Fewer varieties, fewer customers 
and restricted territory, for the indi 
vidual distributor as a basis for higher 
net profits, will mark the next great 
advance in distribution. More selec 
tive sales effort will lead to more eco 
nomical and profitable distribution.” 
Alvin E.. Dodd, 
U. S. Chamber of Commerce 


1931 

“This is an age of specialization 
Many products on the market require 
demonstration, instruction and service. 
In selling his products, either the dis 
tributor must recognize the need for 
technical knowledge or else quit 

handling them.” 
Fred S. Durham (v-p), 
Bonney Forge & Tool Works 
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DIRECT SELLING— 


No One Had A Good Word 
Per BM. . 


Jan. 1913 

“Ts the dealer ultimately to be elimi- 
nated by the manufacturer as a factor 
in the mill supply business? I ask this 
question because of the increasing ac- 
tivity among certain manufacturers to 
dispose of their products direct to the 

consumer.” 
George Rittelmeyer, 
Southern Editor 


March 1927 

“To sell direct, manufacturers must 
have many more customers than if 
they confined themselves to jobbers 
sales only, and more customers mean 
more salesmen and a greater selling 

expense generally.” 
C. D. Garretson, 
Pres., Elec. Hose & Rubber Co. 


July 1927 

“IT am not at all fearful of jobbers, 
as a whole, being driven out of busi- 
ness by the manufacturers. ‘They need 
us. On a thousand and one items no 
manufacturer could sell direct. As 
soon as a belt, a bolt, or any other 
product can be distributed cheaper 
through a factory branch, that soon 

the jobber will lose his job.” 
L. J. Larzelere, 
Southern Association President 


June 1931 
“The distributor has definite ad- 
vantages over the direct selling manu- 
facturer by virtue of his local prestige, 
local stock, knowledge of his trade, 
flexibility so far as credit is concerned, 
and comparable prices. When he does 
lose out to the direct-seller it is due 
either to cut prices or a better knowl- 
edge of the products sold.” 
Convention—R. W. Chamberlain, 
Stanley Elec. Tool Co. 


Nov. 1932 

“The high cost of selling direct has 
become apparent to many manufac- 
turers since orders have shrunk in 
volume. Now that they are forced to 
buy for present needs only they are 
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naturally returning to the distributor, 

for through him they can procure 

hand-to-mouth buying privileges.” 
Ludington Patten (v-p) 
Pittsburgh Plate Glass 


April 1933 

“Direct selling imposes a strain on 
the profit structure of an industry, for 
direct sales invariably are made at 
prices so low as to take the business 
away from the local distributor. Dis- 
tributors should not permit the prac- 

tice to continue.” 
D. W. Northup (pres.) 
Henry G. Thompson 


June 1936 

“I challenge the statement of any 
manufacturer who says, ‘I believe in 
suggested resale prices’ if he does not 
enforce his own within the limits of 
the law. The manufacturer must 
also respect his own suggested resale 
price in the territory where he has no 

distributor.” 
H. F. Seymour, 
Columbian Vise & Mfg. Co. 


* * * 


PRICE CUTTING— 


Causes and Cures... 


Aug. 1912 
“Any man who enters into a so 
called ‘gentleman’s agreement’ osten- 
sibly to better conditions, but in 
reality to give him a chance to knife 
any competitor who may intend to 
keep his part of the agreement, is 
simply dumping one more shovel of 
mud on his business grave.” 
Elmer Crawford 


March 1913 

“Healthy competition hur. no 
man. Unhealthy competition breaks 
most men. Over 90% of the price 
cutting of today is uncalled for. It 

starts from fear and leads to ruin.” 
W. B. Covell, 
Bradford Belting Co. 


Aug. 1922 
“The profiteering price cutter who 
takes a standard, identified, widely 
wanted article and reduces the stan- 
dard price in order to deceive the cus- 
tomer is a trade pirate. He is a spider 
luring the customer into his web. He 
gives the purchaser a few cents on 
one transaction so that he may rob 
him of dollars on others.” 
Congressman M. Clyde Kelly. 


July 1927 
“Let a distributor give his brother’s 
son a handful of bolts to fix a toy 
wagon and pretty soon you will hear 
where he sold a carload of pulleys for 
a bale of hay. Some one is sure to be- 
lieve the story, get sore because he 
didn’t get to bid on the carload of pul- 
leys, and then knock off 5 percent on 
pipe.” 
Convention aboard the Noronic; 
R. M. Gatshall of Republic Rub- 
ber speaking. 


June 1931 
“Business has been killed through 
competition of cutting prices. Within 
60 days, we can put business back 
where it belongs and get better prices, 
though that means a little purgatory 
for some people, and a little discon- 
tinuance of the prevailing erratic com 

petition.” 
James A. Farrell, 


U. S. Steel Corp. 


April 1933 
“The fallacy of price cutting is il- 
lustrated by the slogan of the National 
Casket Makers’ Association: ‘Reducing 
the price of caskets will not increase 
the death rate.’ It is a fact, however, 
that price-cutting increases the death 
tate of corporations.” 
Dan Northup, Pres. 
Henry G. Thompson 


* * * 


SMALL ORDERS— 


Many Damned Them 
But Few Refused Them 


Jan. 1927 
“The other afternoon one of our 
good accounts came in and bought a 
fitting. The value of it was six cents. 
I didn’t want to aggravate him with 
a 25¢ charge and I was money ahead 
by not charging the actual value to 
him through our own books. Aside 
from the fact that that minimum 
should be at least doubled, it is an- 
other indication of our being in the 
retail business.” 
John E. Spence (pres.) 
Power Equipment Co., Minneapolis 


Oct. 1927 

“Some distributors may hesitate to 
attempt elimination of their unprofit- 
able lines, customers and territory for 
fear of losing good will, but the banks 
solved the ‘unprofitable account’ prob- 
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lem by educating their depositors to 

understand and appreciate that ‘serv- 
ice’ costs—and it must be paid for.” 

R. M. Hudson, 

Dept. of Commerce 


May 1940 
“ . . We seem to be trying to 
operate a retailer's business on a 
wholesaler’s margin of profit. (Let us) 
stop breaking packages, or, if we do 
break them, charge enough to cover 
the extra costs of this practice.” 
Convention—Ralph Kramer, 
H. Channon Co. 


* * * 


ORDER TAKERS— 
They Gave Little, Got Less . . . 
Dec. 1912 


“The man who comes to a place of 
business and is content to jot down 
in his order book whatever the pur- 
chaser may have to offer him, is not a 
salesman. He is an order taker.” 

George Rittelmayer 


June 1931 

“Many manufacturers think the dis- 
tributor is simply an order-taker. This 
is wrong. The distributor will stand 
on his own feet and do a selling job 
for manufacturers who do not com- 
pete with him and whose lines offer 

a just profit.” 
I’, P. Green, Delta File Works 
At Washington Convention 


July 1932 
“While it is true that certain staple 
items of everyday use are still being 
bought rather than sold, they are be- 
ing bought from men who have dem- 
onstrated their creative sales ability by 
their efforts on specialty items rather 
than from those who have shown 
nothing but a willingness to accept 
orders which are waiting to be filled.” 
F. E. Stahl, factory mgr 
Chisolm-Moore Hoist Corp. 


June 1936 

“Planned product selling must not 
become a drag; make it simple; don’t 
turn your salesmen into clerks. The 
aim must be to develop salesmen who 
can save the customer money by using 
their knowledge. They can get the 
business away from the man who just 

asks for orders and offers nothing.” 
Andrew G. Carey (v-p) 
Carey Mach’y & Supply Co. 
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‘ National Associat s, Left to Right—George Puchta, 

s, W. J. Radcliffe H. WStrong Missing from Picture.) Second Group, American 

Association Members, Left to Right—Robert B. Skinner, Frederick H. Payne, J. H. Williams, Don S. Brisbin, 

William C. Henning. Third Group, Southern Association Members, Left to Right—Alvin M. Smith, T. C. Keeling, 
D. D. Peden, L. J. Larzelere. W. W. Doe Missing from Picture s 


“How Do Cut Prices Affect Your 
Volume of Sales? 


t is folly to depend upon a cut in prices to in MII k bet | ONES 
crease your business. ‘The following remarkable figures, 


ve feel safe in saying, are not realized by a great 
y when they make a cut in their profits to 
increase their volume of business. 


“Figured on a basis of selling on 25 percent profit Nine items. each one of which tells its 


“A price cut of five percent means that the volume 


les must increase 25 percent to replace the profit complete story. Sometimes it’s there in 


pI cut of eight percent means that the volume . ™ - e Is 
les must increase 47 percent to replace the profit a single picture; sometimes it needs a 


rice cut of 10 percent means that the volume series of successive headlines; some- 

5 must increase 60 percent to replace the profit 
. — 2 6“ * 

ut of 124 percent means that the volume times, as with the item on cutting 

must increase 100 percent to replace the 


+ 


\ 

, 
profit lost 

“A 


sales 
prices,”’ it’s a notion that may not have 

price cut of 15 percent means that the volume 

of sales must creas 50 ce ace “ ° . * 

seat ae 150 percent to replice the occurred to mind in just that way here- 

“Can it be done? No. 

“In these figures we have not taken into considera- tofore. Each item catches at a point in 
tion the increased overhead necessary to handling the 
additional volume of merchandise. You can plainly 
see how expenses are increased and percent of net 
profit decreased when price cuts prevail. 

“The answer is: Get a reasonable profit—Sell good distributors. 
merchandise, and let volume take care of itself.” 

July 1926 


time that had special significance for 





HEADLINES TELL A TALE... 


Nov. 1926: J. H. Williams Advocates One Big Mill Supplies Association 

Dec. 1926: Williams Elaborates On His Idea of One Big Association for All 

June 1928: One Big Association Likely Result of Triple Convention 

Aug. 1928: “The Mill Supplies Association of America” 

Sept. 1928: Exit the Mill Supplies Association of America 

Oct. 1928: Southern and American Meet to Consider Consolidation 

Nov. 1928: Southern Rejects National's Invitation for One Distributor Association 
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Seemann 


Mill Supply Council of 15 was 
formed in an effort to establish 
closer cooperation between dis 
tributors and manufacturers on 


mutual problems. 
First major effort to ‘‘sell” dis 
tributor’s need and value in in 
dustry was the program of the 
12-member Joint Merchandising 
Committee 


ont Merchandrang Comnuttee. which was reappointed 


‘ loht te right: H.-W. Berctey, D. S. Seishin, RB. BL Garehel 
1931 eee 4. E. Paxton, D. W. McAllen, R. K. Hanson, I 








TO DO A MORE INTEN 
VE SELLING JOB 
re 
TO SPECIALIZE ON 53° Footnote to Time 
PROFITABLE LINES . 
TO MAINTAIN PRICES as he | 
YO sAWNTAIN OMCES f Our magazine has prospered during the last two decades 


TO COOPERATE WITH MFR ; Readers and advertisers did too, apparent) 
HAVING A NaT is T POLY 


ht paige son Pley tradi / In 1930, 900 news items and 401 news pictures were 
TO COOPERATE MORE published 

WITH LOCAL DISTRIBUTORS In 1950, 806 items appeared in INpustriat DistRipu 
CAPLTALIZE ON WORK OF TION, while pictures doubled; 367 for distributors, 
SR ee See 452 for manufacturers. 

TO HAVE MORE SALES 
p ye ni sspieicaes In 1930, 1,276 pages of sales messages of leading manu- 
CORDING TO SALES POTENTIAL la facturers were carried in the pages of Mill Supplies. 
TO WORK MORE WITH In 1950, INpusrrian Disrripution carried 2,260 pages 
MOS Se eee of advertising. 

TO OPERATE UNDER A 
ori idee : In 1930, 200 new product items were published. 
STOCK CONTROL SYSTEM [ial In 1950, INpusrRiaL Disrrisution published 453, more 
TO DEPARTMENTALIZE than double. 

OUR BUSINESS 








In 1930, Mill Supplies carried 318 pages of features. 
In 1950, INpustriaL Distrisution carried approximately 
SIGN OF THE TIMES: How distributors in 36 distributing 360 pages of features. 

centers voted as to plans for building profitable busineds 
in 1932 to meet depression head-on. 














FIRE has sometimes laid distributors low. This one all ... AND FLOOD, too, has taken toll in ruined stock and 
but bummed out stock and store of Buffalo Mill Supply equipment. L. L. Ensworth & Son, Hartford bailed out 
Co. O. Iber Co., Chicago had similar fate; and came this one. Same flood inundated Charles C. Lewis Co., in 
back as fast. Springfield. 
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Predictions —Some 


American export firms should realize that now is 
the time to lay foundations for permanent foreign 
trade.” Feb. 1920 

a 


Ihe world grows more thoughtful of its unfor- 
tunates. Welfare work is seen everywhere. The time is 
coming when our own government will see to it that 
every worker, when his labor days are over, shall have 
automatically accummulated sufficient means to keep 
him out of the poorhouse.” 

July 1914. 
© 


“How far Germany will or can go in the invasion of 
Russia this year, depends less on the Russian Army 
than it does on the weather.” 


Oct. 1917. 
* 


“If every manufacturer in supply lines who sells 
through the trade were to display prominently in his 
idvertising direct to the consumer the words “Order 
Direct From Your Dealer’, the manufacturer would 
receive greater results from his -advertising and the 

ipply dealer would receive the co-operation to which 
he is justly entitled.” 

April 1917. 
® 


“This war will change the map of Europe. .. . As 
sure as the sun rises it will result in a world-wide 
disarmament. Incidentally, it will make the United 
States the most powerful commercial and financial 
nation on earth.” 

Aug. 1914. 
» 


with the advent of the airplane) will war 
become impossible? Will marching armies become 
natters of historical interest only and the steel-clad 
dreadnaughts of today lie rusting at their anchorages, 
while battles are fought out in the air, and cities and 
shipping destroyed by explosives dropped by these bird- 

men from the sky? It all seems possible.” 
Sept. 1911. 

es 


While it is true that only Congress can declare war, 
the actions of the President and his Secretary of State 
may induce, or prevent, conditions arising that lead 
to war.” 

Nov. 1916. 
* 


“The most outstanding fact of American character 
today is that we are the spoiled child of nations. We 
talk of war precisely as the bragging child talks of 
fighting—without thought of our ability or readiness, 
without sense of cost or consequence.” 


July 1913. 


Wise, Some Foolish 


“This century will see the doom of war among the 
thinking and, consequently, most civilized nations of 
the earth.” 

April 713. 


“Individual motor installations no longer are as 
popular as formerly. It’s time for belting, pulley and 
shafting salesmen to increase activity.” 

May 1933. 


Every person in this country who has an income 
should be registered and the amount of that income 
stated. Then, unless every penny is required for abso- 
lute living necessities, he should be assessed such pro 
rata amount of that income as will be fair and just to 
meet his pro rata of war cost. ‘There shall be no 
exceptions.” 


Sept. 1918. 


“Never again will America be caught in the debacle 
of a European war as helpless as she was on August 
1, 1914.” 

October 1914. 


“Taking the business and manufacturing situation 
of the country as a whole, conditions are certainly 
encouraging. In fact, it may be said there are no signs 
of peril anywhere. The world has become too large for 
one nation to make it totter on its foundation.” 


April 1914. 


“Seen from the point of view of international indus- 
trial competition, it appears that the formation of a 
series of socialistic republics in Eastern and Central 
Europe will not be detrimental to the interests of 
American industry.” 


Feb. 1919. 


“At the close of the war we will see a world in the 
rebuilding stronger and saner, more temperate, less 
selfish, and with detestation of conflict and legalized 
murder that will result in the building of machinery 
that will automaticaly keep civilization at peace.” 


June 1917. 


“Great Britain is whole-heartedly in favor of the 
World Court, and for cause. Every move on the old 
world chessboard affects her interests vitally. The 
interest of the United States is primarily in the 
Western Hemisphere, and always will be.” 

June 1928. 
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Streamlined 
Automatic 








3 
Here’s one way 
luable time! 
to save your valuable time! 
ONE trusted source —your INDUSTRIAL DISTRIBUTOR. ..a friendly, 
reliable, helpful concern ...as near as your phone! It gives you top quality 


! ONE order covers all your mill supplies from 


merchandise . . . nationally advertised, dependable brands. It streamlines 
your purchasing, cuts your supplies inventory, gives you service . . . quick. 
Make sure you are getting these benefits for your BRUSHES! 

Your INDUSTRIAL DISTRIBUTOR can supply the right OSBORN Brushes 
for every need, promptly. 

Adopt a standard policy of specifying OSBORN on all requisitions for 
maintenance and paint brushes... then order them automatically from your 
INDUSTRIAL DISTRIBUTOR, bunching your orders for brushes with 
those for other mill supplies. 

Remember . . . you can buy Osborn brushes with confidence. Their qual- 
ity is backed by 59 years of Osborn service to Industry! The Osborn Manufac- 


turing Company, Dept. 494, 5401 Hamilton Avenue, Cleveland 14, Ohio. 
*Trademark 








LOOK FOR THE NAME OSBORN...RECOGNIZED EVERYWHERE 
FOR QUALITY WORKMANSHIP AND MATERIALS 


THE WORLD'S FAVORITE general purpose 
power brush is the OSBORN Mastere 
Wheel Brush. This dense, wide-face 
brush cuts fast and lasts a long, long 
time on all kinds of work such as re- 
moving scale, rust, grit, old paint... 
deburring parts .. 
for welding. 


. preparing surfaces 


BUILT FOR INDUSTRY by the company that 
knows Industry’s problems, OSBORN 
Master* Sweep Floor Brushes and other 
maintenance brushes clean more thor- 
oughly and save valuable time. 


MOW TO TELL QUALITY in a paint brush: 
Simply loox for the name “OSBORN” 
—recognized everywhere for quality 
workmanship and materials! 








. S. TOTALS 


May 1951 


Compared with 


April 1951 


+3% 





May 1951 
Compared with 
May 1950 


+9 I% 


First 5 Mos. 1951 
Compared with 
First 5 Mos. 1950 


+09% 


Compicep By INpustRIAL DistRiBUTION 





Supply Sales Trend 


Final Figures For May 1951 





May 1951 
Compared with 


April 1951 


May 1951 
Compared with 
May 1950 


Ist 5 Mos. 1951 
Compared with 
Ist 5 Mos. 1950 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


+2% 
+37 


+1% 


+4.% 








+62% 


+64% 


+3370 


+60% 





+10% 


+19% 


+009 % 


+07% 
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| 
Here's Help 


for Your Defense Production Customers 


BUILDERS OF 


COST 


@ Sell the new, moderately priced, 
Oster “Rapiduction Jr.” Bolt Threading 
Machine for fast, accurate threading 
of bolts, studs, nipples, rods and pipe. 


Equipped with semi-automatic, revolv- 
ing die-head, automatic stock stop and 
tripping mechanism, open-type vise 
and reaming and chamfering, attach- 
ments, the “Rapiduction Jr.” is engi- 
neered for speed and accuracy on a 
wide variety of threading jobs. 


The semi-automatic, revolving die-head 
accommodates dies of practically any 
pitch or thread form in common use. 
The open-type vise permits threading 
BENT rods or pipe when required. 


Smooth, frictionless operation of the 
machine is assured by the worm drive, 
ball bearing construction. 


Complete details and examples of pro- 
duction performance are available in 
new catalog bulletin. Write for a copy. 


“Rapiduction Jr.” ma- 

chines are available in 

two models . . . both 

identical excepting their 
i die-heads. 


Both models have same 
bolt range: %” to 142”. 


Pipe or Nipple Range: 
No. 781-A, Ye” to 1%” 
No. 782-A, 2” to 2”. 


THE OSTER MANUFACTURING COMPANY 


Main Office and Factory: 2041 E. 61st St., Cleveland 3, Ohio 


REDUCING THREADING 


EQUIPMENT SINCE 1893 
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SALES TRENDS (Continued) 





May 1951 


Compared with 


May 1951 


Compared with 


Ist 5 Mos. 1951 
Compared with 


Ist 5 Mos. 1950 


April 1951 May 1950 


+ 9% 





EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


12% 


+30% 


Tennessee 


WEST 
Arizona Nebraska 
Colorado Nevada 
Idaho New Mexico 
lowa North Dakota 
Kansas South Dakota 
Minnesota Utah 


+ % +09% +01% 


Missouri Wyoming 


Montana 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


+ 2% 45% +94% 


PACIFIC 
California 
Oregon 


+ 3% | +65% | +*82% 


Washington 























Did You Know That... L258 


e Slingshots are now made commercially with cast aluminum frames, and that 
steel balls are supplied small fry buyers for ammunition? 

e To square a whole number plus 4, you can add }$ to the product of the num- 
ber by itself plus one; as, 24x24 is 2x3 plus } is 63? 

e An old age pension of three cases of champagne per man per year has been 
demanded by a group of Bordeaux bottlers in France? 

e Glass can be soldered to metal by a new G.E. process, producing a bond 
stronger than the glass itself? Metal can be soldered to ceramics and carbon 


by the same method? 
* * * . 


These and other odd bits of fact, some amusing and some valuable techni- 
cally, are found monthly on I.D.’s “Door Openers to Sales” page. 

If you haven't been following this department each month, chances are you've 
missed some good points to mention to the P.A when conversation lags. 

lurn to Page 130 and see for yourself. 
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cuts the heating 
cycle on presses... 
by 7 minutes, 


PROBLEM: What to do when production requirements call for 
avspeed-up in the heating cycle. 

SOLUTION: (A typical one supplied by a western molded-rubber plant) 
Equip presses with Yarway Impulse Steam Traps. 


RESULT: Heating cycle now 8 minutes instead of their usual 15, a saving of nearly 50%. 


Yarway Impulse Steam Traps are designed to get equipment hotter, sooner, 
and keep it hot—thereby increasing production. In operation, 

Yarways send the most premium B.T.U.'s 

at top temperatures into your product or process. 

Other reasons why over 750,000 Yarways have already been installed are— 
one moving part, low maintenance, small size, easy installation, : 
good for all pressures, made of stainless steel, low cost. 


It’s easy to buy Yarway Impulse Steam Traps. 


One of 216 industrial distributors 
who stock and sell them is located near you. 


FREE! NEW TRAP SELECTOR 
The right steam trap in the right place is important. 


Vv 
Find quickly and easily which is the right the steam trap designed 


Yarway trap for each application in your plant. 


Write for your free copy of this with production in mind 


new 16-page Selector. 


YARNALL-WARING COMPANY e 111 MERMAID AVE., PHILADELPHIA 18, PA. 
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The Outlook For Business 





TRUCE REACTIONS 


INVENTORIES 


LOOKING AHEAD 


INFLATION 


Business reactions to the Korean truce are becoming clearer. There’s no 
panic — no sharp cutbacks on production schedules. The attitude is ‘“‘wait and 
see’’, 


A McGraw-Hill spot check of big industrial companies shows that most are 
going right ahead with their expansion programs — unless the government calls 
the whole defense show off. And President Truman, as well as Mobilizer Wilson, 
have made it clear that they haven’t any intention of letting that happen. 


There’s also a Surprising amount of confidence among retailers, although 
they have felt the spring business dip the most. 


All this could change. It depends on whether we get nothing more than an 
armed truce in Korea, or whether it looks like general peace in the Far East. In 
the latter case, Congress might slash future defense budgets. 


If peace looks definite, many companies will cut inventories drastically — 
in hard goods as well as soft goods. And that means cutting new orders and slow- 
ing up production in many lines of manufacturing. 


How much would business slide? In the next two or three months we might 
have a sharp production dip in certain fields — textiles, chemicals, shoes, some 
building materials, home furnishings, maybe paper. And of course, output of con- 
sumer durables will be cut by government orders. 


But the Federal Reserve index of total industrial production isn’t likely to 
drop more than 5 points from the May level of 223. Increasedoutput is scheduled 
for defense and machinery lines. And these near-term schedules will be met, even 
if orders for the future are cut. Also, there won’t be any noticeable drop in produc- 
tion of basic metals and minerals. 


Actually, defense spending will continue rising well into 1952, even if 
Congress cuts new appropriations tomorrow. Enough funds are already available 
and obligated to keep military procurement moving up, no matter how the new ap- 
propriations are slashed. 


The same considerations apply to business spending on new plants and 
equipment. Defense plants already started are going to be completed, and it will 
take until next year in many cases. Ditto for new steel, chemical and other de- 
fense-supporting plants. Most companies just checked by McGraw-Hill had big 
projects carrying over into next year. 


All this means plenty of employment, high payrolls and high consumer 
spending. It means good business and strong demand for most products through 
the first part of 1952. Any let-down caused by Korea will be short-lived. 


But there’s not likely to be as much inflation as everyone feared a short 
time ago. Certainly the second year after Korea won’t see a wild rise in prices 
like the first. It’s clear now that fair supplies of most goods will be available. 
And so there won’t be the urgency for ‘‘scare buying’’ and bidding up prices. 
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Cleco Division of Reed Roller Bit Company, What Kardex Inventory Control 
Houston, Texas, thinks pretty highly of their Kardex is doing for Cleco, it is doing for 
Inventory Control. Let’s let them tell the story: many other progressive firms in 

“With about 5000 items in stock, in 6 widely sep- many fields. The best way to 


. : . learn all about this simple but 
arated locations, we had quite an inventory problem, : 4 
effective system:—send the cou- 


until we installed Kardex two years ago. Formerly pon today for your free copy of 
our inventory records were in eight different bind- descriptive booklet KD 375. 
ers, Today they are all in one visible record. 

“Our clerical savings alone paid for our Kardex 
within four months (one girl does the work that 
used to need three). But with Kardex we no longer 
merely keep inventory records—we control our 
inventory. And the following improvements, over 
and above the clerical savings, we consider even 
more important: 





Management Controls Reference Library 
1. A marked reduction in inventories. Room 1310, 315 Fourth Ave., New York 10 
2. A better balance of stocks in our several Yes, I would like a copy of KD 375. 


warehouses. Name __ 





3. Large savings on freight bills, in transferring 


- Firm_ 
stock from one location to another. 





Address ___ — 





4. Faster turnover. 


5. Better deliveries to customers. City __ —— - —Zone____ State 
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Selling Is My Business’ e ec e Do I place value on 


making calls? . . . Sell entire assemblies? . . . Talk too much and say too little? 


CHARLES R. BERSEN: 


You Can Talk Too Much 
And Say Too Little 


ften wondered, coming 
I'd left still ‘on the 
rtant point I'd 


iway 


mpo 
hever even 
me to won 
ilesmen had 
them when 
way with an 
1, with Brown En 
a. for th 
ist 595 vears, was loud 
f the answer to a question put to 
him: “What have vou 
your 30-odd vears of 
that you think vou'd 
vith the younger 
the game?” He asked 
vrite it down, did so, 
“T’ve alwavs belie 
] 


etween a salesman's succe 


CTSel I 
of Re | 


iding 


thinking out 


earned, in 
salesmanship, 
like to share 
coming into 
if he might 
ind here it is 
difference 
ind fail 

imbing 
bet 


iting all obstacles; the 


men 


ved the 
was to be found in h 
ibility Lhe 
t it surmoul 
So Ided 


successful man was 
1¢ 
unor point; 
VC failed to 
so plain there 
ve meant 
manship is a 
ivbe we talk too 
iv enough about the 
inv commodity we 
heard too much, 
the ‘experts’ who 


nonstrate a prod 
, 
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things down for the customer. Maybe 
he still likes to feel he’s been ‘sold’ 
thoroughly on the product he has 
just bought—or thinks of buying. Any- 
way, that’s my idea.” 


= 


T. J. STILES: 


You Can’t Afford 
Not To Make Calls 


In almost any field of selling, one 
of the basic precepts is to make calls, 
iccording to ‘T. J. Stiles, Railway 
Equipment Co., Portland, Ore Mr. 
Stiles has been selling industrial sup- 
plies for only a few years, but his sell- 
ing experience extends many 
more. It’s the same, he finds, no mat- 
ter what you sell: you have to expose 
yourself and your products to a po 
tential buyer 

In some fields, Mr. Stiles pointed 
out, results of calls can be tangibly 
measured by the number of orders re 
ceived personally at each call. But you 
can’t measure results that way in the 
industrial selling field. For instance, 
Mr. Stiles has been calling on a lum 
ber mill purchasing agent for more 
than two vears and never received an 
order at the time of his call. But 
neither has the p.a. ever failed to 
send an order to Railway Equipment 
within two or three days after Mr. 
Stiles’ visit. 

Ihe list of incidents demonstrating 
the indirect value of making calls can 
be added to by almost every industrial 
ilesman in the country. ‘That’s why 
Mr. Stiles likes to get around as much 
is he can 
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JOSEPH E. BECKER: 


Don’t Peddle Single Units 
Sell Entire Assemblies 


Joseph E. Becker of Wiley-Hughes 
Supply Co. in Trenton, N. J. believes 
in tie-in-sales—100%. He never sells 
a customer a trap without selling him 
a strainer as well. 

So, recently, when he had a call 
for a check unit valve, to be installed 
on some air control equipment he'd 
engineered a year or two before he 
bethought himself of the other ele 
ments in the assembly that helped 
the check unit valve do its appointed 
job. It wasn’t too difficult to con 
vince the customer it was time to 
think about replacement; and only a 
short step further to demonstrate how 
much simpler it would be to install an 
entire assembly—guaranteeing another 
full year of trouble-free operation— 
than worry over single units. 


“Gimme a break, officer 
account is overloaded already.” 


My expense 





PLUGGING 
PROFIT LEAKS 
IN MAINTENANCE 

means 


Velta Sales 
_ FOR you 


Alert management, says Stanley Farwell, lead- 


ing management consultant, is tired of seeing MAGNAVOX OF KENTUCKY, PADUCAH 


many of the savings achieved on the Production One Delta Radial Arm Saw in the Maintenance Department 


of this modern plant producing speaker units has put 

maintenance on a par with other departments as to speed, 

efficiency and economy. The saw is in almost continuous 
There’s your opportunity for substantial sales use for the daily quota of maintenance jobs, as well as 

of Delta tools; and Delta will help you get for making work desks, work tables, assembly tables, 

them, by means of a hard-hitting integrated drawers, shelving, die racks, wooden jigs and wedges. 

promotion—publicity, business paper advertis- 


Line dissipated by slow, out-dated methods in 
indirect labor departments—like Maintenance, 
for example 


ing, house organ stories of how others are 
solving the problem. 

Use August for canvassing your customers— 
every company on your list has a maintenance 
problem. Put special emphasis on companies 
pushing hard to turn out high-priority material. 
You'll find many that need Delta tools for their 
maintenance work, to put those departments on 
a par with Production, as to speed, efficiency 
and economy. 

Look for spots that need Delta radial arm 
saws, table and band saws, drill presses, planers, 
jointers—multiple sales, high priority sales. Your 
Delta district man can be exceedingly helpful 
—use him. 


WOOD OR METAL WORKING ire 
53 MACHINES — 246 MODELS — MORE THAN 1300 ACCESSORIES M, INC., SHEFFIELD, ALA BAMA 
A Delta Radial Arm Saw mounted in the crating room “‘has 
r paid for itself many times over,” says an officer of the 


* Com d ranks wi ing devi 
pany, and ranks with other labor-saving devices 
rh gm DELTA POWER TOOL DIVISION throughout the new modern plant. The saw is used for 
U A EE <e kk af maintenance work, preparing crate lumber and building 
o€¢ 2ar Ge alterations and additions. Another Delta Radial Arm Saw is 
MANUFACTURING COMPANY similarly employed in the Maintenance Department of the 


625H E. VIENNA AVENUE © MILWAUKEE I, WIS. Company’s sales affiliate, Southern Sash Sales and 
e Supply Company. 
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IDEAS: 


How you can... 


... sell wrench line with “silent salesman” 


When you set out to display a line in your shop, Jack 
Albert believes, the best exhibit you can make of the line 
usually arises out of the shape, or weight or “‘look”’ of 
the tools in that line. Anyway, as inside salesman for The 
James Walker Co. in Baltimore, that has been Mr. Al- 
bert’s habit when he was presented with a display prob 
lem. 

l'o illustrate his points, Mr. Albert recently had the 
problem of displaying a wrench line. Now wrenches 
have been displayed in every which way, so it was hard 
for Mr. Albert to come up with something original. But 
what he did in this case was to shape his exhibit to the 
pattern of the wrench itself; and, incidentally, he created 
a ‘‘silent advertiser” display that sells wrenches faster 
than he can replace them on the board. 

Ihe wrench cutouts are about 24-in. thick. One is 
about five, the other about 64-ft. long. At first, because 
of the weight involved when the boards were “loaded”, 
Mr. Albert thought he’d have to fasten the boards per 
manently into the wall. But first he tried running in a 
hook bolt on the wall, and a large eve-bolt on the board. 
Phat did the trick and made it possible to remove the 
boards for dusting, or for re-spacing the right angle screw 
hooks that hold the tools in place. 


SILENT SALESMAN wrench 
Co., 1s replenished by Sal 


it The James Walker 
man Jack Albert 


lisp] 1\ 


Kep 


... store hose 


. demonstrate product applications 





WOOD STRUCTURE at the 
Voorhics-Phinney Co., Sa 
Calif., holds h t from | 
mut im straigl 


Van 
ramento, Salesman R. W. Bristol of R-J Bear 
5 ings Corp., St. Louis, has successfully 
solved the problem of demonstrating 
company’s products to customers 
ind prospects without actually carrying 


When Mr. Bristol wants to demon 
strate one of these products, or merely 
show the prospect what his company 
handles, he whips out the model, 
plugs in a small flashlight battery, and 


loaded from 


terfcerence from vert 


} ] } . PS 
the tront side without 1 his 
l 


! } 
shelves are 50-ft. long, held 


! } 
dowels vertical 


from 
dowels are set 


, the 
give an 


inserted in 
ibout 5-ft 
ceiling. The 

ts about 64-in. c. on 
holes bemg on an angle to 

slope to the 12-in 
Pieces of pipe 


\\ od 
stanchions 
floor to 

in the po 


apart 


inward board 
used 


| 1 
but the lat 


shelves nuld be 
in place of wood dowel 


ter are strong enough and easier to cut 
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the products along with him on calls 

His company specializes in powe1 
transmission items and bearing appli 
cations. ‘To illustrate the type prod 
ucts carried in stock, Mr. Bristol built 
a miniature working model of an elec 
tric motor, speed reducer, pump, and 
belt conveyor. 

Ihe model is mounted ona 6x § in 
board, and is covered by a plastic top 
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lets the motor do the demonstrating 
for him. 

Shafting from the motor turns the 
speed reducer, two V belts (made of 
tubber bands) from the speed reducer 
operate the pump, and shafting and 
V belts from the pump operate the 
belt conveyor. Bearings from R-J Bear 
ings’ stock keep the model running 
smoothly and noiselessly. 
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HELLER 


NUCUT is FILE 


U.S. Pot, OFF 


Only a NUCUT 
“nlays both first and second” 
in filing 








1st CUTTING ACTION 


2nd. SMOOTHING ACTION 


"S$ LIKE using two files instead of one 

when you work with a NUCUT. For 
a NUCUT has two sets of teeth — one 
coarse, the other fine . . . scientifically 
positioned in a patented wavy pattern. 

And what a difference this exclusive 
construction makes! The coarse teeth 
bite fast, clean, without scraping or skid- 
ding. The fine teeth smooth the surface 
with the same stroke. Result: better fil- 
ing, faster, with less effort. 

See your industrial distributor. He'll 
show you the sizes, shapes and cuts for 
getting the best results on your work. 


HELLER BROTHERS 
COMPANY 


America’s Oldest File Manufacturer 


Newcomerstown, Ohio 


At every stroke 











Right way to hold a file 


Hold handle with right hand and tip 
with left hand. Position of left hand 
varies with job. 








(1) FOR GENERAL FILING: 
Let right thumb lie along 
the top of handle and 
fingers curl around handle 
in a natural grip. 








(2) FOR REMOVING STOCK 
RAPIDLY: Let ball of left 
thumb press upon top of 
file, and fingers wind 





around file. 





(3) FOR FLAT FILING: Note 
extended position of thumb 
and fingers on top of file. 








(4) FOR PRECISION WORK: 
The grip shown allows 
maximum guidance and 
control. 














MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 


tant users and buyers of files in your territory. Please note that it directs these prospects to you. 
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Atkins Assigns Chainsaw 
Rights To L-M Equipment Co. 
E. C. Atkins & Co., Indianapolis, 


Ind., announces they have assigned 
the rights to manufacture and dis- 
tribute the Atkins Electric Chainsaw 
to the L-M Equipment Co., Portland, 
Oregon. The Atkins Co. will now de- 
vote all chainsaw activities to the re- 
search, manufacture and distribution 
of chains and cutter bars. ‘The com 
pany is now developing a new line of 
chains for all makes of chainsaws, to 
be known as Silver Steel Chain. 

lo prevent interruption of customer 
service, all stock of chainsaw units and 
parts at Indianapolis have already been 
sent to the new manufacturer at Port- 
land. The L-M Equipment Co. was 
one of the first distributors of Atkins 
Chainsaws, and pioneered the develop- 
ment and manufacture of Pond and 
Deck Chainsaw equipment 


Skilsaw To Control 
Loud-Wendel, Inc. 

Skilsaw, Inc., Chicago, 
chased the controlling 
Loud-Wendel, Inc., 
N. Y 


In acquiring 


has pur 
interest in 


of Middleport, 


control of Loud- 
Wendel, Skilsaw feels it is now as 
sured of a constant source of saw 
blades. Physical assets of the Middle 
port company, valued at $400,000, in- 
clude a modern plant with 10,000 
sq ft. of floor space, $150,000 in 
plant machinery and a large inventory. 
rhe plant employs approximately 100 
persons 

Loud-Wendel, Inc., 
in 1946 by Glen F. Loud, and H 
Schoelles Wendel. Mr. Wendel re 
mains with the company as vice presi 
dent and general manager. Mr. Loud 
has retired 


was organized 


DeWitt to Head Committee 


Ashley DeWitt, president of Briggs 
Weaver Machinery Co., has been 
named chairman of the Dallas County 
Scrap Conservation Committec 
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STEAK DINNER climaxed the W. S. Wilson outing which was held at the Roselle 
Country Club, Roselle, N. J. Eighty-five supplier representatives and executives 
attended the outing which began at ten in the morning 


HAPPY SPECTATORS at the recent 
“Joe Zilch” outing of W. S. Wilson 
Co., New York, were E. A. Hirshon 
and A. V. Grasseck, of W. S. Wilson; 
and H. J. Mackin, Goodyear district 
manager. Back row: P. H. Puckhaber, 
Cleveland ‘Twist Drill and O. A. Schill- 
ing, Goodyear Tire & Rubber Co. 





Florida Raises Sales Tax 
For Distributors 


The purchaser of heavy machinery 


in Florida is paying three times as 
much sales tax as he did before July 1. 
Formerly the maximum tax col- 
lected on an order of industrial equip- 
ment was $100—even if the three per 
cent rate applied to the purchase price 
had run it up into the thousands 
Now the maximum tax is $300 


INFORMAL WRESTLING _ was 
svaged by Harold Putbill, W. S. Wil- 
son Co., the original Flying Parson, 
and John Russell (Public Service Safety 
Engineer) at the outing. Golf, how- 
ever, was the favorite sport of the day 
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Rapid Tax Write-Off 
For 2,310 Facilities 


Certificates of necessity for accel 
crated tax amortization of 178 new or 
expanded defense facilities were ap- 
proved by the DPA during the week 
of June 22-29. The amount eligible 
for rapid depreciation on the cer 
tificates is $258,512,867. 

With this latest tabulation, rapid 
tax write-off has now been authorized 
for 2,310 new or expanded facilities. 
lotal amount eligible for amortiza 
tion on these facilities is $7,596,491, 
379 

Following is a selected list of certifi 
cates of necessity which have been is- 
sued recently. 

Raybestos-Manhattan, Inc., Passaic, 
N. J.; hose; $65,000; 75 percent. 

Aluminum Industries, Inc., Cincin- 
nati, Ohio; ordnance; $310,000; 85 
percent. 

American Saw & Mfg. Co., East 
Longmeadow, Mass.; metal cutting 
saws; $665,700; 80 percent. 

Ihe Fafnir Bearing Co., New Bnit- 
ain, Conn.; ball bearings; $5,982,715; 
85 percent. 

Republic Steel Corp., Youngstown, 
Ohio; steel ingots; $125,000; 75 per 
cent. 

The American Steel & Wire Co., 


Cleveland, Ohio; steel ingots; $1,045,- 


379: 60 percent. 


The Fafnir Bearing Co., New Brit- 
ain, Conn.; ball bearings; $2,016,690; 


85 percent. 

American Smelting & Refining Co., 
New York; sulphuric acid; $2,716,- 
000; 80 percent. 

General Electric Co., Schenectady, 
N. Y.; research & development; $41,- 
000; 75 percent. 

The H. M. Harper Co, Morton 
Grove, IIl.; bolts, nuts, rivets; $91,000; 
80 percent. 

The H. M. Harper Co., Morton 
Grove, Ill.; bolts, nuts (brass); $303,- 
433; 80 percent. 

The Imperial Brass Mfg. Co., Chi- 
cago, Ill.; duraluminum and _ brass 
forgings; $56,198; 75 percent. 

Avildsen ‘Tool & Machines, Inc., 
New York; twist drills; $291,000; 85 
percent. 

Foote Bros., Gear & Machine Corp. 
Chicago, IIl.; aircraft; $15,795; 85 
percent. 

Republic Steel Corp., Cleveland, 
Ohio; pig iron and steel ingots; $8,- 
837,700; 70 percent. 

Russell, Burdsall & Ward Bolt & 
Nut Co., Rock Falls, Ill.; steel bolts 
and screws; $87,000; 75 percent. 

Lee Rubber & Tire Corp., Repub- 
lic Rubber Div., Youngstown, Ohio; 

(Continued on page 184) 


14th Birthday Party Draws 500 Keystoners, Guests 


ENTERTAINMENT at the Keystoners annual June party was supervised py W. M. 
Jillson (The Buffalo Bolt Co.), J. J. McCann (J. H. Williams & Co.), and J. DeJure 
(Parker Vises). Here they extend jovial hospitality from the club house porch. 


APPROVAL is beamed by Ed. Par- 
melee, General ‘Tool Sales, as Keystoner 
Vice President E. J. Ramsdell, (Spartan 
Saw Works Inc.), grasps the hand of 
O. W. Cadle, manufacturers’ repre- 
sentative, oldest member. 


The fourteenth annual birthday 
party of the Keystoners, a group of 75 
ractory representatives supplying the 
hardware and mill supply industry in 
Philadelphia, was held June 15. Five 
hundred guests and members attended 
the celebration, held at the Llanerch 
Country Club, Manoa, Pa. 

The program began at 10 a.m., and 
included luncheon; golf, softball, and 
horseshoe competition; dinner; and 
evening entertainment. 

Batteries for the softball game were: 
Purchasing Agents: pitcher, Ed. Bili- 
kiewicz (The Budd Co.); catcher, 
Paul Stratton (Yale & Towne Mfg. 
Co.). Keystoners: pitcher, L. L. W il- 
son, Manufacturers Agent; catcher, 
R. M. Casey, (Lamson & Sessions 
Co.). Final score: Purchasing Agents 
22; Keystoners 14. 

Winners in the horseshoe competi 
tion were Richard W. Richter (Bu- 
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SPORTS COMMITTEE members 
register various emotions as they watch 
the Keystoners softball team go down 
to defeat. Left to right: T. F. Ryan, 
(Skilsaw, Inc.), J. P. Casey, (Nicholson 
File Co.), and Barr Comstock, (Lamson 
& Sessions Co.). 


reau of Shipping, Washington) and 
Herbert A. Weber (Joseph H. Weber 
Hidwe. Co.). Runners-up were Harold 
Fetterman (C. Y. Schelly & Bros.) 
and Capt. Ray Zanzot, Philadelphia 
Navy Yards. 

Notable in the golf division were: 
low gross, Don Frazier (Casanave Sup- 
ply Co.); 2nd low gross, C, C. Cayou 
(Minnesota Mining & Mfg. Co.). 
Kickers, Lee Muth (Harrisburg Steel 
Co.). Hole-In-One Contest: J. B. 
Perkins (J. H. Williams Co.). Long- 
est drive: T. J. Grispon (Philco Corp., 
Radio Div.). Most accurate drive: 
S. F. Maire (Linde Air Products). 

Following the dinner, guests were 
entertained by a musical program on 
the lawn. 
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wooo ACS Value to your 





“Carborundum” and" Aloxite’’ are registered trademarks which indicate manufacture by 
The Carborundum Company, Niagara Falls, New York 
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CARBORUNDUM Franchise 


When your salesmen handle abrasive prod- 
ucts identified by the name CARBORUNDUM 
they are in a position to write more sales 
volume. They are not burdened with time- 
consuming ‘“‘missionary’’ responsibilities 
when discussing abrasives. The very name 
of CARBORUNDUM—the best known name 
in abrasives—puts salesman and customer 
on common ground of recognition. In every 
buying office it identifies quality proved 
by performance that has earned practically 


universal acceptance and approval. Add to 
the value of this name recognition the 
complete line of CARBORUNDUM products. 
Whatever the method to do the job best, 
whatever the type of abrasive product re- 
quired, the CARBORUNDUM distributor can 
recommend them impartially. Throughout 
the shop, his customer is assured of the 
best abrasive and method on every job. No 
other franchise offers you this combination 
of advantages as a distributor of abrasives. 





@a complete line of Abrasive Prod- 
. from which the one best suited 
to a specific job can be recommended 
impartially. 


ucts 


@a Single Source of Supply. ..which 
permits you to eliminate expensive du- 
plication of paper work and handling 
charges. 

@ Attraction of Franchises from Other 
Quality Lines... has been a worthwhile 
factor in the experience of many dis- 


tributors who hold the CARBORUNDUM 
franchise. 

@ New Developments... keep the 
CARBORUNDUM distributor on top as ad- 
vances in abrasives and their applica- 
tion result from continuing research and 
development programs. 

3 Intelligent Technical Counsel... is 
available to our distributors from a fund 
of experience gained in solving widely 
varied application problems. 


@ Integrated Sales Planning... through 
close support of comprehensive distrib- 
utor sales training courses and the co- 
operation of our highly trained field staff. 


@ Planned Advertising and Promotion 
...on an increasing scale offer the kind 
of selling support that opens doors and 
builds volume. 

These advantages help explain why The 
CARBORUNDUM Franchise is valued by 
top-flight distributors. 


MAR K 


DISTRIBUTORS 


supply ALL Abrasives under one brand name 
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SCRAP NEED was stressed at a recent meeting of representatives of the Steel Indus- 
try and Government called by the NPA to consider steps to avoid a possible lag in 
new steel production. 


JOHN F. APSEY, JR., advertising 
manager of the Black & Decker Mfg 
Co. was elected president of the Na TWO NEW APPOINTMENTS at Lorenz Co., Klamath Falls, Ore., are those 
tional Industrial Advertisers’ Associa of Roy W. Benedict (left) as general sales manager and C, A. Griffen as sales pro- 
tion at the annual conference motion manager 





ANNUAL SALES CONFERENCE of Manheim Manu- Ibert Geerken, D. H. Taylor, Wally Hayes, John Mc- 
facturing & Belting Co. was held recently at Manheim, Naught, Fred Feldhaus, W. H. Martin, Ralph Carlson; 
Pa. Company officers and district managers attending were back row) Jack Patton, Dan McKeever, Walter Carolan, 
Seated) Charles Pfisterer, Robert Prouty, C. A. Best, Mrs Elmer Samson, Edward Wakeman, Frank Bierne, ‘Thomas 
N. B. Kelly, B. E. Wurtmann, H. E. Ginder, Vincent Alex Buckley and Raymond Leadbetter, Joseph Griffin was 


inder, Stanley Flint; (second row) Herbert Bangert, Jr., not present when the picture was taken 
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There's a YALE hoist 
for evary lifting job! 


¢ Sculptor, steel man or stevedore—they’re all part 
of your market fer YALE hoists. 
It’s a big market because YALE has a big line—a specific 


hoist for every specific job, Electric hoists, hand hoists, wire rope 
and chain hoists, trolley and hook suspension hoists...YALE makes ’em all! 
This variety gives you an important selling plus, 
makes it easy to satisfy your customers with a hoist that’s exactly 
right, one that gets the job done faster, more safely, at less cost. 
Ilustrated is a YALE Spur-Geared Hand Chain Hoist. It’s the most widely 
used hand hoist in industry and another good 


et ee ee 


reason why the YALE line is a profit line for you. 
Recommend YALE for every lifting job and you'll keep your 


hoist sales at peak levels. The Yale & Towne Manufacturing Co., Phila. 15, Pa. 


YALE & TOWNE 


ademark of The Yale & Towne Manufacturing Company 


OO et a fe 
“ 


” goose 
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| Door Openers To Sales 








N 


Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


IRON FROM PICKLE LIQUOR: Possible process for producing large amounts 
of iron powder involves extraction of powder from waste pickle liquor and scrap 
uluminum. A reactor has been developed that leaves aluminum sulfate in solution 
ind the iron freely suspended 


SPARKLING WATER: It's not casy to get plain water to burn, but one way 
to do it is to direct a jet of fluorine on its surface. Fluorine can also dissolve glass, 
crumble stone, and sometimes cause asbestos, rubber and steel to burst into flames. 


FRESH FISH, FOUR YEARS LATER: In less than five years, grocers probably 
will be selling electron treated fresh meat and fish, packed months and even years 
before, and kept at room temperatures. Laboratory testers have irradiated vege 
tables, fish and meat, stored them in tins for four years, and had them come out 
looking, tasting, and smelling as they did when first stored. 


DEVOURING MONSTER: Inflation has caten up 20 percent of the Defense 
Department's budget during the past year. For example, price increases during the 
past twelve months have been 36.9 percent for automotive shafts, 14.8 percent for 
carburetor assemblies, 90 percent on trailer mounts. 


COLLAPSIBLE AIRPLANE: The Army is developing a light weight, jet powered 
helicopter, which is capable of being folded up and loaded onto a jeep by two 
men. The helicopter, complete with two way radio, will be used for front line 
observation duty 


HOME OWNERS ON THE RISE: Twenty million out of 23 million single 
family non-farm homes today are occupied by the families who own them. That 


is a striking change in our national way of living; home renters exceeded home 
owners only a decade ago 
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Industrial 
Rubber Products 


@ 
— 


No Transmission Belt Job Too Tough 
.-- For Thermoid 


When one of your customers drops a 
really tough transmission job into your 
lap, remember this—they don’t come 
too tough for Thermoid! 

Thermoid helps you take care of those 
“belt killers’? that plague all distribu- 
tors ... helps you furnish the belt that 
is exactly right for the job. 

For general service, the Thermoid 
“400” all-purpose belt provides highly 
satisfactory service for all normal 
operating requirements. 

For severe service, or for high speeds 
with small pulleys, you can recommend 


Thermoid High Speed “R” transmis- 
sion belts of extra strong, hard 35-ounce 
duck and top-grade rubber. Where oil 
and fumes make it tough for rubber, 
you can solve a customer’s problem 
with Thermoid High Speed “N”’ belts 
with Neoprene friction and skim. Each 
type is practically custom-built for the 
service for which it is recommended. 


Thermoid, a leading manufacturer of 
industrial rubber products, supports 
its distributors with competent field 
and factory service. That’s why it pays 
you to specify Thermoid. 


Ask for your free copy of 
Technical Bulletin No. 3678. 
It contains practical informa- 
tion, charts, tables and 
diagrams which will help you 
select the right transmission 
belt for your requirements. 








Rubber Sheet Packings « Molded Products 


Conveyor & Elevator Belting » Transmission Belting 
Industrial Brake Linings and Friction Materials 


F.H.P. & Multiple V-Belts « Wrapped & Molded Hose 


thermoi 


Thermoid Company « Offices & Factories: Tren N. J., Nephi, 
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WITH SALES 
POSSIBILITIES 


NEW PRODUCTS 


r 








smallest bar which has been 
produced is a one-lb. bar of solder 
ibout 13 in. long; the largest weighs 
ibout ten Ib. and is usually a bearing 
metal alloy 

Federated Metals Div., 
Smelting @& Refining Co., 
Industrial Distribution, Aug 
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cutter shape 
milled in so that th 
riginal shape and dimen 
; cut nght up to the last sharp 
cning, and that the last panel cut will 
. exactly match the first, regardless of 
Micrometer the number of cutter regrinds. 
Boice-Crane Co., ‘Toledo, 
[ndustrial Distribution, Aug 
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Rounded Anvil Contact 
For Curved Surfaces 


\ new micrometer is used for meas 


uring the wall thickness of bearings, 


tubing and 
ills up to 
iunect to g§-1n 


cvlinders having 
thick and any di 
Since the invil con- 
t is rounded, any of the 
d surfaces can be 
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smooth black enamel. 

Vhimble and sleeve have rust resistant, 

finish,” a matte chrome, 

finish against which markings 

stand out sharp and clear. 
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Saw Attachment 


Increases Saw Capacity 
m the thimble. From 6 to 12 Inches 

S. Starrett Co., Athol, Mass. ; Phe capacity of the Delta standard 
Industrial Distribution, Aug 14-in. woodworking band saw, normal 
ly 6 inches, can be 
by using the No 


decimals is 


increased to 12-in 
89+ height attach 
ment which consists of a cast-iron 
raising block and necessary fittings 


Panel Cutter 


High Speed Steel 


In manufacturing, 


Casting Machine 


Automatic, 
For Making Solder 


An automatic casting machine has 
developed, the Castomatic, 
made up of tl following 


mecit 


which is 
components 1 ing kettle; a 
molten metal circulating pump; a cit 
culating that 


t parts on meta 


connect 


] 


system; molds 
outlet 
circulating systems; a hydraulic 
to furnish power; ind 
that 


» suitable 
vstem 
in clectronic 
mtrol sy 


( tem 
chine cvcle 


governs the ma 
In operation the 
ned by the 
size being ¢ 
rmined, the 


7 
fall out 


machine cycle 
particular alloy and 
ist. At intervals thus 
] 
molds open, finished 
onto a iving chute, 
) 


“hake ’ 
| the molds close. 


recelvin 
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With the attachment in place, it is 
said to be possible to band saw ma 
terial 12 inches thick, providing 
greatcr cutting capacity at low cost 
ind horsepower requirements. 

\ longer hexagon guide post is 
furnished as part of the height attach 
ment to provide complete range of 
idjustments from minimum to 
maximum 

Another new development by the 
company is the model No. 19-400 Air 
Powered Hydraulic Drill Unit, which 
is designed for heavy duty high pro 
duction work on drilling, reaming, 
topping, centering, chamfering, and 
spotfacing. It derives its thrust from 
the plant compressed air supply and its 
control from a sealed hvdraulic system. 

\ third new product by Delta is 
low cost, rigid, sectional tables for 


guide 


Continued on page 136) 





TO SAVE TIME ON YOUR 
PRODUCTION LINES 


Allen standards of accurate 
manufacturing, finish and 
inspection result in screws and 
keys that speed assembly and 
add hours of productivity to 


every day. 


YOU CAN DEPEND ON 
ALLEN 0 HEAD SCREWS 


Allen-Type screws < 
jy Allen-Made- 
pecessor! a 


Head screws in 
~ - and silver bor | 


* 


Allen Spotlights 
Contribution of 
Distributor in 
Critical Times 


* . i 


New advertising cam- 
| paign features his func- 
tion, over his signature 


If you are an Allen Distributor 
you are going to do some ex- 
tensive advertising in 
business publications over the 
next twelve months, and it isn’t 
going to cost you a cent. 





For forty-one years the Allen | 


Manufacturing Company has 
| been a firm believer in the princi- 
ple of selling entirely through 


leading Industrial Distributors. It | 


| believes that the Distributor per- 


forms a particularly great service | 
during periods of shortage to both | 
| manufacturer and user of pre- | 


cision screws like Allen O Head 
Socket Screws. 


To bring this forcefully to the 
attention of buyers, Allen is 
“splitting its advertising down the 
middle’, as you see on this page. 
The left column is devoted to the 


Allen Distributors, and is signed 
“Your Allen Distributor’. Both 
columns feature the common 
theme of saving people’s time under 
the stress of today’s conditions. 
This campaign will continue 
through April, 1952. Allen is glad 
to pay this tribute to its Distribu- 
tors and believes the campaign 
| will serve to increase the aware- 
ness of how greatly their Allen 
Distributor can contribute to the 
supply of vitally-needed products. 





* * * 
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leading | 





advantages of Allen products, and | 
is signed by the company. The | 
right column is used to stress the | 
importance and helpfulness of | 





TO GIVE YOU FASTEST 
ALLENOHEAD DELIVERY 


To keep precision screw 
products from becoming a 
bottle-neck in your work, your 
Allen Distributor always main- 
tains the largest possible stock 


on hand. 


YOU CAN DEPEND ON 
ALLEN © DISTRIBUTORS 





WINTER BROTHERS COMPANY © Division of 
the National Twist Drill and Tool Company, 
Rochester, Michigan, U.S.A. « Distributors 
in Principal Cities » Branches in New York, 
Detroit, Chicago, San Francisco. 





Winter Dealers know the proven reputation of 
Winter Taps; the skill and experience of 
Winter Service Engineers. They know the satisfaction 


of serving their customers’ needs from the 
complete Winter line, stocked conveniently at 
warehouses in New York, Detroit, Chicago 

and San Francisco. And they know that Winter 
advertising in leading metal working magazines 
is working constantly in their behalf, to maintain 
and increase the value of the Winter franchise. 














Want to know a distributor that a customer can’t stump? The National 
Distributor, of course. As a National Distributor you carry a 

complete line of rotary metal cutting tools—including twist drills, reamers, 
milling cutters, end mills, hobs, counterbores, and special tools— 

all backed by the strength and reputation of the National name. 

What is more, you can supply any tool from stock, for National branch 
warehouses are located in New York, Detroit, Cleveland, 

Chicago and San Francisco. Yes, the answer to any customer's $64 
question is: the complete National line. 





NATIONAL TWIST DRILL AND TOOL COMPANY « Rochester, Michigan, U. S. A. 
Distributors in Principal Cities © Factory Branches: New York © Chicago © Detroit © Clevilend « San Francisco | 








setting up special purpose machines — bulbs, or 4-jaw chucks for rectangular 
or multiple spindle drill presses to fit bulbs. 
the job. Each table section is 23-3-in Ihe chuck is constructed with a 
wide by 30-in. long, and with the addi thin body to give it light weight. A 
tion of the end sections, it is increased large center hole is possible, and 
to 35-in. long. Adequate drain trough — special fitted tolerances are provided 
for carrving off coolant on wet cutting if the chuck is to be used under a 
yperations is provided. Each end se condition of high temperature 
tion has a 3-in. pipe tap for connecting Another chuck being offered by the 
to coolent system same company, is a 2-jawed drill chuck 
Delta Power ‘Tool Div., Rockwell Sweden. The design is the same as 
\ifg. Co., Milwaukee, Wis.—Indus the former Westcott “Little Giant” 
trial Distribution, Aug. 1951. 2-jaw drill chuck, “Oneida” model 
It is available in three sizes: No.119-3, 
capacity 0 to 4-in.; No. 119-5, capacity 
0 to 3-in.; No. 119.6, capacity 0 t 
l-in. The chucks are sid to be simpk 
n design and construction; casy_ to 
perate; accurate; and compact. ‘The combination 
upper part of the chuck housing is 4 . 
reinforced with a steel collar AT ing chips rath than hne sawdust 
handled operating wrench is supplied Each tooth has been given greater 
hick. backing for extra strength All sizes 














blades, and that its 


: 
greater hook angle cuts faster, produc 


with cach ¢ pe oe: i 
Westcott Chuck Co., Inc , Oneida, for Models 6 4 , S00, 525 and § 


N. Y.—Industrial Distribution, Aug Skil Saws ire being stocked. 
195] Skilsaw Inc., Chicago, II].—Indus 


trial Distribution, Aug. 1951 











Chucks Saw Blad 
Specially Designed ae 


For Glass Working Made With Belt Strapper 


specially designed chuck for usc Chisel Teeth Combined With 


on glass working lathes in connection Ihe Skil Chiscl-Tooth blade, said Backstand Method 
with the manufacture of televisisn ~to be the first blade ever designed 
tubes has been developed. It can also — specifically for portable hand saw 
be used for other work that is handled — speeds and operating conditions, is 
n a glass working lathe. ‘The chucks now available for most Skil Models 
ire built to fit a certain specification; — It is claimed that the blade stays sharp 
for example, 3-jaw chucks for round up to 30 percent longer than regular Continued on page 138) 


Inside diameter grinding, polishing 
and deburring operations have been 
simplified, it is claimed, by adapting 
the Bchr-Manning backstind method 





Product Manufacture Product Manufacture 


Micrometer. ...The L. S. Starrett Co...... 132 Fasteners ....Square Tool & Die Co... . 





Panel Cutter ...-Boice-Crane Co.. 32 | Sander ... ........Porter-Cable Machine Co.. 


Casting Machine... .. . Federated Metals Div., Amer- Plier Grip. ..........Mathias Klein & Sons. ... 
ican Smelting & Refining 
; ; BE Siaecesenc Kindt-Collins Co. 


Saw Attachment. ..-Delta” Power Tool iv., Sump Pumps. The Deming Co.......... 


Rockwell Mfg. Co... 


Anti-Rust Paint Paint Corp. of America. . . 
Chucks .. .. «+ Westeott Chuck Co., Ine. ; 
Air Starters... . Ingersoll-Rand Co........ 
Saw Blade. .Skilsaw Ine. ; 
Sheaves Browning Mfg. Co. 
Belt: Strapper . Behr-Manning Corp. ; 
Chuck ... Ritmar Co. 
Wrench . .Tubing Appliance Co.. ‘ : 
Vises .... ......+-Columbian Vise & Mfg. Co. 
Centers .. .Gorham Tool Co.. 
Drill Tips... Carbol Dept. of General 
Belt Guards -. Benchmaster Mfg. Co. ” sa "Electeic ce. 5 picatiag 
Fork Trucks - Yale & Towne Mfg. Co. 


Router Bit..........New England Carbide Tool : 
Co.. Ine.. 14: Motor ; ..U. S. Electrical Motors. .. . 


Paints. ....... The T. H. Greenwood Co. . 





Air Filter. . ...Cambridge Corp. ..... Pedestal Press. 














INDUSTRIAL DISTRIBUTION © AUGUST, 








CHANCES are, every one of your customers 
uses chain. For nothing takes the place of chain 
in hundreds of jobs of holding . . 
hoisting. 


. hauling... 


You can get a big share of this profitable repeat 
business if you will just do two things: First, on 


Chain for every need... 


INDUSTRIAL. 


every call, check the uses to which your customer 
puts chain. Second, sell him Campbell Chain. 


Campbell makes chain for every need. And a 
Campbell Sales Representative will be glad to 
work with you to develop prospects into steady 
customers for chain. 


FARM. 


. MARINE... . AUTOMOTIVE 


CAMPBELL CHAIN Company 


MAIN OFFICE: YORK, PA. 
Factories: York, Pa., end West Burlington, lowa 


MAKERS OF FAMOUS CAMPBELL LUG-REINFORCED TIRE CHAINS 
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SERVING THE DISTRIBUTORS WHO SERVE INDUSTRY 


138 


° Our investigations show that, stock-wise, some 


distributors are in good shape for bolts, nuts and 
screws while others are definitely “short. 

If today you feel your stocks are adequate, we suggest 
you consider the question above and try to determine 
whether your present order position with your mill 
source will assure an adequate stock of bolts, nuts 


and screws six months hence. 


We at Lamson & Sessions are bending every effort 
to keep our distributors supplied, but under present 
circumstances it’s wise to ‘‘play safe’’ and order 


well ahead. 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio + Chicago + Birmingham 
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New Products 


(Starts on page 132) 














of coated abrasive belt finishing to the 
belt strapping unit. 

It is said to be easily set up with a 
polishing jack on motor drive and 
spring tension small backstand idler, 
reducing time required in ID finishing 
of such items as forged parachute 
hardware, scissor and tin shear eyes, 
surgical instruments, etc. 

No shut-down time is involved in 
threading the coated abrasive belt 
through the opening of the piece 
being finished, as the operator merely 
releases the belt tension with a foot 
treadle which allows for belt slippage 
at the drive units. 

Metalite Cloth abrasive belts, avail- 
able in grit ranges from very coarse to 
very fine produces finishes from rough 
removal of mold fins to extreme fine 
finishes required prior to plating. 

Behr-Manning Corp., Div. of Nor- 
tion Co., Troy, N. Y.—Industrial 
Distribution, Aug. 1951. 


Wrench 


Handles 64 
Socket Sizes 


This open end ratchet wrench is 
claimed to cover 64 socket sizes, and 
to do the work of an open end wrench, 
crescent wrench, box wrench, socket 
wrench, ratchet wrench, and crowfoot 
wrench. It can be used with a torque 
handle for torque rated fittings. With 
sockets from #% to 4-in. in size, the 
wrench is claimed to be versatile in 
operation. 

The open end of the wrench allows 























_ Its very appearance re- 
the wrench head and socket to fit on “° fleets ‘the unequalled 
to tubing and down on the fittings. 
The socket and ratchet ring revolve 
around the tube in tightening the this original Dixon prod- 
A r Whe Anis , nec 
fitting. When finished, the wrench net: Designed to fit 
is lifted from the fitting, the openings . 
on the head and socket are aligned, straight-end hose, and 
and the wrench is removed. furnished with super- 
According to the company, it is a aa am ; 
“universal” tool. strong Boss”’ Offset and 
Tubing Appliance Co., Los Angeles, Interlocking Clamps. 
Calif —Industrial Distribution, Aug 
1951. 


power and efliciency of 


Stocked by Manufacturers and Job 


bers of Mechanical Rubber Coods 


Centers 


Developed 
For Long Wear 


Wear and abrasion-resistant centers, —a OF 

said to outlast high speed and other 

alloy centers three to ten times before 

redressing becomes necessary, have 

been developed. ‘‘M-40-U,” a wear PRODUCERS © he Quality Tine © YGS PPLES * MENDERS 

and abrasion-resistant material, forms “BOSS” “GJ-BOSS” “DIXON” “KING” “AIR KING” “DIxX-LOCK” 
a core that is induction brazed into the pen ADELE te eG ie aaa aes 
steel shank of the center, after which ; : aoe ‘ 
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“Two Speed” 
Wydraulice Jacks 
25 TO 50 TONS 


Ball Bearing 
Journal Jacks 
15 TO 50 TONS 


There is a BUDA JACK 
for EVERY Lifting Job 


We'd recommend a low height ball 
bearing journal jack for this job. Con- 
ditions are made to order... mini- 
mum operating space and a heavy 
load to be handled with sure safety. 

You'll find prospects for Buda 
Lifting Jacks everywhere—in every 
industry and plant—regardless of 
size or product manufactured. Just 
mention BUDA jacks on every call. 
You'll sell jacks and turn a nice 
profit, besides giving your customer 
the best lifting jacks made. Write for 
new General Catalog No. 1515. The 
Buda Company, Harvey, Ill. 














t 


Jocks— 
15 te 75 tons 
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the entire center is finish ground. 
Thus, the wear material is always sup- 
ported by the tough shank steel 
throughout the life of the center. 
These centers require only a cleanup 
grind when wear finally occurs, and 
hundreds of cleanup grinds can be 
made, it is claimed, without loss of 
wear-resistant properties, since the 
alloy is actually a deep core. 

The centers and half-centers are 
available with Morse, Jarno or Brown 
and Sharpe taper shanks, in lengths 
from 3% through 123-in. 

Gorham Tool Co., Detroit, Mich. 

Industrial Distribution, Aug. 1951. 


Ais 


Belt Guards 














Three Sizes 
Insure Extra Safety 


A new series of belt guards in three 
sizes are especially designed for use 
with the Benchmaster l-ton, 4-ton 
standard 4-ton deep throat and 74 ton 
punch presses. The belt guards are 
equipped with suitable mounting 
brackets for use on respective presses 
and insure extra operator safety. 

An additional Benchmaster product 
is the newly designed cast iron legs. 
These may be used with both 4-ton 
presses and the 74-ton press illustrated. 
Wide spacing of feet insures stability. 
Legs are equipped with a pedal which 
connects to the clutch for convenient 
foot control. 

Benchmaster Mfg. Co., Los Angeles, 
Calif—Industrial Distribution, Aug. 
1951. 





THERE’S EXTRA SALES- 
IN THE QUAKER [ —_ 


QUAKER * 


wy LTIWG..-WOSE..-PACKINS % 


PRODUCTS . - - that are pre-tested for top quality and per- 
formance-proved for peak production at low cost. Quaker's 
quality line includes flat transmission and conveyor belting. 
V-belting, hose. packings and moulded products. And 
Quaker makes them all in various sizes, styles and materials. 


PROMOTION . - . that includes fact-filled catalogs. technical 
booklets and folders to help your men close the sale. Millions 
EVERYTHING TO HELP you SELL of selling contacts through advertising campaigns in techni- 
cal and business publications . - - plus a tremendous direct 
mail program to build sales leads for you- 





: Helpful catalogs, folders, direct mail pieces to help 
build goodwill for you when you sell Quaker products. 
Write for material today. SERVICE . - - 9 close as your phone. Your assurance of 
prompt deliveries and expert technical sales advice when 
and where you need it. 


Line up with the Quaker Line - - - put extra sales-power to 
work for you. 








QUAKER 122 corrorsnon # 


K. 
PENNA  . PORTER COMPANY, INC 
NCHES IN PRI ; 
‘ NCIPAL 


P 
HILADELPHIA 24 





Eatéer to identify sce new the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Ea die to handle Pheoll products are 
packed in sturdy boxes that won't “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Ea die’ to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 
money makers because they're easy to sell. 
They’re fast movers. They repeat because they're 
made to build your business. Our reputation is 
your guarantee. 

or 


Reoll business builders 


t*Machine Ser, Machi 
e ne Bolt: 
[ "Wood Screws Carriage Bolts 
“ eet Metal Screws Bre. Bolts 
Sap Screws Tass Washers 
uare Head Set Sc N 
Headies Tews » 
Socket Set escrow oelaching Screw Nuts 
Socket Head Can’ saemi-Finished Nuts 
*Thumd Screws? "5 “Cap yuu’ 
uts 
Knurled a «a 


T*Stove Bolts | 


*Threaded Rods 
[Slotted and Phitlins Rec 
‘Steel and Brass ‘essed Head; 


os ra 


eked. 


a Write, wire or phone 
CA 





SCREWS e BOLTS 











Fork Trucks 


Spark Enclosed 
For Safety 


Yale gasoline fork trucks are now 
available in spark-enclosed models, d¢ 
signed to provide maximum safety 
operation in gas and dust laden areas 
The protection has been accomplished 
by shielding the electrical equipment 
against sparking, by providing a watet 
type exhaust manifold, by providing a 
water cooled muffler, and by using 
static conductive tires. ‘Trucks so 
equipped will not readily be a source 
of ignition of any vapor duce to elec- 
trical sparks, it is claimed, or hot metal 
surfaces, exhaust gases, or backfires. 

The Yale & Towne Mfg. Co., Phila. 
Div., Philadelphia, Pa.— Industrial 
Distribution, Aug. 1951. 





fon vs Kouler 


CARBIDE TIPPED BIT 
FOR 
WOOD AND PLASTIC 














Router Bit 


Carbide Tipped; 
For Wood, Plastic 


The Cyclo-Router Carbide Tipped 


Bit is designed for wood, plastic and } 
similar materials. It is made in 4, 2% | 


and 4-in. diameters for portable elec- 
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Take one order for a ‘Tugit’ Hoist and 
you'll really know how much this gen- 
eral purpose tool is wanted. 


‘Tugit’ is a portable tool for lifting, 
pulling and tightening jobs. It’s lever- 
operated, built like a hoist — with 
gearing, load brake, and anti-friction 
bearings instead of the usual ratchet 
lever and pawl. Light, portable, easy 
to use at any angle, ‘Tugit’ Hoists ore 
particularly useful in handling close- 
quarter jobs in double-quick time. 


in plants, on power company lines, on 
road construction jobs, on farms — wher- 
ever machinery is moved or dismantied, 
wires are stretched, fences erected, and 
pipe lines and cables laid, ‘Tugit’ is the 
muscle saver that speeds work and cuts 
costs. 


‘Tugit’ is small in size, powerful in 
action. One or two-ton size, there's 
space for it in any tool box. The 
molded grip on the 12-inch handle as- 
sures a firm hold — and the handle 
can’t kick back and cause injury. 


‘Tugit’ Hoists are a “natural” for so 
many jobs, that selling it is no prob- 
lem. Go after an order and convince 
yourself. If you need more copies of 
Bulletin ‘Tugit’ No. 388, to help you sell, 
write for a supply. 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

uilders of ‘Shaw-Box'’ Cranes, ‘Budgit’ and 
“Load Lifter’ Hoists and other lifting specialties. 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, 
‘Consolidated’ Safety and Relief Valves, ‘Amer 
ican’ Industrial and ‘Microsen’ Electrical 
Instruments 











PROFITABLE FRANCHISES 
AVAILABLE : 


... for the distribution of disposable rock bits 


THE PRODUCTS 


® one-pass rock bits, so inexpensive 
they're thrown away instead of 
resharpened. 





®@ bit sizes from 
1Y%4” to 15%” with 7%” dia. sockets 
1’ to 2 Ve” with 1” dia. sockets 
1%” to 2%” with 14%4”’ dia. sockets 


THE USES 


@ drilling roof-suspension bolt-holes 
in coal mines 

® quarrying 

® open-pit mining 

® metal mining 

® non-metal mining 

® multiple (wagon) drilling 

® road-building; heavy construction 





THE USER ADVANTAGES 


®@ faster drilling, easier drill- steel 
preparation 

® lower cost per foot of hole 

e longer bit life, longer drill-steel life 

® smooth, clean holes—less dust fines 

® elimination of bit sharpening 

@ reduces drill bit inventory, and over- 
all cost of drill-steel 

® elimination of upsetting on drill-steel 
increases space for chip removal 
and minimizes stuck steel in hole 





THE MANUFACTURER 


@ disposable rock bits are made in a 
new plant fully equipped with modern 
production machinery. This plant is 
located near Pittsburgh where raw 
materials are readily available and 
transportation facilities will permit 
quick shipment of rock bits by the keg 
or the carload. 


THE DISTRIBUTOR FRANCHISES 


1 Profitable exclusive franchises are available 
* to distributors serving the coal mining, quarry- 
ing, metal and non-metal mining industries, 
road-building and heavy construction fields. 


These franchises will cover rock bits, drill 
rods, and bit knock-off tools. 


The manufacturer will furnish full support 


with— 


® advertising 
® promotion 


® bulletins 


® exhibits 
® publicity 
®@ direct-mail 


4 Write, wire or phone for full details on terri- 
* tories and exclusive franchise arrangements 
to Mr. Will Knepshield 


DRILL BIT AND TOOL COMPANY 


NINTH & BINGHAM STREETS, PITTSBURGH 3, PA. 


MAKERS OF THE ghefUlloyoVVHiV Hila BIT 
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rk bench 
ay sah 


WITH Eel al SD 
TRISTAND 
Pipe Vises 


Trays available’ 
for your present 
Tristand. 


That tool tray 
feature gets 


customers for you! 


@ Your customers see it’s right there when they need it —the handy 
work bench built into every Tristand. New tray keeps tools at 
fingertips—less stooping, easier work. Tray makes Tristand rigid 
—won’t fold up in use. Legs have rubber feet to prevent travel. 
LonGrip tool-steel jaws won’t slip, won’t mar polished pipe and 
tubing. Yoke vise, 2'4”’ capacity; chain vise, 4’’. You'll like the 
profits you make selling these new work-saver RI@QID Tristands. 
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tric routers with standard 4-in. shank. 
These same sizes and large diameters 
will be made with standard 4-in. 
shanks for production router machines. 
The bits are said to be especially 
effective when used to cut glued lami- 
nated sections of wood or glued lami- 
nated sections of wood and plastic. 
New England Carbide Tool Co., 
Inc., Cambridge, Mass.—Industrial 
Distribution, Aug. 1951. 











Air Filter 


Cleans Air 
99.98 Percent 


An absolute air filter is claimed to 
be capable of removing better that 
99.98 percent of all dust, smoke, 
fumes, radioactive particles, spores and 
other microscopic foreign matter from 
the air. 

It is claimed to be especially appli- 
cable wherever absolutely clean air is 
needed for processing, or where toxic 
or radioactive fumes or dust must be 
prevented from escaping to the atmo- 
sphere or from entering working areas 
or shelters. 

It is being manufactured in two 
standard sizes with rated capacities of 
500 and 850 cubic ft. of air per min- 
ute. Individual units may be arranged 
in multiple banks of filters in built-up 
ventilating or exhaust systems or 
central station air conditioning §sys- 
tems to handle any desired amount of 
air. 

Cambridge Corp., Syracuse, N. Y. 

-Industrial Distribution, Aug. 1951. 


Fasteners 


Expansion, 

Sleeve-Type 

A new one-man expansion sleeve 
type fastener eliminates the nut of the 
conventional bolt and nut. The bolt is 
inserted in the hole and a pneumatic 





If you want VALVES / 
that REALLY SELI yw 


ace 


VALVES 


Increased Sales 
means 
Increased Profits 


R-PaC’s Complete Line 

—continuously expanding—expands your selling market. THIS AD, 
and others, 
appear regularly in 
Chemical Engineering 
R-Pa.C’s Field Assistance Heating, Piping and 


—engineering and sales—helps you sell more. Air Conditioning 


Mill & Factory 
R-Pa.C’s Monthly Advertisements Oil & Gas Journal 


R-PaC’s Descriptive Literature 
—colorful, attractive—makes your selling easier. 


—reprinted for distributor mailing—increase your sales potential. Power 
; Operating Engineer 
R-P&C’s Unexcelled Quality Petroleum filiaar 
Petroleum Engineer 


ASK the R-P&aC District Office nearest you for full details ee - 


—means continuing sales and profits for you. 


of Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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CHICAGO WHEEL 








tool drives it through the sleeve and 
expands 6 prongs at the bottom of the 
sleeve. The bolt head automatically 
countersinks itself below the wood sur- 
face, eliminating the possibility of 
tipping and tearing materials, when 
passing over exposed bolt heads. 

Fastener is made in sizes from } to 
l-in. diameter; lengths from 1-in. up, 
and with hex, square, round, flat or 
slotted heads. 

Square Tool & Die Co., Chicago 
Drillet Div., Chicago, Il—Industrial 
Distribution, Aug. 1951. 


5 





Ask any Industrial Distributor who sells Chicago Wheel products, and 
he'll tell you that, year-in year-out, it’s the top abrasive specialty 
line for him. His profit margin is larger and fully protected, and he’s 
never stuck with stock obsolescence or slow turnover. The Chicago 
Wheel line, moreover, is non-competitive on many items. And it’s 
backed by hard hitting, consistent national advertising, helping to 
boost the fastest growing company in the abrasive industry. If you 
are not satisfied with your present connection . . . if you want to 
get aboard a real money-maker . . . don’t delay . . . find out today why 
CHICAGO WHEEL is a Peach of a Deal! 


MOUNTED WHEELS 2m GRINDING WHEEL 


First —Foremost—and Wide range of sizes, 


tionally advertised . . . 


Finest! The fastest 
turnover and the big- 
gest profit line in the 
abrasive field. Mini- 
mum space require- 
ments . . . low stock 
investment. .. higher 
profits. 


shapes and specifica- 
tions for every port- 
able tool operation. 
The outstanding line 
from both quality and 
profit factors. Tops in 
internal grinding. 


HANDEE —Tool of 1001 Uses. Top quality hand tools for shop and home use. Na- 
nationally known. Ideal for pattern and die shop work. 
Complete range of models and styles . . . plus line of more than 500 accessories for 
steady, repeat business. 
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Sander 


Heavy-Duty 
2 H P Motor 


\ new floor machine has been 
developed from Porter-Cable’s _ pre- 
war sander, the F-87. The new Model 
504 combines the features of the 
former with such features as a heavy- 
duty 2 hp motor, interchangeable 
drum cover, and a large powerful fan 
which is claimed to pick up 97 per- 
cent of the dust. 

A clean-out hole at the bottom of 
the machine traps pieces of sandpaper, 
nails and other foreign objects before 
they reach the fan. Such material can 
be removed without tipping the ma- 
chine or disassembling the chassis. 





A special drum pressure control 
enables the operator to select any one 
of five stages of cutting pressure. The 
drum pressure control equalizes the 
wear of the abrasive paper which re- 
sults in approximately 30 percent 
more work per sheet. 

Although it weighs 241 Ib., the 
manufacturer claims it will respond 
instantly to the hand and will turn 
in a tight 3-ft. circle. 

The Porter-Cable Machine Co., 
Syracuse, N. Y.—Industrial Distribu- 
tion, Aug. 1951. 


Plier Grip 


Plastic Cover 
In 3 Sizes 


Mathias Klein & Sons is offering 
a plastic cover that slips on plier han- 
dles to provide a firm, non-skid grip. 
I'he covers are of transparent plastic 
in bright maroon and available in 3 
sizes: No. 60 to fit 6-in. pliers, No. 70 
to fit 7-in. pliers, and No. 89 to fit 
8 or 9-in. pliers. 

The flexibility of the material per 
mits it to conform to the shape of any 
side-cutting plier handle. 

Mathias Klein @& Sons, Chicago, 
Ill. — Industrial Distribution, Aug. 
1951 


Sander 


Tilting Spindle 

Allows Horizontal Work 

The new Kindt-Collins Master spin- 
dle sander and grinder is said to be 


the only spindle sander and grinder 
of its type that has a tilting spindle 


rather than a tilting table. The Master | 


Sales keep coming! 


BEALL nationally advertised, time-proven helical 
Spring Washers are used by the millions by indus- 
try and railroads. They keep bolted assemblies 
tight... permanently tight. 


BEALL Spring Washers—for 30 years—have been 

precision made to the exact dimensional standards 

of the American Standards Association and are 

available in all sizes and metals. Packed in car- Packed in 
tons, kegs and cases. 


SPRING WASHER SPECIALISTS for 30 Years 


BEALL TOOL DIVISION «1 wseaxo x co 


160 Shamrock St. « East Alton, Ill. 
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Threadwel 
Tools do 


THREADWELL 
SALES TOOLS..- 
Requestfully Yours 


Our new “Service Campaign” of informative Cutting 


Tool Reference Charts* has got us og x ted 
ing in trom 
ith the requests that are com! ; 
py at of cutting tools. These men are all acer 
trial Supply Distributor customers. They con = a4 
thing when they see it. Do you? We Il be gla 
you the Threadwell story. 


i i talwork 
*Appearing monthly in leading metalw 


Thread 


THREADWELL TAP & DIE CO. GREENFIELD, MASS. 


ing and industrial publications. 
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spindle can be used oscillating or non- 
oscillating, can be tilted from 0 to 
+5 degrees by a worm and gear unit, 
and can be securely locked in place at 
any desired position. 

Another feature is the core box at- 
tachment, which is said to produce 
straight and tapered coreboxes me- 
chanically, eliminating handwork and 
reducing work time. 

Other features are a lighted peri- 
scope for reading of settings; a 2 hp 
constant hp motor, with choice of 
2000 and 4000 rpm speeds; adapt- 
ability of abrasive sleeves from } to 
4-in. in diameter, and 6 to 1]-in. in 
length; also grinding wheels up to 
5-in. diameter and 5-in. high. A built- 
in safety device prevents use of the 
high speed with large diameter units. 
Machine may be used on wood, metal 
and plastics. 

Kindt-Collins Co., Cleveland, Ohio 
—Industrial Distribution, Aug. 1951. 


Sump Pumps 


New Line 
Of Vertical Pumps 


A new line of vertical sump pumps 
consists of four basic units, identified 
as Figures 4610, 4630, and 4640, are 
made in a range of sizes from 1 to 
10-in. discharge with capacities from 
10 to 3000 gpm and heads-up to 140 
ft. 

Pumps are regularly equipped with 
standard fluid ends but can be fur- 
nished with fluid ends for handling 
sewage in the 2, 3 and 4-in. discharge 
sizes. 

Pumps are furnished with electric 
motors from 4 to 75 hp or for steam 
turbine drive. Motor mounting is 
regularly designed for standard NEMA 
type “C” flange but the pumps can 
be furnished with adapter flange for 
other types of motor mounting 
brackets at extra cost. 

Features include heavy-duty con- 
struction, close tolerance dowel ring 
fits from motor to impeller, and the 





For thousands of years 
Orientals have known ramie 
as the long-lasting fiber... 





Now... Johns-Manville 
makes ramie fiber into 
the long-lasting packing... 








That’s why AVALON cuts packing costs 


Tr you NEED A PACKING for recipro- 
cating service that can take punish- 
ment and /as¢ .. . against fresh or salt 
water, brine, cold oil, and other cold 
liquids . .. try Navalon. 

Navalon’s long-lasting properties 
are inherited directly from ramie—a 
fiber that has been known for thou- 
sands of years for its strength and its 
rot-resisting qualities. 

Because these long-lasting quali- 
ties of ramie — its high tensile 
strength and its rot-resistance— have 
been retained in Navalon, and be- 
cause of a special Johns-Manville 
process that imparts unique lubricat- 


Johns-Manville 


PACKINGS & GASKETS 
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ing properties, Navalon is consist. 
ently outperforming other packings 
in cold liquid service. In plant after 
plant, Navalon is standing up where 
other packings fail... reducing 
down time...and cutting packing 
costs to the bone! 

If you have a tough packing prob- 
lem, we suggest that you try Navalon, 


You t it through your local 
packi ib r if you would 
ike furth€r det ite for folder 


. a 





ON THE JOB... 
in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 

Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent's own heat treating division— 
one of the three largest in the country. 

Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 

Why not stock Vincent Dressers and Cutters yourselves . . . they’re 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pany, 2424 Bellevue Avenue, Detroit 7, Michigan. 


SINCE 1909 


Designed — Built — Merchandised 
to do a better job...for the user—for you 


Producers of + HSS TOOL BITS * CONICAL CUTTERS AND HOLDERS + DIAMOND 
DRESSING TOOLS + TUBE CLEANER CUTTERS + HIGHWAY SURFACER CUTTERS 
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| positive alignment of all rotating and 


guide bearing parts. Column pipe 
connections are flanged and bolted for 
easy maintenance. 

Shaft is SAE 1040 steel with preci 
sion straightness, close tolerance and 
hard stainless sleeve through bottom 
guide bearing and motor support shaft 
seal assembly. 

The Deming Co., Salem, Ohio 

-Industrial Distribution, Aug. 1951. 
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« PTAPIOD 
Sy nti-ryse paint 


| 
\ MO Con ronang . aware" 
} rhe 


Anti-Rust Paint 


Can Be Applied 
Over Rust 


A new penetrating and sealing anti- 
rust paint, PCA-100, can be applied 
right over rusted surfaces. Suitable for 
interior and exterior use, the new 
paint is reputed to be equally effec- 
tive in preventing rust on new metal 
or stopping rust action on rusted 
metal. 

PCA-100 can be applied right over 
rust without extensive surface prepara- 
tion such as wire brushing, scraping 
or sand blasting. It is suitable for 
either brush or spray application. 

PCA-100 is furnished in black only, 
and, due to its penetrating characteris- 
tics should be used solely as a “finish” 
coat. A companion product, PCA-101 
is a clear paint, equally effective for 
rust prevention, and can be painted 
over with any standard paint of any 
color. 

Paint Corp. of America, Cleveland, 
Ohio—Industrial Distribution, Aug. 
1951. 


Air Starters 


Two Sizes, 
Small, Compact 


Two new air starting motors for 
cranking gasoline and diesel engines 





are designed for cranking engines with 
piston displacements up to more than 
3500 cubic in. Although normally 
operated by compressed air, they are 
also suitable for operation on natural 
gas where available at sufficient pres 
sure. 

Said to be smaller and more com- 
pact than equivalent electric starters, 
these air starters give reliable starting 
at all times. ‘They climinate 
the necessity ot generators, banks of 
storage batteries, and the costs of bat 
tery maintenance and replacement. 
They are not affected by climatic 
conditions, it is said. 

An additional advantage is case of 
installation. According o the manu 
facturer, construction is so simple 
that any mechanic familiar with in 
ternal combustion engine mainte 
nance can service the air starting 
motor 

Ihe starters are available in two 
sizes; the Size 9 BM, which develops 
up to 16 hp and requires approxi 
mately 7 cu. ft. of air per start; and 
the Size 20 BM, which develops up 
to 41 hp and requircs approximately 
16 cu. ft. of air per start. The smaller 


SCTV1ICC 





size weighs 40 Ib., the larger, 103 Ib. 
Ingersoll-Rand Co., New York 
Industrial Distribution, Aug. 1951. 


Sheaves 


Equipped With 
Unbreakable Bushings | 
| ized steel spiral to counteract ex- 


Browning Gripbelt sheaves are now 
being equipped with malleable iron 
bushings, which are claimed to clim- | 
inate breakage. ‘The bushings, al 
though equipped with internal and 
external keys, because of split taper 
compression design have such a tre 
mendous holding power that they may 
be used satisfactorily without drive 
key. ‘This eliminates the necessity of 
cutting keyways in shafts. 


The external key, it is claimed, adds | 


to ease of assembly. It takes only 
ten seconds to assemble the bushing 


in the average Browning Sheave. No | 


special tools are required for assembly. 


Browning Mfg. Co., Maysville, Ky. | 


—Industrial Distribution, Aug. 1951. 


| terior 


Because they are built to assure far 
greater resistance to all fatique and 
failure factors than conventional 
hose can provide, MULCONROY 
Special Hose Constructions find a 
ready market in virtually every in- 
dustry. Their successful use under 


severest service conditions estab- 


lishes a sound basis for repeat busi- 


S"DYNAFLEX” 
SPRAY HOSE 


STYLE 904 


AY Designed to give greater efficiency, 


“DYNAFLEX” Spray Hose is typi- 
cal of the entire MULCONROY 
line in the way it stands up 
longer on the toughest assign- 
ments. The special rubber com- 
pound tube, securely vulcanized 
to the strong duck carcass, will not 
swell, peel or buckle. The galvan- 
ized steel wire braid cover is sur- 
rounded by a half-round galvan- 


wear and lend added 
strength to the hose. Sizes %” to 
¥%,"", inclusive. 

* * + 


Write for literature describing the 
MULCONROY line and its advan- 


| tages to the user and to you. The mar- 


ket for these special hose construc- 


tions is growing! 


“MULCONROY Sia2u.... 
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safety and economy in paint, white 
wash, chemical and insecticide spray 
ing. Combines light weight and ex 
ireme flexibility with armored resist 
ance to high pressure and hard wear, 





Chuck 


For Angle 
And Snake Drilling 


The new Ritmar chuck for angle 
and snake drilling consists of two 
pieces: the chuck, slotted to grip the 
drill and having two protrusions that 
prevent drill from turning, and the 
chuck lock adaptor, with female 
threads at one end that fit the chuck 
to lock drill in place. 

These chucks are manufactured for 
broken drills or regular drills with 
short shanks. When the drill breaks, 
the broken portion with the point can 
be used over again. It is said that this 
procedure can be repeated at least two 
or three times before the drill becomes 
too short. 

' ; Ritmar Co., Huntington, N.Y.— 
e Cleveland Prog | Industrial Distribution, Aug. 1951. 
ve the confide : 
poe and users on, 
here—have earned their — val 
bo ati products chet seat aad 
, stre 
highest stand ecialization in the 
— os Cap Screws, Set _— 
mai Milled Studs in an — 
aed . range of sizes assures _— 
quality in product and service. 


MPANY 
THE CLEVELAND CAP — ot 
t 79th Street, Clev York 
eerie Chicago, Philadelphia, New °° 
ses ‘ond Providence 





Warehou 

















Vises 


With New Type 
Thrust Bearing 


cartons An improved line of Columbian 
malleable iron machinists’ vises is now 

6 being produced. An outstanding fea- 
ture claimed is use of a new type 
graphite-bronze self-lubricating thrust 
bearing located at the front of the 
sliding jaw. This absorbs thrust of the 
steel screw head, and provides easy 


Reinforced 


TINS 
cr STU 
tu 


Clear 


easy-to-read 


labels and positive operation, at the same 

time preventing wear and eliminating 
“end play.” ‘The manufacturer states 
that, because of this bearing, the vises 
can be pulled up tighter and held 


, 
ee : | Also packed more securely with less pressure. 
: 


4 Another feature consists of steel ball 


in bulk handle ends forged from the handle 
# Ne 


j stock itself. The vises are made in all 


standard sizes—3 to 8-in. jaw widths. 
C LEVE LA N D FA STE N t RS The “‘sledge-tested” malleable iron 
Gp castings are guaranteed unbreakable. 


~ Hardened tool steel jaw faces of “T” 

> Ng] ae section design are pinned into the cast- 
4 ings so they cannot come loose in 

//, | i use, but can be easily replaced if 


S = chipped or worn. 
\)yudLe The Columbian Vise & Mfg. Co., 
Winu2= Cleveland, Ohio—Industrial Distribu- 
tion, Aug. 1951. 


. i nd 
a a LS 
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Drill Tips 


Carbide Tipped 
For Cast Iron 


A line of standardized twist drill 
tips for cast iron drilling has been 
added to the line of blanks carried by 
Carboloy. 

Standard tips, ranging in size from 
4 through l-in. (nominal diameter) 
in fs-in. steps are of grade 44A. 

When twist drills are tipped with 
carbide in this manner, according to 
the manufacturer, rate of drill pene 
tration can be doubled and still obtain 
a life of 3 or 4 times that of the un 
tipped drill. When operated at the 
same speed as steel twist drills, the 
tipped drills give around 10 times the 
tool life, according to field reports. 

Carboloy Dept. of General Electric 


Co., Detroit, Mich.—Industrial Dis- 


tribution, Aug. 1951. 


Paints 


Three Types 
Of Aluminum 


A new line of aluminum paints has 
been announced under the brand 
name “Perma-Krome.” ‘The line in- 
cludes three types: aluminum metal & 
masonry paint, for metal and other 
hard surfaces; aluminum house paint, 
for weather-exposed wood; and alumi- 
num enamel, for interior decoration 
and heated surfaces. 

All three types are made with “pol- 
ished pigments” to give a plated effect. 


They are produced in accordance 
with the Aluminum Co. of America’s 
specifications. 

The T. H. Greenwood Co., North 
Hills, Pa.—JIndustrial Distribution, 
Aug. 1951. 


Motor 
Twin Pinion 
Syncrogear 


A new principle in geared motors 
has been developed in the Type GL 


Synchrogear. By using two secondary 

















Get TWICE the value 
or your steam trap dollar! 








Just as the self-starter revolutionized the —_ ps Ba ttt 
automobile, so Clark Duo-Step Leverage is 
changing old-fashioned ideas about steam 
trap efficiency. SteP / 
Field and laboratory tests prove that Clark 
DUO-STEP Steam Traps more than double cracks 


orifice 


Stel 


opens 
orifice 
completely 


the drainage capacity of ordinary inverted 
bucket traps. 


Ask your Clark representative for a demon- 
stration on your steam lines—or write us for 
complete information. 


THE CLARK MANUFACTURING COMPANY 
1844 East 38th St. e Cleveland 14, Ohio 


a a . 
THE HOME OF DUO STEP Leverace 


The complete line of dependable fluid controls 
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pinions to drive the output gear, the 
effective torque rating of a conven- 
tional single pinion and gear unit has 
been doubled, it is claimed. 
Incorporating the use of a splined 
herringbone pinion to equally divide 
the load between the two secondary 
pinions, the T'ype GL Syncrogear pro 
duces high torque at low speeds 
while occupying only a fraction of the 


the finest thing of its kind... space required of a conventional drive. 


Available with ratings of 5 to 25 
hp and with speeds from 30 to 84 rpm, : 
the type GL has the advanced fea 4 
tures, according to the manufacturer, 
of asbestos-protected windings, nor 
malized castings, solid centricast ro 
tors and Lubriflush lubrication. 

U. S. Electrical Motors, Inc., Los 
Angeles, Calif —Industrial Distribu- 
tion, Aug. 1951. 
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ANGE Gs 4, 


Look at the sales features of these unique stand- 
ardized right-angle bevel gear drives: 


Have the capacity of equipment many times their size and 
weight 
Suitable for manual or power-operated systems 


High load capacity, long service life, and neat appearance in 
a compact design 


Two basic models meet requirements of almost all applications 


Ratios 1:1 and 2:1 in 1/3 hp and 1:1 in 1 hp at 1,800 rpm 
with static torque of 250 and 750 in. lbs. respectively. 














Precision built, and proved in the field. Pedestal Press 


For Power-Twin 


PACKAGED ONE TO A BOX... Hydraulic Ram 


CLEARLY MARKED FOR 

EASY STOCKROOM SELECTION 
WE INVITE INQUIRIES 
from interested distributors 
who will carry adequate stock 
to service customers. 


A new pedestal press for use with 
the Power-I'win Hydraulic Puller the 
OTC Y-102 is said to be portable 
ind compact, the base being only 20 

v 21-in. 

It is designed for use with the 174 
ton ram. The OTC Y-102 includes 
the pedestal and press frame. 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, Aug. 








a ee 1951 
. LIRBODMNE z Quickly switching a lagging sales 
talk to some pointed interests in the 
ACCESSORIES CORPORATION prcspcct’s own problems is the alert 
salesman’s way of sparring for a bet- 
1414 CHESTNUT AVENUE « HILLSIDE 5, NEW JERSEY ter opening than the exit gate. 


Frank B. Godley 





154 INDUSTRIAL DISTRIBUTION © AUGUST, 1951 









This man... 


HELPS YOU 
Vina cosTs! 


Availability is worth money to 


Cost reductions, increased profits made possible by ne ings 
become effective only when the new things are in your plant. 
There is a man in your market who makes it his business 

to learn all about, and to procure, the new things 

developed for production and maintenance operations. 

He enables you to see the new product, tool or machine 

and to know exactly what it will do before you buy. 

He will take it off his floor or out of his great stock and transport 
it to your plant the same day you decide that you want it. 
Availability is his specialty. 











ee 




















- \ Th 
3! ere are approximately 2000 
“this man’ is an industrial distributor or a i induserial Distribucors serving 
specialist in certain industrial items. You will ‘ every industrial section of the 
find him listed in the classified section of your ' United States. In 1948 their 
h aeiioes likel lal total sales were more than 
telephone boo! most likely under the ea ing H $3,000,000,000. They carry an 
Bars, bronze or Bearings, bronze. If he is the average inventory of $500,- 
leading distributor, he almost certainly is the 000,000, turn their stocks 5 to 


6 times per year, fill 200,000 
orders per day, have 12,000 
outside salesmen and engi- 
neers, 10,000 inside telephone 
order onpetioets. operate 
8000 truc delivering mer- 


Bunting Distributor. He carries in stock for your 
money saving convenience Bunting Standard 
Stock Industrial Bearings, Electric Motor Bear- 
ings, and Precision Bronze Bars—ask him for 





m catalog chandise on which their 
average net profit is .0292 
cents per dollar of sales. 

Pe — . TLS —_ —— 
“$F eee es 





Bu nting 


. BRONZE BEARINGS - BUSHINGS - PRECISION BRONZE BARS 
a at ile Sch ral Aivew 





THE BUNTING BRASS & BRONZE CO., TOLEDO 9, OHIO 


Copyright 1950 By The Bunting Brass & Bronze Company, Toledo, Ohio 
No. 4 of a series — As advertised in Factory M t and Maint * Steel + Machinery \ 
American Machinist + iron Age « Mill and Factory « Southern Power and Industry * Industrial Distribution 
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@ SureRDurty 


PORTABLE ELECTRIC DRILLS 


For Production—Maintenance—Construction Work 


(Git _ also Superduty 3g” and 34” Drills 


An Opportunity for Easier Sales— 
MORE PROFITS 


Advertisements in leading industry and business magazines are now 
telling the SUPERDUTY story to your customers and prospects. Get 
details NOW! Ask about SuPpERDUTY’s attractive distributor pro- 
posal. Be set for your share of easier sales . . . more profits. 


PORTABLE ELectric TOOLS, INC. 


341 West 83rd Street, Chicago 20, Illinois 
In Canada: 369 Danforth Road, Toronto 13, Ontario 


SUPER DUTY Portable Electric Drills 








for Production © Maintenance * Constriction Work 
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We Saved $10,000 


(Starts on page 84) 





are integrated into the accounting op- 
eration. The important thing about 
an accounts receivable record is not 
just to provide a record. That can 
be kept on wrapping paper or old 
envelopes. It is to provide a simpli- 
fied method of operation to cut down 
on clerical cost and to make it easy 
to authorize credit and collect. That 
is what this system does. 

A pocket “home” for each account 
is provided in a fireproof desk, and 
each account is visibly indexed for 
fast filing and reference. We have a 
credit history card in each pocket. 
On this card we can maintain a sum- 
marized history of all important 
credit matters for a period of 12 years 
on each side. 

“Posting” of charges consists sim- 
ply of dropping invoices into the 
pockets. If no other invoices are in 
the pocket, the girl sets a signal over 
the month the invoice is dated. This 
signal is visible on each account as 
soon as the desk drawer is opened. 

If an invoice is already in the 
pocket, the signal will already be set 
to show the date of the oldest charge. 
These signals, then, automatically age 
the accounts. As time passes, de- 
linquent accounts stand out like sore 
thumbs, and the girls send out their 
follow-up letters on a regular schedule. 
First Follow-Up 

Our first follow-up is to send a 
statement. It is a very simple state- 
ment, prepared on an adding machine. 
We do not list dates or invoice num- 
bers. We just list the amounts of 
all current invoices, take a subtotal, 
list the amounts of past due invoices, 
and take a total. The girls then pen 
in the months of the past due in- 
voices. 

When an invoice is paid, it is re- 
moved and date stamped PAID. The 
signal is then moved back to the neu- 
tral position if there is no other in- 
voice, or moved to the date of the 
now oldest invoice. 

Three invoice-sized forms cover par- 
tial payments, overpayments, and un- 
authorized deductions taken by cus- 
tomers on invoices. If a customer 
makes a partial payment, the amount 
is typed on the form, together with 
the number of the invoice toward 
which it is to be applied. One copy 
goes to the customer, and another 
copy is attached to the invoice copy 
in the customer’s account pocket. 

The same procedure is followed 








le FEWER TEETH ei 

* QUIET IN OPERATION 

* LESS POWER REQUIRED 
* MINIMIZED KICK-BACK 


bl. 
‘SIMONDS 


NEW DESIGN 


EASY-CUT 
SAW 


This new saw design has only 8 or 12 teeth instead of 
the usual 36 to 100. And it has something else, too...a 
plate of Simonds Steel finished to a super-smooth surface 
that banishes friction and reduces pickup of pitch and gum. 
What's more, each saw is accurately toothed, carefully 
sharpened and expertly fitted to give top cutting effi- 
ciency. So sell Simonds “Easy-Cut” Saws for ripping, cut-off 
or combination work on table or radial-arm machines. 


Solid-Tooth or Carbide-Tipped 
8 or 12 Teeth to the Saw 
6” to 16” in Diameter 


SIMONDS 


SAW AND STEEL CO. 


j —_— 


Branch Offices in Boston, Chicago, 
San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que. 
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SHAKEPROO »F 


THIS COMPLETE - 
LINE WILL — 


SHAKEPRC 


OCK WASHERS 


INCREASE YOUR SLES / 


SHAKEPROOF 
SPEED NUTS 


KUTS 
SELF LOCKING NUTS 


SHAKEPROOF 
ENGINEERED FASTEMINGS 


MOST COMPLETE . .. in addition to the fastenings 
shown above, the Shakeproof line includes hundreds of 
specially engineered devices to meet nearly every 
assembly need. 


NATIONALLY ADVERTISED .. . backed by consistent 


color insertions in THE SATURDAY EVENING POST, 
BUSINESS WEEK, and leading trade publications. 


USED BY THE BILLIONS .. . by leading manufacturers 
in the mass-assembly industries, proof of acceptance that 
* will mean extra sales for you. 
Take advantage of the tremendous merchandising opportunities in Shakeproof 
ENGINEERED Fastenings. Their exclusive cost saving and quality feotures make 


every manufacturer of an assembled metal product a ‘‘live’’ prospect! 
SELL SHAKEPROOF ON EVERY CALL! 


A DIVISION OF ILLINOIS TOOL WORKS 
2501 North Keeler Avenue © Chicago 39, Illinois 
In Canada: Canada Illinois Tools Ltd., Toronto, Ontario 


gso"lt7, 
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with overpayments and unauthorized 
deductions. In the first case, a copy 
of the form goes into the customer’s 
account as a credit, and in the other 
case as a debit. 

Altogether, we feel that we made 
a very wise move in breaking from the 
customary methods of handling ac- 
counts receivable. We were the first 
large firm of our type to do so in our 
area, and our success has encouraged 
a number of other supply houses in 
Iowa to adopt the system. 

We have a better credit history 
than we had with ledger sheets, and 
our statements now mean something. 
They tell the customer the amount 
of each invoice he owes and tell him 
just how delinquent he is. 

Our estimate of $10,000 savings per 
year is definitely on the conservative 
side. 





Survey Reveals 
Distributor Solidarity 


(Starts on page 86) 





able accounts in their trading area. 

Approved: 402. Disapproved: 0. 
Not voting or questioned: 2 

18. Direct inquiries should be 
promptly referred to distributors to 
keep them informed and in a position 
to render prompt service. If answered 
directly by the manufacturer to the 
customer, the manufacturer should 
give the customer the name of his 
nearest distributor or distributors, and 
these distributors should be fully ad- 
vised. 

Approved: 404. Disapproved: 0. 
Not voting or questioned: 0. 

19. Arrangements for handling the 
business of original equipment ac- 
counts should be clearly stated and 
the distributor informed of all such 
accounts in his territory. 

Approved: 403. Disapproved: 0. 
Not voting or questioned: 1. 

20. Manufacturers should clearly de- 
fine what constitutes an original equip- 
ment account. 

Approved: 403. Disapproved: 0. 
Not voting or questioned: 1. 





“Study the unusually successful 
people you know, and you will find 
them imbued with enthusiasm for their 
work which is contagious. Not only 
are they themselves excited about 
what they are doing, but they also get 
you excited.” 


“Successful Salesmanship” 
by Paul W. Ivey 
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LUMINUM. Using 8x32 special gun 
flute taps. Through holes. We suggested 
8 x32 commercial-ground, four-fluted 
machine screw taps with special surface 
treatment. Cut original fool cost 
and greatly lengthened life of taps. 


SERVICE. The local distributor of Standard 
Tool Co. products will see that you get the 
help of our Red Shield Service Staff to help 
on your metal cutting problems. Write 
for free booklet TAPPING DATA‘ 


ALLOY STEEL. Using regular cut thread 
taps on turret lathe. Through holes. We 
recommended high-speed,commercial-ground 
spiral point plug taps with special surface 
treatment. Also showed them how to sharpen 
taps. Result:500 to000 more pieces per grind. 


STANDARD [OOL ([0. cteveiane'sc'oa3 
New York + Detroit - Chicago * San Francisco 


THE STANDARD LINE: Drills + Reamers + Taps + Dies + Milling Cutters « End Mills « Hobs » Counterbores + Special Tools 
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For Utmost 
Precision... 


»»:USE 


Desmond Diamond Tools 


THE PLAIN FACT that Desmond makes the 
only complete line of grinding wheel dressing 
and truing tools is reason enough for specifying 
Desmond for all your dressing requirements. 
But there are other good reasons, too. Take 
diamond tools. We select rough diamonds with 
expert care, mount them (in hand tools or nibs) 
with hard-earned know-how, and stand behind 
every single one. 

Fasten your Desmond diamond tools securely 
in the tool post or holder . . . with the tool axis at 
an angle of 10 to 15 degrees with respect to the 
radius ... and turn the tool frequently to present 
a new diamond point. As a rule large diamonds 
run cooler and do more work per dollar than 
small ones. 

Write for your copy of the Desmond Catalog 
No. 45 today. It will help you pick the right tool 
for the job—and get the most out of it. 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 
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the only complete line of grinding wheel 


DRESSERS & CUTTERS 
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The Buyer Looks 
at Business 


Composite Opinion of Purchasing 
Agents Who Comprise the N.A.P.A. 
| Business Survey Committee. 

Industrial Purchasing Agents, re 

viewing general business conditions 
for the month of June, report a con 
tinuation of the softening which was 
under way in May. Back order posi- 
tions have been deteriorating now for 
| four months. In June, 40% confirmed 
this condition and we have to go back 
to June, 1949, to find a comparable 
decline. Production, which started 
down, in April, in an attempt to find 

a balance with the lower demand, 

shows a further slackening in June, 

with 21% on lower schedules. 

Defense orders are not filling the 

gap. The Controlled Materials Plan 

is not expected to have much effect 
until the end of the third quarter. 

July and August, heavy industrial vaca- 

tion months, are expected to be slow. 

The search for defense and subcon- 
tract business is increased by these 
conditions. 

Prices, particularly of commodities 
| not under control, are showing weak- 
The largest number of items 
since October, 1949, record June de- 
clines. Industrial inventories are 
trending down because of the close 
buying policy. Some report stocks 
are in better balance because of 
improved deliveries. 

Employment is holding fairly well. 
Few show increases in personnel. 
| More plants are on shorter work time. 
| Scattered labor unrest is noted. 

Buying policy is reported to be very 
conservative. ‘The movement is quite 
definitely into the lower brackets of 
a “hand-to-mouth” to 90-day range. 
Purchasing Agents are taking a very 
cautious view of the next few months, 
and regulations restrict extended com- 
mitments of the scarce materials. 





ness. 


Prices 





While the price structure in gen- 
| erally firm, increased supply and lower 
demand are depressing some prices of 
uncontrolled commodities. The effects 
of price regulations will not be felt 
in the markets before the middle of 
| July. However, there has been a 
| trickle of price rollbacks, none of 
| them very drastic. If the few cutbacks 
now in evidence are an indication of 


GF 3 
BALL BEARING iG 
ORESSERS 


Ginell 
si 


the over-all results of CPR July 
| filings. the rollback will be very small, 


evoivi OLAMOND HAND TOOLS WHEEL TYPE IMPLEX 
CUTTER TYPE ORESSERS AND NIBS ORESSERS STEEL-SUDE VISES 
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ig. 1503. Class 150-pound Cast Steel, 
flanged end, O. S. & ¥. Gate Valve. 


The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box 106, Station B, Cincinnati\22, Ohio 
1 : 
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Get Quality Buffalo Bolts in 


10UCH 


HANDY-PACK BOLT CARTONS 


@ Cheer up! Buffalo Bolt de- 
signed the Handy-Pack just for 
you to end the nuisance of spilled 
bolts. There’s no premium for 
Handy-Packs...and as an added 
bonus they bring you the world’s 
best bolts. Order today. 


HANDY-PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


Same carton quantities as always, same method of ordering. 
FEATURES @ Cartons are re-shippable without tying or wrapping. 
@ Covers make durable open drawers for bolt cabinets. 
@ Can be ordered in carload or less-than-carload lots. 


Write for circular on quantities and weights of Handy-Pack Cartons. 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


La 
Set 


(nee 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS 
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probably not over 5%. A more real- 
istic approach to pricing is developing, 
caused by the stronger competitive 
trend of fabricated goods. 


Inventories 


Industrial raw material inventories 
declined in June. Reduction in new 
orders, cutbacks in production and 
postponed deliveries of finished goods 
are causes for deferring deliverics of 
the easier-to-get items. Coupled with 
the regulated intake of critical ma- 
terials, this is helping to bring manu 
facturers’ inventories into balance. 
CMP is expected to aid materially in 
this respect, by furnishing allotments 
of controlled materials sufficient to 
balance in-process operations. In the 
next few months, this balancing of 
materials can create a surge in produc 
tion of finished products, but locating 
warehouse space for them is another 
problem. 


Employment 


The number on the pay rolls held 
fairly constant in June. More labor 
is being retained on shorter work 
schedules, awaiting an upturn in de 
fense orders or a change in civilian 
goods demand. More, and _ longer, 
vacation periods for July and August 
have been announced. School gradu 
ates are relicving tight spots of un 
skilled labor in some areas, and filling 
up trainee programs. Second shift 
operators are hard to get. A sprinkling 
of small strikes, with threats of mor 
and larger work stoppages, is reported 


Buying Policy 

The views on forward commitments 
are conservative; much like conditions 
of June a year ago. 85% are within 
90 days, and the trend is toward the 
middle and lower end of that range 
The definite allotment of controlled 
materials, and some adjustments in 
ceiling prices, may encourage a slightly 
longer coverage policy. At present, it 
is very cautious. 


Commodity Changes 


More declines than advances in 
June and, again, mostly in nonprice 
controlled commodities, indicating a 
freer play of supply and demand in 
those products. 

Reported up were: Acids, bristles, 
copper, sugar, fucl oil, nickel, rope, 
shellac, stainless steel, sulphur. 

On the down side: Alcohol, appli 
ances, used cars, corrugated containers, 
cotton linters, some cutting tools, 
drills, fats, cereal grains, some lumber, 
mercury, vegetable oils, quicksilver, 
rubber, silver, textiles, tin, turpentine. 

Still hard to get: Sulphuric acid, 
bearings, brass, carbon tetrachloride, 
cellophane, chlorine, copper, electric 








Si mmer is the time to plan 


RADIANT HEATING AND 
SNOW MELTING INSTALLATIONS 


wt SPANG cw 


py * Ss Bk 


Now is the time to plan to install Radiant Heating and 
Snow Melting systems. Radiant Heating is the trouble- 
free, closed wet-heating system to use in modern 
offices, factories, and homes; Spang CW is the trouble- 
free Steel Pipe to specify. Your men will find it easy 
to bend, easy to cut, thread and weld. 

Up-to-date airports, hotels, clubs, office buildings 
and homes banish slippery and snow-caked areas for 


SPANG-CHALFANT 


Division of The National Supply Company 


GENERAL SALES OFFICE: Grant Bidg., Pittsburgh 30, Pa. 


District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis 


STEEL PIPE 


Spang runs these ads 
regularly in leading 
trade journals to help 
your own sales efforts, 
and to remind your pros— 
pects of your products 
and friendly service. 


good with heated Snow Melting installations. Make 
these Snow Melting installations with Spang CW 
Steel Pipe for ease of fabrication, and assured years of 
maintenance-free service. 

Spang CW is used by industry for all types of services. 
Leading distributors carry it, plus the fittings you 
need. For uniform quality and dependability in piping 
systems, ask for Spang CW Steel Pipe by name. 


SPANG 


STEEL | pamewe- 
pipe | F 
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43 more Valuable 
Vhan Eve! 


High production in industry depends on equipment 
that can be used long and hard. 


In that respect Jackmanco barrows are outstanding. 
There are good reasons. These barrows have trays that 
are pressed from heavy gauge steel, with rolled, rein- 
forced edges; legs of heavy channel steel with riveted 
braces; threaded axles screwed into malleable brackets, 
make rigid front end units. These products are built 
for long, hard tasks. 


Our distributors are filling all orders as promptly as 
possible. Both they and we are doing everything in our 
power to make sure that you get your share of Jack- 
manco products to assist you in the tough job that 
lies ahead. 


OUR SEVENTY-FIFTH YEAR 


SUPERIOR PRODUCTS SINCE 1876 


JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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equipment, fasteners, lead, plywood, 


| nails, nickel, office furniture, pulp and 


vs phthalic anhydride, pipe, rub- 
er, sulphur, steel, burlap, tin, welding 
rod, zinc. 


Canada 


The trend of general business in 
Canada is somewhat in line with the 
United States. Production and orders 
are off for June, but not as much as is 
reported in the United States. Prices 
continue to move up. Inventories are 
running down. Employment is easing 
off. Buying policy is of longer range. 





FROM THE 


om FILES » 


25 YEARS AGO 


Ilarry A. Armitage, secretary of the 
S. H. Berry Hardware Co., Dover, 
N. J., described damage caused by 
explosions at the naval depot at 
Lake Denmark, in a letter to Mill 
Supplies. “There were two severe 
explosions on Saturday afternoon, 
at about 5:20 o'clock. Consider- 
able nervousness prevailed among 
the residents of Dover and other 
nearby towns, as it was reported 
there would be still heavier ex- 
plosions during the night. Many 
persons left their homes, but re- 
turned the next morming when 
they found the reports were due to 
nervousness.” 


Beals, McCarthy & Rogers, Inc., Buf 
falo, began its second century of 
life. When it was founded, it was 
a little store in a little hamlet. 
Indians thronged the streets; wolves 
and bears abounded in the woods 
that marked the town limits. 


President B. H. Ackles of the Na- 
tional Supply and Machinery Dis- 
tributors’ Association appointed a 
committee to confer with the Bolt, 
Nut and Rivet Manufacturers’ As 
sociation on matters of mutual in 
terest. 





Charles Steele, Chicago district sales 
manager of the Page Belting 
Co., contributed the following re- 
port on a golf match held by 
the Leather Belting Club of Chi- 
cago: “The contestants, all real- 
izing the importance of the re 
sults, endeavored to play their best 
shots on every hole, and the close- 
































DOUBLE CIRCLE TOOLS... FOR MORE HOLES PER GRIND... Sold by CHICAGO-LATROBE Distributors 


SAVETIMEs WORRY MONEY 


@ DRILLS Apply CHICAGO-LATROBE tools to the job and 


@ REAMERS 
@ COUNTERSINKS place them in your stock. Give your customers the 


@ COUNTERBORES 
@ CARBIDE Tools added benefits of getting more Holes Per Grind. 
@ SPECIAL TOOLS 


Branches: 


CHICAGO-LATROBE NEW YORK 


PHILADELPHIA 
411 WEST ONTARIO STREET DETROIT 


LDoulle Circle 
CHICAGO 10, ILLINOIS LOS ANGELES | 


Fool 
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SUPREME 


BRAND CHUCKS 


CHECKED FOR ACCURACY! 


SS 
ay 


=> 


guesswork... 
precision manufacturing and 


no 


finest materials assure 
DEPENDABILITY! 


Here is an example of the care taken 
by Supreme Products, Inc. in assuring 
you, as a distributor, of a quality prod- 
uct that you can sell to your trade with 
confidence. The Supreme brand chuck 
is manufactured by a company that 
has the ‘““know-how’”’ in precision manu- 
facturing and has built a reputation for 
its precision work over a period of years. 








The line is advertised in trade publi- 
cations, the distributor policy is one 
that you will like and the constant fast 
growth of sales indicates its ready ac- 
ceptance by the trade. 


uate CNG 


Now is the time to make inquiry re- 


Sold Through Distributors garding open territories... Write today. 
BRAND 


¢\ SUPREME ciucks 


Supreme Products. Inc. 2222 South Calumet Avenue, Chicago, Illinois 
THE CHUCK THAT LIVES UP TO ITS NAME...SUPREME 
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ness of scores indicates their abili- 
ties to play consistent golf. The 
day was ideal, 92 in the shade and 
no shade.” 


John W. Hildred was appointed man- 
ager of the mill supply department 
of the E] Paso branch of the Mine 
& Smelter Supply Co. 


Ralph E. Weeks Co., Scranton, Pa., 
opened a branch warehouse at Sun- 
bury, Pa., under the management 


of Ralph Aul. 


10 YEARS AGO 


\. E. Klinger, South Bend Supply Co., 
abandoned his aspirations to an 
acrobatic career after an attempt 
to work out a balancing act on the 
arm of a chair resulted in a broken 
toe. 


Lewis E. Lear has joined the sales 
staff of the York Machinery & 
Supply Co., York, Pa., to cover the 
Harrisburg territory. 


Henry Disston & Sons, Inc., opened a 
new armor plate plant and a new 
boiler house at their Tacony, Phila- 
delphia, plant. 


Don Karrow and Bill Gould, formerly 
in the office of Buhl Sons Co., De- 
troit, were advanced to outside sell- 


@ 
ing. 


Distinguished Service Award for Au- 
gust went to J. E. Manchester, Ma- 
chine Tool Supply Co., Tulsa. He 
rushed a cold roll shaft ($5 worth) 
sixty miles—in an hour and a half 

on a Sunday morning—to an oil 
field customer. 


Herman Nelson Corp., Moline, II, 
bought the Autovent Fan & Blower 
Co., of Chicago, to be operated as 
a division. 


J. A. Lind caught a 17 Ib. muskelonge 
at the “Muskie-Munch”, Indepen- 
dent Pneumatic Tool Co.’s annual 
outing. 


l'o meet pressing defense require- 
ments, 15,000 employees of United 
States Steel Subsidiaries were under- 
going intensive training for skilled 
jobs. 


Roy P. Williamson was appointed 
sales manager of the industrial dis- 
tributor division of the Buda Co., 
Harvey, III. 


Relief rolls cut more than half—nearly 
to the normal number of unem- 
ance and “chronic reliefers”— 

rought employment to the high- 
est rate since 1929. 


J. Earl Romer was made Cleveland 
district manager of Bliss & Laugh- 
lin. Inc.. succeeding A. W. Schulz. 




















to save time, increase 
efficiency and profits with 


SIOUX Drill and Hole Saw in operation. 
One of a number of combinations that 
you can rely on to deliver...if you have 
SIOUX Equipment. 


STANDARD THE 


\ 


You can do almost anything... yes, 
anything, with them and depend 
upon them to deliver. 


Sold Only 
Through Authorized SIOUX Distributors 


WORLD OVER 
\ 


| 
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STAINLESS STEEL? 


NEW LINES 
aan taken on by 


Which a, DISTRIBUTORS 
ALLOY FASTENINGS 7 . | The Industrial Supplies Co., Steuben- 


ville, Ohio, has been named dis- 
MONEL? 


are best for ‘ tributor for Allis‘Chalmers motors 


and controls in eight eastern Ohio 

and four northern West Virginia 
your needs? BRONZE? ~~ | counties. Counties served i the 
firm in Ohio are Carroll, Belmont, 
Harrison, Jefferson, Coshocton, 
Guernsey, Tuscarawas, and Mus- 
kingum. West Virginia counties 
covered by the firm are Brooke, 
Ohio, Hancock, and Marshall. 








STAINLESS STEEL (Type 431) T-bolts by 
Harper are the vital connecting links of the 
V-bands that fasten the tail pipes to jet 
engines. In this service where terrific speeds 
and extreme heat and corrosion are real 
problems, lasting strength and corrosion 
resistance are of life and death importance. 


The Nebes Supply Co., Inc., Lowell, 
Mass., has been named distributor 
for Middlesex county, Mass., for 
Allis-Chalmers Texrope drive equip- 
ment. 


Joe Summers & Co., Inc., Mission, 

Texas, has been named a distributor 
PURE NICKEL machine bolts and nuts for Willacy, Cameron, Hidalgo, and 
are needed by the thousands in the assembly ‘ 
of bubble caps and trays in chemical plant 
distillation towers. Here, 7-day-a-week 
operation, high temperatures and corrosive 
acids make heavy demands on equipment 
—good reasons why this manufacturer 
specifies Harper Everlasting Fastenings. “Service: the willingness to serve in 

order to give complete satisfaction. 

Service can be expressed only in deeds 
COPPER studs—made as “specials” by —not in words. Build up a reputation 
Harper—have the conductivity and corrosion for giving service, not for talking 
resistance so necessary for the tap changer about it.” 
assemblies in power line transformers. “Successful Salesmanship” 
Unattended, exposed to the worst weather by Paul W. Ivey 
—this equipment must be dependable. 


Starr counties in Texas for Allis 
Chalmers pumps. 





HARPER knows because 
HARPER makes them all! 


Whatever your product or problem may be—if it requires 
highest quality bolts, screws, nuts, rivets or fastening accessories in any of 
the non-ferrous metals or stainless steels—Harper can help you. 
Over 7000 different items in stock and ready for delivery 
from warehouses and distributors coast to coast—backed by complete 

production facilities of the country’s largest manufacturer 

specializing in non-ferrous metals and stainless steel fastenings. 
Your problems are welcomed here. Mail the coupon today. 


Chief Metallurgist—The H. M. Harper Co. 
8219 Lehigh Ave., Morton Grove, Ill. 
( ) Send Catalog ( ) Our problem is: 
SPECIALISTS IN 
ALL NON-CORROSIVE METALS 


HARPER 


EVERLASTING FASTENINGS “I may not sell many supplies, but | 


bet | sure spread a lot of good will.” 


INDUSTRIAL DISTRIBUTION © AUGUST, 1951 








Sales Helps From Manufacturers 





Remington Rand Inc. 
Releases Slide Film 


A new sound slide film, recently re- 
leased by Remington Rand Inc., New 
York, presents the Remington Rand 
Record Sort Plan. ‘Titled ‘Record 
Sort,” the film describes the basic ad- 
vantages of the plan and is backed by 
photographs of the equipment in 
ictual use. (See picture at night.) 

I'he Record Sort Plan, a procedure 
to summarize detailed information into 
fairly simple records and reports, em- 
phasizes economy, speed, and sim- | 
plicity. 

Recording over 25,000 sorts an 
hour, Record Sort standardizes records | 
by means of uniform-size cards and | 
costs per unit about 60 percent less 
than the salary of one clerk, it is 
claimed. 

[he film accentuates the applica- 
tion of this plan to cost accounting 
and the compilation of sales statistics, 
through which a quick and accurate | 
job is accomplished without rewriting | 
or proofreading individual notations. 

[he new sound slide film is avail- 
able through both Remington Rand’s | 
home and branch offices. A demon- 
stration can be arranged, or the film, 
with equipment for showing it, may | 
be borrowed for group presentation. 


SOLDER 


Americon Smeling ond Refining Compeny 





Federated Metals 
Issues Solder Catalog 


Federated Metals Div., American } 
Smelting & Refining Co., New York, | 











One of the most popular bar- 
rows made by Buch. It has a 
4 cu. ft. capacity and is the prac- 
tical barrow for handling all 
types of wet or dry loads. Tray 
is deep-drawn from a single 
sheet of 15 gauge sheet steel 
with rolled over edges rein- 
forced by 14" steel rod. If de- 
sired, it may be obtained with 
prime hardwood handles instead 
of tubular steel. (154) 


Just about the strongest barrow 
ever made. Its 5 cu. ft. capacity 
tray is made of 16 gauge sheet 
steel, lapped and riveted at cor- 
ners. Its edges are turned over 
1/," steel rod for extra strength. 
Barrow is 26” wide and all 
seams are welded. This model, 
too, is available with wooden 
handles as well as the tubular 
ones shown. (155) 
eo Load 

aw A 
These are just two of the fast-selling, 
specialized heavy-duty barrows in the 
profitable Buch Line. Write, today, for 
literature and complete price information. 


i 
ELIZABETHTOWN, PENNA 


BUCH MANUFACTURING COMPANY 
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NATIONAL SANDERS 


ee a 


, he Automotive 
Plastics 


—_—_ 


een nil 
hing rooms I" 
n finis - Working --- 


3 Indust 


Used | 
_, Aviation oe 
and Woodworkis 


Model 300 


Straight-Line Action 
Air Sander 


Model 400 
Orbital Action 
Air Sander 


PROFITABLE MARKETS FOR YOU 


Whether your customers are working with metal, plastic, 
wood, leather, stone, or other material there is a National 
Sander adapted to their needs. National has a complete line 
of portable, block sanders .. . straight-line or orbital action 

. air or electric driven. Put yourself in a position to offer a 
complete line of sanders from one manufacturer. See how you 
fit into National's selective distribution system. Write today. 


NATIONAL 


NATIONAL AIR SANDER, INC.) 
2822 AUBURN ST., ROCKFORD, ILLINOIS 
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has published an educational brochure 
m the nature, properties, and uses of 
solder. The 36-page book, first of its 
kind on the subject, it is claimed, is 
profusely illustrated. 

Separate sections of the catalog are 
devoted to thermal effects, mechanical 
properties, principles of soldering, and 
fluxes. The selection of the proper 
solder for a job is explained; Fisible 
1 remarkable group of alloys 
with low melting points, are described. 
Following a list of practical applica- 
tions and a comprehensive description 
of all Federated solders is a resume of 
specifications and technical data. This 

ction includes the melting range of 
tin-lead solders; ASTM, SAF, Federal, 
ind Military specifications, as well as 
vire tables. 

Although published by 

i] metals firm, 

editorial 

broac 


illovs, 


a commer 
the catalog is basically 
treatise. The text through 
I, ind suited to either lay 


technical purposes. 





Utica Drop Forge 
Offers Repair Booklet 


How 


CTS 


to get worn and damaged 
into useful shape is the 
subject of a spritely new booklet, 
First Aid for Pliers” produced by 
Utica Drop Forge & Tool Corp., Utica, 
N. Y. 
ccording to the company, the book 
to speed the rearmament effort, 
lp relieve hand tool shortage, and 
save steel by keeping more 
order 
Common ailments of long-used pli- 
ire dealt with in picture, diagram 
unl how-to-fix-it copy—rust, too- tight 
1r too-loose joints, bent jaws, broken 


DaCk 


tools 


In working 





in power transmission 
and conveying equipment 


When you select R. & J. Dick power transmission and 


conveying equipment to work for you, you know that 
peak production loads of today will be met econom- 
ically and most efficiently. 


Yes, industry all over the world relies on the tradi- 
tional quality and dependability of Dick products. 


LINE Is THE BeAt LINE! 


BARRY STEEL SPLIT PULLEYS 


BARRY CONVEYOR PULLEYS 


Welded steel construc- 
tion. Light in weight yet 
extremely strong. 
They're easy to install. 
Available in a wide 
range of sizes for all gen- 
eral conveyor services. 


DICK ROPE V-BELT DRIVES 


V-Belt and sheaves operate with 
engineered efficiency. Give maxi- 
mum service with minimum stretch 


. . Resilience maintained. 
Sheaves carefully 
balanced and ac- 
curately ma- 
chined to mini- 
mize belt wear. 


Scientifically designed 
—electrically welded 
construction. Light in 
weight. Easy to install. 
Maintain exact shape 
under all loads. 


DICK’S BALATA BELTING 


Constructed of hard surface, closely woven duck. 
Thoroughly impregnated with Balata Gum. Free 


from stretch and 
shrinkage — and 
moisture resistant. 
High in power 
transmission effi- 
ciency. All “Dick- 
belts’’ guar- 
anteed. 


COMPANY, INC. 
( 


SAN FRANCISCO, CALIF. 


\ PASSAIC, .N. J. 


CHICAGO, ILL. SEATTLE, WASH. 
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Sparkplug (: ot 

for swifter ‘eae 
sales 


Pre-measured NEW BEDFORD ROPE 
in 3 sizes of self-dispensing cartons 
at no extra cost. 


Every coil and half coil of Pre-Measured New Bed- 
ford Rope is accurately, clearly marked in red at 
each 10 foot interval. Customers are better satisfied 
—they know every time they are getting exactly 
what they ordered—always get accurate footage. 

What’s more—your measuring time is cut in 
half. Packed in sales-compelling dispensing car- 
tons, there are no bands, straps or coverings to 
cut—coils stay firm, don’t kink—keep factory 
clean down to the last inch. And—these compact 
sturdy cartons let you stack New Bedford Rope 
ceiling high without danger of collapsing. 

Last but not least, the three sizes of cartons 
eliminate double inventory, enable you to 
meet all customer requirements with a mini- 
mum original or repeat order. 

Wherever dealers stock New Bedford car- 
tons it sets rope sales soaring—introduces 
them to an entirely new idea of the way qual- 
ity rope can sell and build traffic. Get in line 
with thousands of progressive dealers the 
country over. Line up with New Bedford 
for the hottest, fastest selling line of qual- 
ity rope on the market today. Send the 
coupon for your trial order of New Bed- 
ford Pre-Measured Rope in cartons at no 
extra cost. 


NEW BEDFORD CORDAGE CO. 
New Bedford, Mass. 








NEW BEDFORD CORDAGE COMPANY, NEW BEDFORD, MASS. 


(CO Rush me full details on New Bedford's triple profits. 
(CD Please send me introductory trial order: Manila (1) Sisal FE 





Rope size | ) 


My Name. 





Company. 
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tips, dulled cutting edges—all ailments 
to which the best of pliers may ulti 
mately fall heir. 

Every effort has been made, ac 
cording to the company, to keep the 
instructions in a suitable vein for both 
the experienced bench worker and the 
beginner who is reasonably adept with 
tools. 


Another FIRST by tie 


‘pOWER-TWIN 


ER 
aveeaesre £o® 


ld, 


Comerts OFC Pullers ~ - 
to PUSH -PUllh or LiF 7 








Hiydrauticaly by Errramg 





HYDRAULIC PULLER-—A new 
8-page bulletin describes the new 
Power-twin Hydraulic Puller (capacity 
174 tons, weight 10 Ib.). Published by 
the Owatonna ‘Tool Co., Owatonna, 
Minn., the book describes the puller, 
illustrates methods for installing and 
removing cylinder sleeves, shafts, gears, 
wheels and many other usages. It also 
shows conversion sets, new bench 
presses and Hydratote, portable stor- 
age for all parts plus a sturdy press. It 
is directed to automotive, implement 
and industrial shops. 


TUBING-Samuel Moore & Co., 
Montua, Ohio, announces a new two- 
page bulletin titled “Dekoron Instru- 
ment Tubing.” The bulletin describes 
advantages of the plastic-coated metal 
tubing where high corrosion resist- 
ance is required. Photographs of in- 
stallations and tubing service data for 
a number of severe applications are 
included. 


MASKING~—A service manual ‘““Mod- 
ern Masking Material and Methods for 
Fabrication and Spray Finishing,” is 
offered users of industrial finishes by 
Ihe Kay & Ess Co., Dayton, Ohio. 

Written in the language of the fin- 
ishing department, it is profusely illus- 
trated. ‘The manual contains the 
answers to many of the problems that 
frequently develop in the application 
of industrial finishes. 


FITTINGS—Advertising spreads have 


been made into direct mail pieces by 





(Advertisement) 


Multiple-Use 


Of Rubber-Cushioned 
Abrasives Increases 
Dealer Profits 


The increasing use of rubber-cushioned abrasives for finishing products, assem- 


blies, parts, in lightweight and semi-precious metals, laminated materials, plastics, 


wood, glass, is rapidly widening dealer-profit opportunities. 


Working results show time savings as much as 50°: ; outstanding surfacing and 


smoothing 


; burring, finishing, cleaning and polishing in one operation. 


@ In today’s changing production picture these products round out distributors’ 


abrasives-service to plants adding defense work. 


MOouNTING OVERHEAD, possible labor shortages, work on 
new products in new materials, have faced manufacturers 
with the problem of finding improved finishing methods. 
Production men familiar with the conventional finishing 
uses of rubber-cushioned Brightboy abrasives are discover. 
ing the extensive applications of this multiple-use product 
to special finishing. Rubber and abrasive, working together, 
produce a unique surfacing-smoothing-polishing action. It 
is relatively “light” and can be controlled by pressure 
and/or speed of the Brightboy wheel, rod, stick or block 
employed in the machine or manual operation involved. 


Time Is Saved 


Experts in the development and use of rubber bonded 
abrasives are enthusiastic about their extensive versatility, 
asserting that they bring an entirely new and much 
broader concept to finishing. Brightboy will bridge the gap, 
the work steps, between the rough grind and the buff 
frequently in one operation. It often serves for the final 
polish, can be shaped to surface contour, and used for 
close tolerance, precision work. It requires no before-use 
preparation or dressing, no skilled labor to handle it. As a 
result, time savings are automatic. 


A Few Of Many Broad Uses 


Removing light digs, tool and heat marks. Cleaning 
welded and soldered joints. Finishing dies and molds. 
Burring and finishing stampings, castings, machined and 
molded parts. 


Special Uses 


Cover a wide range of applications. Already proved in 
defense manufacture and maintenance of ordnance, in 


ternal combustion and jet engines, airplane parts, electrical 


and electronic equipment, transportation cquipment, in- 
struments—and the production of basic tools, dies, molds, 
jigs, patterns, etc. 


4 Brightboy Rod in drill press, burring 
and polishing inside of guide hole. 


Cleaning and 
Mot sthing of 
threads with” 
Brighthoy Hand 

Tablet. 


Polishing base 
of elbou tube 
with Brightboy 
W heel. 


Smoothing and burring dural and stainless 


teel parts with Bri ghtboy W heel 





DEALERS — NOTE: 


Brightboy Industrial Division of the Weldon Roberts Rubber Co. 
offers full information on the Brightboy line and its sales o portunities. 
Included in the dealer-service program are analysis of customers 
requirements and recommendations for time-saving methods and appli- 
cations, information on latest production procedures. Inviting dealer 
franchises are available in good territories. Address: Brightboy Indus- 
trial Division, Weldon Roberts Rubber Co., 6th Ave. & No. 13th St. 
Newark 7, N. J. 
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CH METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models 
Capacities: 42 to 5 tons. 


Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 








Cl CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


Cif PULLER 


Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


there is any question in your mind as to the efficiency and 4 - 
economy of your present materials handling methods then = 


CHISHOLM-MOORE 


HOIST CORPOR 


Affiliated with Columbus Mc 


on Ghain Co 


— 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES 


New York, Chicago and Cleveland ¢ 
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Distributors Everywhere 


The Weatherhead Co., Cleveland, 
Ohio, for mill supply outlets. Among 
items covered by separate pieces are 
tube fittings and all steel reusable 
hose. 

Chis literature is furnished without 
charge, and imprinting and folding is 
done at company cost. Weatherhead 
catalogs are described, as well as the 
particular items featured in the 
spreads. 


FINISHING—A new booklet from 
Minnesota Mining & Mfg. Co., St. 
Paul, Minn., describes how faster pro 
duction and better finishes can be 
achieved by barrel finishing of fabri 
cated metal parts. 

Ihe illustrated 12-page, two-color 
booklet—‘3M _ Barrel Finishing”—tells 
what barrel finishing is, who can use it, 
and what specific advantages it offers 

It gives new applications — for 
“Honite” and “Super Honite” abrasive 
chips, “Honite” compounds developed 
specifically for barrel finishing, and 
new 3M barrel finishing equipment. 

Illustrated in the booklet are de- 
burring, surface-finishing and _pre- 
cision-finishing of a wide variety of 
metal parts. ‘These include machined 
parts, metal stampings, simple forg- 
ings, castings and many other metal 
parts. 














CHUCKS-Supreme Products, Inc., 
Chicago, Ill., has just released new 
packaging for its Supreme brand 
chucks. One feature that is meeting 
favor is the highly legible marking on 
box ends that makes the contents easy 
to identify on tool crib shelving. The 
packaging is colored in red and black. 


WIRE ROPE—Recommendations for 
efficient and economical types of wire 
rope to be used in the various fields of 
service, are contained in “The Right 
Rope for the Job,” a 40-page, illus 
trated book published by American 
Steel & Wire Co., Cleveland, Ohio. 
Fifteen subheads are listed dividing 
rope usage into as many classes. For 
each, recommendations are made 














These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes V4" 
diameter and larger. Carried in stock for immediate shipment. 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD . . CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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which are intended to be a guide to 
longer wire life and economical opera- 
tion on the type of equipment illus- 
trated. 


BOND-—The new vitrified silicon car- 
bide grinding wheel bond, “XL” is de- 
scribed in a 4-page folder recently pub- 
lished by Chicago Wheel & Mfg. Co., 
Chicago, Ill. The brochure gives details 
on applications and advantages of 
using “XL” bonded wheels for tung- 


e 
Save time... sten carbide tool grinding, plus speci- 


fications of the most popular straight 


pow. and cup wheel sizes for rough and fin- 
man er... ish nie, ae ee ee C 
and money ! 





— S mpenttan 
ITION 
MUS? DOINT UP 











SCREWDRIVERS-—A new 32-page 
screwdriver catalog-handbook has been 
teleased by the Vaco Products Co., 
Chicago, Ill., comprising a complete 
array of screwdrivers, nutdriver kits 
and other hand tools. 

Illustrated and in three colors, the 
book is 84 by 11-in., with a cover made 
of heavy varnished stock to withstand 
hard usage. A handy screw chart and 
screw reference table is on the inside 
e i ‘ front cover. 

For maintenance, conversion or production 
line operations, these hydraulic jacks are = § TEAM TRAPS—A new 24-page illus 
efficient for pressing gears, pinions or bush- trated bulletin, No. T-1740, has been 


ane : . , published by Yarnall-Waring Co., 
panne Io ln pl. ings—or for helping to shift heavy machin- Philadelphia, Pa., under the name 
for maximum lifting speed. ery, move heavy stock or other large load- Yarway, describing the Yarway Im- 
lifting operations. The 30, 50 and 100 ton Pulse Steam Trap. 

: Reasons for use, history, advantages, 
models feature the two speed pump permit- workings, and installations suggestions 
ting operator to contact load quickly and are included, as well as capacity charts, 

a 3 pipe dimension charts, application dia- 
raise it easily. grams, and properties. 








TWO-SPEED PUMP—Jack Handle 


When pumping becomes an effort, Made in models of 1, 3, 5, 8, 12, 20, . roe . 
operator pulls handle back disen- sf z . CC YN VEY ORS — A 
gaging high speed pump and 30, 50 and 100 tons capacity. Write us 
completes lifting load with high for complete details. 

pressure pump at slower speed ‘i 


comprehensive 
catalog on roller conveyors has been 
published by The E. W. Buschman 
and minimum effort. ‘ . ¢ ° . 
Co., Cincinnati. The 16-page catalog, 
No. 60, shows a wide variety of roller 


HEIN-WERNER CORPORATION bin-Wewnet conveyor types together with selection 
‘ , ata liagrams. 
Waukesha, Wisconsin MYDRAULIC JALKS, , pe aia ball bearing rollers 


are described as well as complete roller 
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MORSE 
AND MORSE-FRANCHISED 
DISTRIBUTORS 
are ae in Hhe 
ome CUotking Chit 
| 7 

“The complete cooperation and effort, by 
Men of Morse, in the field, for the exclusive 
benefit of Morse-Franchised Distributors, 


is pledged, wholeheartedly.”— Article 3, 
Morse Code. 





Only in that way is our mutual goal — 
customer satisfaction — assured. 


Morse Twist Drill & Machine Co., 


New Bedford, Massachusetts. 











INDUSTRIAL DISTRIBUTION © AUGUST, 1951 











QUALITY 


that is proving 


VALUABLE 


in today's high 
production - - - 


PLANER TYPE 


CHICAGO 
SAWS ......... 


top performance in these days when 
production is at a peak and dependa- 
bility so important. Such service is 
building business for the future because 
users naturally will continue in normal 
times with the quality that serves them 
best when, as now. speed, durability 
and low costs are vital considerations. 
Full particulars regarding CHICAGO 
SAWS will be sent upon request. 


CHICAGO SAW WORKS, INC. 


5042 S. WENTWORTH AVE. 
CHICAGO 9, ILLINOIS 








mounting specifications, curves, mul- 
tiple rows, spurs, converging and 
hinged sections, supports, stands and 
guard rails. 

In-use photos illustrate roller con- 
veyors at work in various industries. 
rhe use of roller conveyors in conjunc- 
tion with wheel type conveyors is also 
explained. 











LIGHTING-A “Mine Lighting 
Demonstrator” has been devised by 
General Electric's Lamp Dept., with 
headquarters at Nela Park, Cleveland. 
It is a cardboard box, the interior sec 
tions of which represent two simulated 
mine entries or haulage ways, one 
white and the other dark. In practice, 
it is explained, the white area is 
achieved by coating the mine with 
rock dust or whitewash. 

By looking through windows at the 
end of the demonstrator, users learn 
that “whitening” of the mine is the 
equivalent of adding 15 more times 
irtificial light. Instructions tell how 
to whiten and illuminate mine inter- 


10TS. 


HUMIDITY—The new 1951 edition 
of the Abbeon Supply Co., Jamaica, 
N. Y., bulletin “A Few Facts About 
Dehumidification For Industry,” con- 
tains information on the subject that 
is not generally available. In addition 
to information covered in former 
editions, new facts and tables have 
been added. Relative humidity; signs 
and results of too much humidity; how 
to remove moisture from the air; and 
recommended humidities, are some of 
the subjects covered. 


METHODS Carboloy Dept. ot Gen 
eral Electric Co., Detroit, Mich., has 
issued a new plan-book showing how 
its “CCC” plan for coordinated tool 
control can be used for increasing pro 
duction and productive efficiency. 
Under the revised approach to the 
plan, to meet current conditions, in 
creased emphasis is put on factors 
which will help meet labor shortages, 
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SPROUT-WALDRON’S 





REASONS 
why it’s 

GOOD BUSINESS to SELL 
Bett Saver PULLEYS 


I—Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and belt. 


2—Belt life is increased because this self- 
cleaning feature eliminates any 
stretching or gouging of elevator or 
conveyor belt. 


B—Loose material flows away from the 
belt and dribbles out harmlessly ot 
pulley hubs. 


4— Rounded ends and smooth chamfered 
edges of vanes or ‘‘wings’’ do not 
wear or abrade belt. 


&=—Pulley “wings” are so spaced that belt 
flexes naturally and without strain. 


G—Belt life is greatly lengthened. Users’ 
reports range from 25% to 400%. 


7—\nterchangeable with solid pulleys. 
B—Easy to install. 


9—Recommended by leading manufactur. 
ers of conveyor belts and by hun- 
dreds of users. 


10—Sales build customer goodwill and 
bring repeat business. 


Available in diameter sizes 
ranging from 6” to 40” 


Send for Bulletin No. 35-A 
and read the enthusiastic 

4 reports of Belt $aver 
Pulley users. 


Sprout -Waldron's “ Blue 

Face“ Pulleys are other 

profit builders. Send for Bulletin 33 

Write today to Sprout, Waldron & Co. 
3 Waldron Street, Muncy, Penna. 





Why this is the most widely used 


Here are four of the 
most important reasons 
for its leadership: 


an: UNIFORM 


¥ ‘a COMPLETELY 
AN 


pipe in the world 


@ National Steel Pipe is considered standard for all types of heating and 
piping installations. It's been that way for over 60 years. You can take a 
cross section of successful building or industrial applications anywhere in 
the country and you'll find a predomi t use of Nati | Steel Pipe. From 
raw material to finished product, National Pipe is manufactured by one 
organization—National Tube Company—the largest and most experienced 
producer of tubular products in the world. 





National Pipe is uniform throughout. Uniform in 
metallic structure, ductility, strength, corrosion-resist- 
ance .. . uniform in surface finish, wall-thickness and 
diameter. This uniformity is rigidly maintained at all 
times. It’s one of the main reasons why National 


Pipe is the largest-selling in the world. 


EASY TO THREAD 
AND CUT 


COILS AND 
BENDS WELL 


In making coils and bends, 
there is satisfaction in know- 
ing that the pipe has an extra 
measure of strength and duc- 
tility to meet the demands of 
close and exacting work. With 
National you can estimate 
closely without worrying about 
excessive loss of material, 
time, and labor. 


COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS - 


UNITE 


The strong, easily-made threads are 
possible because of the unvarying 
quality of the metal and the absence of 
slag inclusions, laminations and blisters. 
The steel cuts clean and retains its char- 
acteristic strength even in the lightest 
part of the smallest thread. 


SPELLERIZED 


Spellerizing is an exclu- 

Witi, sive National develop- 

ment. The blooms for the 

pipe are knobbed so that 

the surface is worked to 

eliminate any irregu- 

larity. The result is a uniform, dense ex- 
terior that lessens the tendency to corrode 


or pit and thus assures longer life, better 
service. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Stee! PIPE 


D STATES ae S&S 
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standardize on readily available tool 
WORKERS REQUIRE stvles and sizes, conserve scarce car- 
e , bides and reduce rejects, in addition 
notecitou to increasing output. 
Steel-Grip 


ca cery 


Safety Apparel 


rrr APPAREL 


WILL MAKE MANY CUSTOMERS 
an i SR 


STAN parp Toot (0. 








The Industrial line includes protective ap- 
parel for practically every need. It’s a “LIVE” 
all-seasons line because workers must have 
protection from various hazards and there is, 
therefore, a continuous demand for Industrial 
Safety Apparel. 


You have management on your side—you 
have highest quality in your favor—you have 
a huge market all about you—that is a set-up 
which will produce very good profit. 


Each Industrial article was designed only TAPPING —Standard Tool Co., 
after careful study was made of its protective Cleveland, Ohio, have recently issued 
requirements. Our more than 40 years’ ex- a Tapping Data book containing use 
perience is worth a lot to you now. = ys 











ful information for tap and die users. 
Fits tolerances, and other engineering 
information pertinent to the produc 


© Welders’ Coats ond Pants, also Leg- tion of threaded parts are included 


gings, Spats, Shinguards, Aprons, 
Gloves, Mitts, and Asbestos Clothing. 


No. 225-14 
@ Leather Reinforced 
Asbestos Gloves. (Also 
made in plain asbestos.) 


@ Woven-Gards, new hand protectors of 
new, long-wearing safety material for han- 
dling hot, rough, slippery articles. Hand 


@Ch leath ral purpose : , 
gg heer emt ga — spats. Open-end mitts. Closed-end mitts. 


glove. Steel sewn. Practically rip 
Arm guards, Flat hand guards. Combinc- —ae . ‘ 

f, ; > 7 i ». & 
ote —e _ strapped. \. = ile tion mitt and arm guard. Gloves. PLIERS “a tica Drop I orge & lool 
— pee Sig saris Corp., Utica, N. Y., has switched 
from setup to folding boxes for their 


STEEL-GRIP OPEN END FINGER GUARDS | . line of pliers and adjustable wrenches. 


The Finger Guard demonstrates how rhe folding boxes take only h the 


if 

| 

| close Industrial is to the safety needs of e. 

| industry. Since Industrial introduced 4 ; storage space of the setup type. The 
Steel-Grip open end Finger Guards, they ‘ ] ; eo < . d 

1 have been used successfully in every new design permits QuICKeT reading 
| tee of American tamwar. Mode is f the diamond trademark, and the 
open and closed end styles, in a choice ~ Es we 
| of materials. Ask for literature describ j slogan “Add power to your hands. 
| ing the various types. SIZES FOR MEN ‘= * 

| AND WOMEN. 

| 

1 

| 

| 

| 

| 

| 


POWER TOOLS-—A new 48-page 

catalog, on power tools for cutting, 

shaping, drilling and finishing wood, 

metal, fibre and plastics has just been 

produced by Boice-Crane Co., Toledo. 

° Illustrated and fully described are 
Industrial Gloves Co. jointers, planers, band saws, contour 
A Conpuration saws, drill presses, band filers, grinders, 

1946 GARFIELD STREET, DANVILLE, ILLINOIS jig saws, lathes, belt sanders, spindle 
In Canada: Safety Supply Company, Toronto | sanders, shapers, tilting-arbor saws and 


| saw jointers. 
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RUGGED TOUGHNESS... 
Chea Spots 


FOR HIGHER SALES 
FASTER PRODUCTION 


Sturdy, longer life built into every length of Atlas Roller 







Chain assures rugged toughness on every installation. The 
Atlas Nicarb Process used for case hardening bushings 
and pins is one big reason for the stamina of Atlas ““Super- 
Life’ Chain. Nicarbing provides an outer surface strongly 
bound to the core of steel which provides greater strength 
and wear resistance. 

Atlas Chain drives operate with a velvety smoothness 
made possible by precision made bearings rolling at 
every point of contact. These bearings—pins, bushings 
and rollers—are of specially selected steels finished by 
Atlas’s Exclusive “Mirro-finish” process. 

The result is a super-life chain that is building new 
highs in sales. A chain that offers acceptance and service 
from coast to coast. Atlas Roller Chain is the chain you 
should put to work for you now! Write for complete de- 
tails and catalog today. 


ATLAS CHAIN & MANUFACTURING CO. 
Philadelphia 24, Penna. 


ROLLER 
CHAIN 











MORE PRODUCTION 
MEANS MORE VISES 
IN SERVICE . . . 


With the acceleration in industrial pro- 
duction Morgan Vises will be needed in 

larger numbers and you can supply all 

your customers’ needs from this complete 

line. You realize good profits and can build fine 
sales volume. Morgan Vises are nationally known 
and advertised and they are unconditionally 
guaranteed for long service life. Get details 
today. We suggest that users buy thru their 
local distributor. 


MORGAN VISE COMPANY 


108-112 N. JEFFERSON ST CHICAGO 6, ILL 


Machinists’ bench 
combination pipe 
woodworking 


sheet metal 
workers 


quick action 
garage vise 


solid nut continu- 
ous screw 














WIPING 
CLOTHS 


e STERILE ¢ SOFT e@ 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 


THESE INDUSTRIAL WIPING CLOTHS ... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized . . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary. germproof, dustproof 
cartons attractively labeled and stating exact de- 
scription of contents. You can build a fine, profitable 
business supplying the right wiping cloth for indi- 
vidual jobs. Get all information now 
on this money-making line which gives 
you repeat business over and over again. 
indiwidual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 


packed and prepared for. . . your name— 
your address’’ 


SANATEX CORP.} 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 


DURABLE 


Manufacturers representatives wanted—some territories open. 
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OBITUARIES 


Frank S. Schuyler, 
Allis-Chalmers 


Frank S. Schuyler, retired manager 
of Allis-Chalmers Detroit district of- 
fice, died June 10 following a brief 
illness. He was 66. 

Mr. Schuyler completed 30 years as 
manager of the company’s Detroit dis- 
trict before retiring on December 31, 
1950 after +3 years of continuous 
service with Allis-Chalmers. 

Mr. Schuyler joined Allis-Chalmers 
in 1907 after graduating from Penn 
State College with an electrical engi- 
neering degree. Upon completion of 
a student training course, he was as- 
signed to the San Francisco office in 
1909 as a correspondent. A year later 
he became a salesman in the San 
Francisco office and served in that 
capacity until 1911 when he was trans- 
ferred to the Los Angeles office. He 
remained there as a salesman until 
January, 1919, when he transferred to 
the Pittsburgh district office. A year 
later he was appointed manager of 
the Detroit district. 





Clarence R. Johnson, 
Caterpillar Tractor Co. 


Clarence R. Johnson, 61, district 
representative for the western sales di- 
vision of Caterpillar Tractor Co., died 
suddenly of heart attack in a Sacra- 
mento, California, hospital June 13. 

From 1919 to 1927 Re was district 
representative and branch manager for 
Cleveland Tractor Co. In May of 
1927 he joined Caterpillar Tractor Co. 
as a district representative for the east- 
em sales division. He held this posi- 
tion until February 1935 when he was 
transferred to the western sales divi- 
sion at San Leandro, Calif. 

A year later he was named assistant 
sales manager for the western sales 
division and continued in this capacity 
until his return as a district representa- 
tive in 1940, a position he held until 
his death. 


W. L. Schultz, 
S. B. Hubbard Co. 


William Lea Schultz, 65, retired 
vice president and general manager of 
the S. B. Hubbard Co., Jacksonville, 
Fla., died recently after a short illness. 

Mr. Schultz, a native of Philadel- 
phia, Pa., came to Jacksonville in 
1906 and was connected with Hub- 
bard until his retirement in 1938. 





Another advantage you cou ell with, 


UPSON-WALION 
Tackle Blocks. 


Extra strength at no extra cost 


AFE working loads of Upson-Walton tackle blocks exceed 
usual safe working loads by wide margins. (See table below.) 
They are engineered to withstand not only the weight of the load, but 
hoisting strength as well. In many cases a shackle is not required. 


Specify this extra strength at no extra cost. It pays to specify 
Upson-Walton tackle blocks—wire rope and fittings too. Only 
Upson-Walton manufactures all three. 





COMPARE THESE SAFE WORKING LOADS! 
Usual Upson-Walton's 
Safe Working Safe Working 

Load load 


265 Ibs. 
400 Ibs. 
540 Ibs. 





10’ Single 
10”’ Double 
10” Triple 
12” Single. 
12” Double 
12” Triple 











NOT THIS HOOK — but THIS HOOK THE UPSON-WALTON COMPANY 


No Upson-Walton hoist books are formed by 

bending. All are on ya to size and CLEVELAND, OHIO 

shape, with substantially heavier section at 

critical points. NEW YORK . CHICAGO . PITTSBURGH 
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MAGNOLIAR.S | NEWS 


Rapid Tax Write-Off 


(Continued from page 125 








wire and textile braided; $1,841,102; 
75 percent. 

Republic Steel Corp., Cleveland, 
Ohio; pig iron; $132,000; 85 percent. 

Western Electrical Instrument 

GOOD METAL PLUS KNOW-!!OW Corp., Newark, N. J; course indica- 
Do 1 h : : tors; $556,193; 80 percent 

you get less than a year’s per . pas : ' 

formance from your babbitted bear- Goodyear Tire & Rubber Co of 
ings? If so we can help you improve Ala., Gadsden, Ala.; reclaim rubber; 
performance and reduce costs. Not $151,341: 70 percent. 
only do we have the proper grade for Detroit Stamping Co.. Detroit, 
your application but Magnolia repre- Mich: sleet al st tinea: G66; 
sentatives have the helpful know-how Niicn.; shee metal § amy gs; 90, 
you may need too. Your postal re- 324; 75 percent. 
quest will bring a Magnolia represen- Republic Steel Corp., Clev eland, 
tative to your plant or the recommen- Ohio: steel ingots; $180,000; 75 per- 
—_— of por oe men Department cent. 
 Premcetincreenee ie aces Russell, Burdsall & Ward Bolt & 
Nut Co., Port Chester, N. Y.; bolts 
ae on ; ; and screws; $95,000; 75 percent. 

nit , Soebliely John A. Roebling’s Sons Co., 
MAGNOLIA METAL COMPANY Trenton, N. J.; steel strip and wire; 

aay : ee a : $335,000; 60 percent. 

; “ John A. Roebling’s Sons Co., 
Roebling, N. J.; steel wire; $234,700; 
60 percent. 

John A. Roebling’s Sons Co., Roe- 
bling, N. J.; steel wire; $578,700; 60 
percent. 

Quaker Rubber Corp., Philadelphia, 
Pa.; aircraft; $256,198; 75 percent. 

Greenfield Tap & Die Corp., Geo- 
metric Tool Co. Div., New Haven, 


BENCHES Conn.; chasers; $533,323; 80 per- 
‘ cent. 
— = The Colorado Fuel & Iron Corp., 
BENCH 3 Worcester, Mass.; steel wire; $12,973; 
, 60 percent. 
Bath The Colorado Fuel & Iron Corp., 
Buffalo, N. Y.; steel ingots; $11,712; 


TOOL | 75 percent. 
aw The Colorado Fuel & Iron Corp., 


ROOM a= ~ Pueblo Co., Colo.; wire; $100,000; 


: 60 percent. 

Equipment Republic Steel Corp., Cleveland, 
Ohio; steel ingots; $115,000; 75 per- 
cent. 

Broderick Bascom Rope Co., St. 
Louis, Mo.; wire rope; $29,528; 60 
percent. 

Bav State Abrasive Products Co., 
Westboro, Mass.; grinding wheels, 
abrasive products; $1,119,279; 75 per- 
cent. 

Allegheny Ludlum Steel Corp., 
Ferndale, Mich.; carmet tipped tools; 
$385,000; 75 percent. 

Maklin Co., Jackson, Mich.; grind- 
ing wheels; $450,000; 80 percent 


v N \9F AURORA EQUIPMENT MPANY = ri te ’ tee Rr » i 
Soe gate LE aa nan ooat _Firth Sterling Steel & Carbide 
Corp., McKeesport, Pa.; special alloy 








W } 


ey Street 











staetrnwors 


INDUSTRIAL DISTRIBUTION © AUGUST, 1951 








SYV7RON 


NEW — PORTABLE 
812" Blade 2 11/16” Cut 


ELECTRIC SAWS 
Have Extra 
Sales Appeal 





FEATURING 





Smooth—Vibrationless 





LABORATORY 
APPROVED 


UNDERWRITER’S Dual V-Belt Drive %QQ,50 


Metal Case, $8.00 Adt'l. 




















TOUGH Something New To Tell! 
CONSTRUCTION Something New To Sell! 


* 
Syntron’s new Portable Electric Saw provides you with a 
FAST CUTTING number of “firsts” in selling points that are time and cost- 


SPEED cutting features for your customers. 
a 





Made up of tough aluminum and steel 

Depth of cut stampings, it weighs 1912 Ibs.—just the 
right weight to push its 6,000 RPM full load 

Adjustable from blade with ease, through cuts from 34” to 
44" to 2-11/16" 2-11/16”, or graduated angle cuts from 

e 90° to 45°—by dual V-belt drive that 

means added motor protection and smooth 


Angle Cuts : cutting. 


—from 90° to tied idl ies x 
45° for bevel cuts rite now about dealer proposition. 


SYNTRON COMPANY, t2zst" Ave 
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@ 
\ horse sense 


No need to tell you that there’s no percentage nowadays in doing 
by hand anything that can be done better and faster with a power- 
driven machine. 

And nowhere is that any truer than in selling and serving your cus- 
tomers. The more you can use the modern printing press, for example, 
to produce catalogs that take the load off your inside and outside 
sales and service staff, the better. It simply means more volume in 
a given length of time with a given number of people. And, of 


course, just so much more net reward for the year’s operations. 


If you are thinking about a new catalog, by all means drop us a 
line. We shall be glad to survey your catalog situation at our own 
risk and expense. A clear report will be submitted to you for study 
and consideration. With the facts before you, you can reach 


your own decision. 
RECENTLY DELIVERED DONNELLEY-BUILT CATALOGS: 


REPEAT 


R.R.Donnelley (Eee) = 


5 6 EQUIPMERT 


CATALOG 


350 East Twenty-second Street 
Chicago 16, Illinois 


FIRST ORDERS 


NEW JERSEY 
ENGINEERING 


PRINTERS * BINDERS & SUPPLY CO. 


ENGRAVERS * LITHOGRAPHERS 
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steel; $214,294; 70 percent. 

John A. Rocbling’s Sons Co., Roe- 
bling, N. J.; steel wire; $230,810; 60 
percent. 

Simonds Abrasive Co., Philadel- 
phia, Pa.; bonded abrasive products; 
$718,620; 80 percent. 

Armour & Co., Chicago, IIl.; 
adrenocorticatropic harmone;  $11,- 
617,500; 55 percent. 

Russell, Burdsall & Ward Bolt & 
Nut Co., Port Chester, N. Y.; ferrous 
& non-ferrous nuts; $246,653; 75 per- 
cent. 

United States Steel Co Pitts- 
burgh, Pa.; iron & steel; $10,456,- 
819; 80 percent. 

United States Steel Co., Pitts 
burgh, Pa.; sheet stecl; $10,471,260; 
60 percent. 

United States Steel Co., Pittsburgh; 
steel billets; $20,816,047; 75 per- 
cent. 

National Tube Co., Pittsburgh, 
Pa., steel tubes and steel bars; $1,- 
923,200; 60 percent. 

The Watson-Stillman Co., Roselle, 
N. J.; forged steel fittings; $418,000; 
75 percent. 

The Goodyear Tire & Rubber Co., 
Akron, Ohio; aircraft; $56,080; 75 
percent. 


Wolfe To Head Sales 
For Georgia Supply Branch 
William W. Wolfe has been ap- 


pointed sales manager of the Savannah 
branch of Georgia Supply Co., Savan- 
nah, Ga. 

Mr. Wolfe has been with the firm, 
which operates in Georgia, South Car- 
olina, and Florida, since 1932 





COUNTER SALE is written up at 
the Henry Upjohn Co., Kalamazoo, 
Mich., by Bill Wunderlich 





America's Moct 
Dependable forged : 
Steel Globe Valve 

tdward Fig. 444 


—It Costs Your f/ 


Customers 


Nothing Extta oS7 


to Have “ yy ~ 
/ 
the Beet: bien 
<, FEATURES... 
YOULL SELL 


Subsidiory of ROGKWELL MANUFACTURING COMPANY <9 
EAST ANA @ 


$ CHICAGO, INDI 


lf you don't have this i re 7" TH 
: alves., nec. 
e lar Edward line, SS v en 
ite us it now. It's * ¢ ; 
IND 





=% 


DARNELL 
CASTERS 


Built-in quality assures a 


long life of ef ficient ser- 
vice—it pays to Demand 
Parnell Dependability’. 


DARNELL CORP. LTD., 6OWALKER ST NEW YORK,NY. 
LONG BEACH, CALIFORNIA, 36 N. CLINTON, CHICAGO, ILL. 
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PRICE CHANGES are checked bv 
Beta Coker and Alex Muntan of J. G. 
Christopher Co., Jacksonville, Fla., as 
they read incoming notices from manu 
facturers. 





Dominion Brake Shoe Co. 
Elects Executives 


Thomas E. Akers was elected presi- 
dent, and Maurice N. ‘Trainer was 
elected chairman of the board of Do 
minion Brake Shoe Co., Ltd. Kenneth 
I’. Fawcett was appointed vice presi 
dent of the American Brakeblok and 
Kellogg division of the company. 

Mr. Akers, who was formerly vice 
vresident of Dominion Brake Shoe, 
vas born in New York, and joined 
American Brake Shoe in 1902 as an 
office boy. He rose through various 
sales and supervisory jobs successively 
to executive capacities. He will com 
plete 50 years of service with th« 
company early in 1952. 





MATERIALS SEARCH is carried on 
by R. H. Bailey and L. W. Storey of 
Boykin Tool & Supply Co., Atlanta, 
Ga., in an effort to meet customer re- 
quirements. 





pie SP? Ai 


en it comes to 


+B 
fluorescent lamp 


Zn : 
brands heres the 


e 
brand o 


@] e é wa. 4 . , 





q 











All fluorescent lamps look alike. But all do 


~ YY not light alike, or last alike. Westinghouse 
fluorescent lamps are unsurpassed in giving 
long-life, top-quality performance. This 
—" 4 long-time service means savings in lamp 
replacements and lamp replacement time. 

eas 


So, whether you’re lighting a roundhouse 
or ranch house, specify Westinghouse; 
_s : 
¥: there’s no better value for your money, 





vou can se SURE...1r rs Westinghouse 


Ann -— 
: Lamp Division, 
Currycomb ° > F . 
Westinghouse Electric Corp. 


Bloomfield, N. J. 


Crosby 
Seven Up Send me more information on how I can save with 


uh; oun tii Saas Westinghouse fluorescent lamps. 


Turkey-track 


+Bos-ne 


NAME 
COMPANY 


STREET 
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looks more like a busy, little 
beaver than a wise, old owl 
these days. But WHO‘ is still — 


of YORK, PENNA. 


Even though we haven't been able to produce all of the pre- 
cision, ‘‘milled-from-the-bar’’—Cap Screws, Set Screws, 
Milled Studs and Coupling Bolts you folks would like to have 
—we’ll do our utmost to help you satisfy those customers 
who depend on you for ‘‘the best.’’ 

















Seuatt THTTAN 


Carried in Stock 
or made to order 


YOUR CUSTOMERS can _ order 
standard roller chain sprockets right 
out of the Sewall catalog. Sprockets 
for conveying or power transmission 
uses are available in a wide range 
of sizes. Complete stock for quick 
deliveries. Sewall service includes 
made-to-order sprockets for roller 
chain—silent chain—or any type of 
transmission or conveyor chain. 


Also manufacturers of 
SEWALL GEARS... 
accurately machined to 
your specifications .. . 
engineered to your re- 
quirements. 





E.B, SEWALL MANUFACTURING CO. 


662 Glendale St., St. Paul 4, Minn. « NEstor 1381 
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BEST FRIEND of the telephone sales 
men is the switchboard operator—in this 
case Mary Simmons of Henry Walke 
Co., Richmond, Va 





Cleveland Chain & Mfg. Co. 
Forms Industrial Sales Div. 
The Cleveland Chain & Mfg Co., 


Cleveland, Ohio, has formed an indus- 
trial sales division, headed by C. J. 
Gerker. 

Ihe new department under the gen- 
eral supervision of David J. Gemmell, 
vice president and director of sales, 
offers the services of three consulting 
engineers, available to work with mill 
supply houses and industrial concerns 
on any problems involving sling chains 
ind other industrial chain uses. 

Mr. Gerker’s experience includes 
more than 20 years with The George 
Worthington Co., Cleveland. 





I. D. ARTICLE is studied for operat 
ing tips by Lawrence Kowack, assistant 
manager, and Carl B. Pfeifer, president, 
Mill Supplies Corp., Lansing, Mich. 





Designed to meet any 


drilling WEA 0 on 


WALKER - TURNER 


DRILL HEADS 


work at all angles, handle work 
faster, and cut machining costs 


Whatever your production needs, Walker-Turner 
Drill Heads are readily adaptable for special set-ups. 
They are designed to operate continuously at any 
speed from 400 to 2600 or more r.p.m. They can 
be operated in any position, and attached to other 
equipment. They have a wide range of application. 
Pictured are a few of the ways industry is capi- 
talizing on this flexibility, to simplify work hand- 
ling and speed production. 


Very likely you can save time and money by build- 
ing Walker-Turner Drill Press Heads, Hand or 
Power Feed, into your production machinery. If 
you machine steel, iron, aluminum, copper or brass, 
plastics or wood, investigate the possibilities of 
adapting these low-cost, high production tools to 
your specific needs. Send for catalog. 


IN OPERATIONS LIKE THIS, requiring a rotary motion 
combined with a reciprocating action, the adapta- 
bility of the Walker-Turner Drill Head gives you 
greater production capacity. By using a circular jig 
and allowing the drill head to revolve radially on the 
column, a continuous series of holes may be drilled 
in rapid succession. 





EIGHT SEPARATE OPERATIONS ARE CONSOLIDATED 
into one with this set-up. Four standard Walker- 
Turner Power Feed Drill Heads are mounted hori- 
zontally to drill both ends of two double-end tube 
closures simultaneously. 


THIS JIG APPLICATION IS TYPICAL of Walker-Turner 
Drill Head flexibility. Due to the weight of the work 
and the cumbersome special jig required, provision 
was made, in designing the fixture, for attaching the 
drill heads in correct position. Result: work can be 
loadedin a natural position, production is speeded up. 


SOLD ONLY THROUGH AUTHORIZED DEALERS 


WALKER-TURNER 


DIVISION. 


KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, -W. J. 


DRILL PRESSES e RADIAL DRILLS e@ TILTING ARBOR SAWS e BELT and DISC SURFACERS 
METAL-CUTTING BAND SAWS e METAL-SPINNING LATHES e SPINDLE SHAPERS e JOINTERS 
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WHEN YOUR CUSTOMER 


FOR THE BEST 


tee SELLE 


CHANNELLOCK 


Wade only by CHAMPION DeARMENT 


Channellock pliers are made by skilled 
craftsmen of a company known for nearly 
3/4 of a century for its highest quality pro- 
ducts. The outstanding features of Channel- 
lock pliers such as Longer Wearing, No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 

Whenever your customers ask for pliers 
... help them select the Best . . . Hand them 
Channellock 

And remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 
D5 today - 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 
Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 


Norman R. Amberg 


Yale & Towne Makes Two 
Philadelphia Staff Changes 


Two staff appointments at the Phil- 
adelphia division, Yale & ‘Towne Mfg. 
Co., have been made recently. Nor- 
man R. Amberg was appointed assist 
ant works manager and Harvey W 
Wesenberg, supervisor of materials 
handling. 

Mr. Amberg comes to Yale & 
Towne from the Electromotive Div., 
General Motors Corp., where he was 
chief tool engineer. Prior experience 
included similar positions with Inter- 
national Harvester Co. and Harnisch 
feger Corp. 

Mr. Wesenberg was employed by 
the Hudson Motor Car Co., before 
accepting his new position with Yale 
& Towne. He is a member of the 
American Materials Handling Socictv. 


= 
* 


Harvey W. Wesenberg 


Du Pont Promotes AJ Smith 


A. J. Smith, Jr., manufacturing su 
perintendent of the Du Pont Co.'s 
Seaford, Del., nylon plant, has been 
appointed assistant director of sales 
for “Dacron” polyester fiber 
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tuds into Stee! 
Bry Mester in seconds 


: *4—WOOD TO CONCRETE 


with the 
etociry-eowef] 
DRIVER 
, 2. Ges 7" 
Ge 


\ Better 5} Ways! 
3 Jo 175 SIMPLE 


One-handed operation. Load—position 
—fire. Stud imbedded—job done. Two 
basic parts—barrel and firing unit— 
easy to service. Integral cartridge bans 
matching and fitting—ready to use. 


2. ITS VERSAILE 


Drives studs easily into steel or con- 
crete. Interchangeable barrels permit 
driving of either 14 or °4-in. studs from 
same firing unit. Wide range of studs 
available—solid head, internal or ex- 
ternal threaded types. 


So 178 SAFE 


Center-fire cartridges plus spring-loaded 
safety arm that must be rotated 180 
degrees and held before stud can be 
fired makes accidental discharge im- 
possible. Barrel design and long bearing 
area of piston avoids ricochet, flash, 
recoil. Cartridge assemblies assure right 
load for the job. Write for Bulletin 
No. TA-17. 





DEALERS WANTED 
Big, profitable sales opportunity 
in a broad market with this time, 
labor and money saving tool for 
maintenance, repair and construc- 
tion work. Cartridge-studs bring 
repeat business. Act now! 


* * 





VELOCITY POWER TOOL CO. 
7505 Thomas Boulevard 
Pittsburgh 8, Pa. 





ONE OF A SERIES 
ENTS NOW REACHING 
D PROSPECTS 

OF LEADING 
UBLICATIONS 


OF ADVERTISEM 
YOUR CUSTOMERS AN 
THROUGH THE PAGES 
BUSINESS AND TRADE P 





IT’S 
PACKED WITH 
SATISFACTION 

WHEN IT’S 
Xa 4 4) 
WITH R/M | 


You will find Raybestos-Manhattan 
packings and gaskets in machines 
like this reciprocating boiler-feed 
pump, and in practically every other 
type of fluid-handling equipment in 
industry. The long line of R /M pack- 
ings and gaskets is relied on by 
experienced engineers, not only for 
pumps, but for valves, compressors, 
expansion joints, hydraulic rams, and 
wherever trouble-free service is essen- 
tial. The R/M distributor near you 
will gladly help you select the right 
packing or gasket for your needs. Or 
write for the R/M Packing Catalog. 





RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, S.C. Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings « Asbestos Textiles + Mechanical Rubber Products 
Abrasive and Diamond Wheels « Rubber Covered Equipment « Brake Linings « Brake Blocks © Clutch Facings 
Fan Belts + Radiator Hose * Powdered Metal Products + Bowling Balls 
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SOLID STEEL COLLARS 


with 
UNBRAKO 
Self-Locking 


HOLLOW SET SCREWS 


Used 


Profitably... 


by manufacturers of such 
widely diversified prod- 
ucts as lawn mowers, 
food machinery, textile 
machinery, juke boxes, 
snow plows, conveyors, 
air compressors, agricul- 
tural machinery, electric 
fans, bottling machines, 
and dozens of others. 

Precision machined 
from solid bar stock in 42 
stock sizes for shafts from 
3/16” to 3’’ diameters 
inclusive. 


Write for prices 


CONVEYOR BELT speeds stock to 
the first floor, at J. Russell & Co., Inc., 
Holyoke, Mass. Howard Nadeau, clerk 
in the bolt department, demonstrates 
the new machine 





Columbian Vise Honors 
Long Time Employees 


President H. F. Seymour was one 
of the eight 25-year employees of 
(he Columbian Vice & Mfg. Co., 
Cleveland, who were recently awarded 
engraved, honorable service watches 
by the company’s board of direc- 
tors. 

Others who were honored and wel- 
comed into the Columbian Quar 
ter Century Club included A. S. ‘Trivi 
son, purchasing agent and company 
director; John Tramsak, plant super- 
intendent; Louis Orainar, John No 
vak, Frank Kirvelaitis, Antone Pevc 
ind Frank Jesensek. 





OCK OUT 


/ 


SABOL 


As America girds for the ‘Battle of 
Production,” industrial facilities as- 
sume greater importance . . . must 
be better protected against loss, 
carelessness and even sabotage. 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers 
a favor when you remind them 
of these security measures and 
recommend 


Master % 


Built Like a Bank Vault Door! 
Laminated steel case for powerful 
protection, world’s strongest con- 
struction . . . pin tumbler security 

. Precision brass cylinders for 
long life and easy action. 


Master Jock Company 
Milwaukee 45, Wis. 


Special service 
on master- 
eyed and 
keyed-alike 
sets for 
industry 


-S$PS- 


STANDARD PRESSED STEEL CO. 
JENKINTOWN 13, PENNSYLVANIA 


BILLINGS are handled at K. J. Papke 
Co., Inc., Milwaukee, by 
Vopalensky 


I TTAINC 











World's Leading Padlock Manufacturers y, 
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that Pave the Way to Sales 
Teri WHITNEY CHAIN DRIVES 


Chains in single or 
snaitighe aie. Now, when the words are “more and more production” is 
the time to sell Whitney Chain Drives. And when you sell 
“Whitney” you're selling a chain drive line that is known 
and preferred by industry for its dependable performance. 


Whitney Cut Tooth Moreover, when you sell Whitney Chain Drives — silent 

img,  SProckets for all chains, roller chains, conveyor chains, cut tooth sprockets 
types of chain. ° . . eos 

i and flexible couplings — you sell proved quality. In addition, 

Whitney helps you with an aggressive advertising campaign 

in leading trade papers and hard hitting direct mail .. . sure 

Pa fire sales boosters that help you increase profits. Here are 

some of the typical sales aids that make your sales job easier — 


Publication advertisements reaching over 1,000,000 read- 

Whitney Roller ers a month... Direct mail to the men you want to reach... 
Chain Flexible _ = at , os P 

Cienionitee Self-Mailer bulletins, Advertising reprints, Drop-off bulle- 

positive yet flexible tins, Envelope stuffers and Catalogs for your promotion 


direct drives. We ; 
oe use... plus other merchandising material. 


Make this year your Whitney year! It will pay off in more 
sales and more profits. 


WHITNEY CHAIN COMPANY 


239 HAMILTON ST., HARTFORD 2, CONNECTICUT 


Whitney Silent 
chains for quiet, 
high speed power 
transmission, 
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CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Self-aligning and perma- 
nently lubricated sponge 
iron section acts as a wick 
lubricating the shaft by 
capillary action. Flange type 
pillow blocks also availabic. 


TYPE A Write for details. 


SHEAVES AND V-BELTS 
yw, * 


A 
f a 
(iff 
ei @) 


WRITE FOR CATALOG 


FRACTIONAL 
and 
MULTIPLE 
HORSE POWER 


CONGRESS DRIVES DIVISION 


TANN CORPORATION 
World's Largest Manufacturer of FPH' Pulleys 


3750 East Outer Drive . Detroit 34, Michigan 


PACKAGED 
«SHIM 
STOCK 


SAVES 
CRITICAL 
MATERIAL 


Today the most important thing about our 
handy shim stock carton is that it stops 
waste—because it feeds out stock in perfect 
condition, as it’s used. These days, when 
shim brass and steel are not easy to get, 
waste just can't be tolerated. 


One other point—we want our 
distributors to know that each 
of them will get equal and 
impartial treatment from us 
whether shortages exist or not. 


LAMINATED SHIM COMPANY... 


UNION STREET e 
ARBOR SPACERS 


1c} 03, | :) tole) Gaiae), |. 


SHIM STOCK 
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Charles P. Harlow 
Wickwire Spencer Appoints 
Hardware Sales Manager 


Charles P. Harlow has been ap- 
pointed sales manager of the hardware 
products department of the Wickwire 
Spencer Steel Div. of The Colorado 
Fuel & Iron Corp., New York. 

Mr. Harlow joined the then Wick- 
wire Spencer Co. in 1936. Since this 
time with fhe exception of four years 
service in the Coast Guard, he has 
served in various capacities in the Clin 
ton and Worcester mills, and in the 
New York and Boston district offices. 

He succeeds William Stewart who 
has resigned. Mr. Harlow and William 
Kempton, assistant hardware products 
sales manager, will continue to be 
located in the new sales office of the 
Hardware Products department at the 
corporation’s subsidiary, American 
Wire Fabrics Corp., Mt. Wolf, Pa. 


William B. Kempton 
Garber Made Vice President 


Lawrence L. Garber, general man 
ager, of the American-Fort Pitt Spring 
Div., H. K. Porter Co., Inc., Pitts- 
burgh, has been elected vice president 
of the company. 





Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source of trouble. So, remember when 
buying, screw anchors... 


CAN PROVE DANGEROUS! 


The word “Rawlplug” used in connection 
with Jute Fibre Screw Anchors is exclusively 
the property of The Rawlplug Company, Inc. 
For forty years it has been secured to them 
by common law and by trademark registry. It 
is the corporate and trade name of the com- 
pany and specific product of their manufacture. 


BE SECURE BY BEING SURE 


Look for the Trade Name RAWLPLUGS 07 the Blue Box 


When you use Rawiplugs you are using the 
original and genuine... the only screw anchor 


Wl ‘ | with the features that make them worthy of 
Al DRIVE > | 1 imitation... RAWLPLUG! 





Rawiplugs because of their chemically treated 
braided jute fibre construction... Hold Better 
. . . Last Longer . . . Weigh Less and Hold 
More! They eliminate extra troublesome spot- 
ting and layout work. Rawlplugs are the only 
universal anchors which can be used in any 
material. 





IF YOU DON'T USE RAWLPLUGS... THERE'S A SCREW LOOSE SOMEWHERE” 
For Information write Dept. I 


The Rawlplug Company, Inc. 


271 Church Street, New York 13, New York 


j 
P j 


‘ 


, ‘ 
THERE ARE RAWL \ — 
EXPANSION BOLTS, SCREW ANCHORS AND wldonn: OR 
SOLD THROUGH ALL LEADING HARDWARE, ELECTRICAL AND M 
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Wells No. 12 Metal Cutting Band Saw 
and Wells-O-Zar Feed Master 


ANY quantity of identical lengths of bar stock are cut 
automatically in a Wells No. 12 Heavy Duty Metal Cutting 
Band Saw equipped with a Wells-O-Bar Feed Master. 

In operation, the cutting head of the saw descends at 
a rate governed by a predetermined blade pressure setting. 
At the completion of each cut, the head automatically rises 
to a preset height and the stock is automatically projected 
for the next cut. The machine requires no attention except 
for reloading. The saw is powered by two electric motors 
(3/4 and 1/3 H.P.); the feed requires air at 60 to 80 psi. 
Capacity. of the saw is 1234” O.D. for rounds, 12” x 16” 
rectangular; standard feed will project up to 17”. 

The feed mechanism does not interfere with the use of 
the saw for making single cuts. Saw and feed can be 
purchased separately or as a combination. The feed unit 
can easily be attached to horizontal band saws now in 
service. 

Ask your Wells Dealer for complete information or 
write direct. 


© **Readidedess 


The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 


606 ADAMS STREET 
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GEORGE S. FABEL has been elected 

chairman of the executive committee 

of the Thermoid Co., Trenton, N. J 

He is also president of a subsidiary, 

Southern Asbestos Co., Charlotte 
Cc 





H. M. Harper Co. 
Expanding Plant 


Construction of a new addition to 
the plant of The H. M. Harper Co., 
Morton Grove, Ill., was recently be- 
gun. Scheduled for completion late 
this vear, the new building will in 
crease total floor space to 166,000 sq 
ft. 

When completed the addition will 
house complete facilities for the re 
duction of copper, nickel, aluminum 
and stainless steel wire and bar stock 
Equipment will include light and 
heavy draw benches for bar drawing 
and a batterv of wire drawing ma 
chines for wire up to 3-in. diameter 





THREE RIVERS, MICHIGAN 


PRESIDENT Joseph P. Van Blooys of 
A. L. Holcomb Co., Grand Rapids, 
Mich., works in his office at his com- 
pany’s new building, 





another NEW [) [PROFIT TOOL 


THE PORTABLE 
PEDESTAL PRESS 


An amazingly efficient, portable press which 
combines with the sensational Power-Twin 
Hydrautic Puller to perform hundreds of tough 
jobs easily and quickly. Every shop can use one -- 
large plants will use many. Just get a couple 

of them in use and see how fast the news spreads. 








STRONG — Will handle 95% of all pulling or installing jobs. 
Especially designed for use with the 17% ton Power-Twin 
Hydraulic Puller. 

AMAZINGLY PRACTICAL — use for a wide variety of production, 
assembly line or maintenance operations. 

PORTABLE - PERMANENT — can be easily moved from job to 
job or located near permanent equipment. 











COMPACT — Base is only 20"x 21” - will fit anywhere. 


VERSATILE — Provides almost unlimited vertical adjustment 
for pulling or installing wheels, pulleys, bushings, collars, 
couplings, gears, shafts and bearings. 


POWER-TWIN 
HYDRAULIC 
BENCH PRESS 


@ Bench frame available for use with OTC Power-Twin 
Center-Hole Hydraulic Ram. Provides compact, inexpensive 
hydraulic press which can be mounted on bench for shop 


work or service truck, for field use on maintenance work. 
See your jobber for complete information or write us. 


OWATONNA TOOL COMPANY 


373 CEDAR STREET © OWATONNA, MINN. 


INDUSTRIAL DISTRIBUTION © AUGUST, 1951 199 














Carry Buckingham 


THREAD 
RESTORERS || OTHER 


QUICK-MOVING 
ITEMS 


now T° PREPARE 


your eLrannros 


“Protecto” Grips 
...and watch the sales ring UP! turvior dictectric 
plastic grips, for slip- 
Just a few turns of a Buckingham Thread Restorer fixes up ping snugly onto pli- 
battered, distorted, rusted conditions on any male threads— ers handles. Provide 
SAE, ASME, pipe, or tapered. Models easily adjustable to insulation and sure 
wide range of root diameters. Require no change of dies. _ ed — 
This exclusive type tool is creating substantial sales. More, oo lg 7 Atomic Defense Booklet 
Buckingham Thread Restorers are consistently advertised to For Industrial PI 
a big list of industries. So, hitch onto Buckingham demand. Tool Pouches or Industria ants 
Attractive discount! Get extra profits now! Order today or Different + ge a “How To Prepare Your Plant For 
write variety of pockets. a * 
ee ae ” to a root diam... $ 6.50 Suapeted by belt. Atomic Attack,” is a 32 illus- 
gropesition.  to.1” root diam. 8.50 | Heavy leather, stitched trated booklet on industrial plant se- 
" to 2%” root diam. 12.00 | and riveted. Thousands curity in the atomic age being offered 
to 4, root diem... 27.50 | of workmen ond hob- to all plants, large and small, by 


2G net em, 0 ae want Rem. Walter Kidde & Co., Inc., New York. 
WRITE In simple language the booklet pre- 
ee for Literature! sents the latest factual information 
PAK about the atomic bomb, its destruc- 
tive potential, and its limitations; a 
guide to plant management in or- 
ganizing personnel to cope with pos- 
sible plant disasters; and recommen- 
dations for strengthening plant con- 
struction and sustaining produc tion in 
the face of bomb attack 

















. 
i 
; 








MECHANICAL POWER 
TRANSMISSION EQUIPMENT 


For 72 years—a name famous for design perfection and mechanical dependability— 
for ability to solve every complicated mechanical power transmission problem. Medart 
—MOST COMPLETE LINE AVAILABLE—moves faster, sells easier, earns more profit! 


frok For ( V-Belts & Sheaves (_] Speed Reducers 


Power Transmission Equipment (_] Gears 


Tere | ATTACH THIS AD TO LETTERHEAD AND SIGN SALES FIGURES are checked over 


at Manufacturers Supply Co., Grand 


ib St. apids, Mich., by E. ema, pres- 
MEDART COMPANY sage tor gi Rapid fich., by E. H. Idema, pres 


ident. 
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The Principle of ROTOCURE is 
Simple—the Results Dramatic 


(Eliminates OCS*— killer of Conventional Conveyor Belts) 








Place a hot flatiron too often on the same 
spot of a pair of pants and you weaken the fabric. Use con- 
ventional flat press methods of curing belting and you 
weaken the structure similarly. Flat press curing cannot help 
but result in these overcured segments because these sec- 
tions (2” to 4” long across the belt width) get a double 4, .,-ured Sections — present every 30’ to 40’ in all 


“treatment” as previously cured areas advance /ess than a full __belts made by the flat press method. Only Rotocuring 
(continuous, non-stop curing) eliminates this major 
press length. 


cause of belt failure. 
Not so with ROTOCURE. In this continuous ... 4. Uniform, abrasion-resistant covers. 
method of vulcanization double curing due to 
press overlapping is eliminated because the belt 
is in constant uniform motion. Product-wise you 


get these vital advantages: and rock bottom maintenance costs. If you're 
1. Increased belt flex life — as much as 40% handling Bull Dog V-Belts now — more power 
..- 2. Elimination of mechanical distortion at to you. If not, put them to work for you! 
the press ends... 3. Constant, uniform stretch 


These product advantages are paying off for 
BWH Conveyor belt users in more work hours 
per belt, savings per ton in materials conveyed 








Another Quality Product of 


Boston Woven Hose & russer company 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. © P.O. BOX 1071, BOSTON 3, MASS. U.S.A. 
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TAC does what no 


other tool can do! 


AT LAST! AN OPEN-END 
RATCHET WRENCH — the 
world’s first true universal wrench 
A patented design for connections 
on tubing, rods, piping, conduit, 
studs, etc. Sixty-four socket sizes 
from %” to 4”. Smallest effective 
ratcheting arc yet—5° to 7%° 
TAC will also do every job any 
ordinary ratchet wrench will do 
one TAC set replaces literally doz 
ens of single-purpose hand tools 


} 


* Reasonably Priced 
¢ Generous Discounts 


Wherever you find an electric motor at work in 
the Replacement, Maintenance, or Service markets 
there is an opportunity to sell a Mercury Auto- 
matic Clutch. 


Installed on an electric motor, a Mercury Automatic 
Clutch cuts starting current demand one-half to two- 
thirds, provides full protection against burned-out 
windings, blown fuses, and fire hazards. Available 
for 1/6 HP to 15 HP motors plus a choice of de- 
mountable pulleys. 


A recent Mercury development is the Series ‘'E” 
Mercury Clutch Coupling. This is a complete unit 
consisting of a Series “E” Mercury Clutch with pro- 
vision for mounting a standard flexible coupling be- 
tween it and the driven load. Designed for installa- 
tion on the shafts of integral horsepower electric 
motors up to 15 H.P. rating. See below. 

Write for the Mercury Dis- 

tributor Discount Schedule 

and copy of Catalog A-6. 


makers of 
advanced tool 


| for industry 


s 


s | : 
> $1 TUBING APPLIANCE CO. 
H 1112 South Victoria + 10321 Anza Ave. + Los Angeles, Calif 


MERCURY CLUTCHES 
| A Profitable line for Distributors 





AUTOMATIC7STEEL PRODUCTS, INC. 


CANTON 6, OHIO 


Al 
‘SP 
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SAFETY AWARD goes to L. H. Gil- 
mer plant of United States Rubber Co 
in Philadelphia in recognition of a per- 
fect 1950 safety record. Ernest G. 
Brown, vice president and _ general 
manager mechanical goods division, 
makes presentation to J. R. Tomlin, 
factory manager. Center is J. J. Burns, 
deputy director, Department of Labor 
and Industry, who awarded state certi- 
ficate. 





V-Belt Manual Completed 


A sixteen page manual of recom- 
mended engineering standards for 
multiple V-belt drives has been com- 
pleted and issued by The Rubber 
Manufacturers Association, Inc., and 
the Multiple V-Belt Drive & Mechan- 
ical Power Association. 

The associations expect that the new 
standards manual will be of material 
assistance to the users of multiple 
V-belt drives. Data in the manual is 
based on the latest engineering opinion 
and research. It indicates the proper 
sheaves and belts to be used in the 
attainment of optimum efficiency and 
economy of the complete drive in re- 
lation to the particular duty required. 





KEEPERS OF STOCK Ed Monat, 
Bill Lavey (foreman) and Adolph Mar 
tin work together in the shipping de 
partment of the Chase & Coolidge Co., 
Holyoke, Mass. Mr. Lavey has been 


with the company for 47 years 





Albert A. Hally 


Industrial Tape Corp. 
Makes Hally Sales Manager 


Industrial ‘Tape Corp., of New 
Brunswick, N. J., a subsidiary of 
Johnson & Johnson, has appointed Al- 
bert A. Hally as Sales Manager of its 
industrial and commercial depart- 
ment. 

Mr. Hally has been with Industrial 
l'ape Corp. since 1948. He was sales 
manager of Texcel Cellophane ‘Tape 
ind marchandising director prior to 
his new appointment. He formerly 
was merchandising manager and _ re- 
gional manager for Dennison Mfg. 


Co. 


Paul E. Rosenbaum Joins 
Billings & Spencer 


The Billings & Spencer Co., Hart- 
ford, Conn., has appointed Paul E. 
Rosenbaum direct representative for 
Missouri, Nebraska, Kansas and _por- 
tions of Iowa and Illinois. 

He brings a background of prac- 
tical engineering experience to his 
new position. Among Mr. Rosen- 
baum’s past business associations was 
the position of purchasing supervisor 
for the Army Corps of Engineers in 
the St. Louis District. He will make 
his headquarters in St. Louis, Mo. 


Owen-Illinois Announces 
Five Sales Promotions 


Five men have been promoted in 
1 sales department expansion move 
for the Kalo Div. of Owens-Illinois 
Glass Co., Toledo, Ohio. They are 
A. V. Baber, H. E. Casey, E. C. 
Shuman, W. R. Lugar and P. W. 
Bovd 

Four of the five have been with 
Owens-Illinois for seven years or more 
ind all but one are engineers. 


consumer accepted 


FAIRBANKS products 


VALVES 


The solid foundation for the 
reputation of Fairbanks 
Valves—sound engineering, 
rugged construction, proven 
service—means more valve 
sales. A complete line of 
bronze and iron body valves. 


TRUCKS 


Quality pays. Fairbanks’ line of two wheel and 
platform hand trucks sell themselves. A type for 
every service. 


CASTERS & WHEELS» 


New Lock-Weld Pressed 
Steel Casters—single and 
double ball race—outstand- 
ing advancement —out- 
standing sellers. Matched 
rigid casters. Complete line 
of semi-steel casters. Every 
type of wheel. 
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there is No 


DETOUR 
from SAFETY 


when 


is on the Job 
DIETZ NIGHT WATCH LANTERN 


Releases 
Straight - line 
Pencil Beam of 
great intensity, 
visible from all 
angles, nearby 
and at really 
great distances. 
Exclusive fresnel 
globe and trip- 
lock release of 
» chimney. 


First in safety— 
for safety first. 


Burns 100 hours 


DIETZ RED GLOBE LANTERNS 


The world’s 
most reliable, 
portable light. 
Burn bright or 
dim for long 
hours, to the last 
drop of Kero- 
sene, regardless 
of weather con- 
ditions. Econom- 
ical. Available 
upon request 
with stamped-in 
“name” to prove 
your ownership. 


DIETZ HIGHWAY TORCHES 


Made better, to 
serve better. 
Non-tip base. 
Leak proof, and 
weather proof. 
Burn for 30 
hours. Popularly 
priced and very 
economical, too. 


|R.E. DIETZ COMPANY 


EST. SYRACUSE 1, N.Y. & 


GUTPUT DISTRIBUTED THROUGH THE OBBING TRADE EXCLUSIVELY 


204 


CATALOG ROOM of the W. J. Foss 
Co., Springfield, Mass., is supervised by 
Mrs. Anna B. O'Keefe 





Stanley M. Swiatek 
Tours European Plants 


Stanley M. Swiatek, general mana- 
ger, Diamond Machine Tool Co., Los 
Angeles, has recently completed a 
month’s trip in Western Europe. The 
purpose of the trip was to obtain first 


’ hand information as to both the im- 


port and export situation as it ap- 
plies to the products his company 
manufactures. 

While abroad Mr. Swiatek visited 
the plants of almost every major ma- 
chine tool builder in Western Ger- 
many, Austria, England, France, Bel- 
gium, Italy and Spain. He also visited 
the display rooms of manufacturers 
showing tools built in Switzerland 
and Czechoslovakia. 

According to Mr. Swiatek, Ger- 
many produces the finest tools at the 
lowest prices. Many of its factories 
are now comparable to and in some 
instances better equipped for produc- 
tion than is the case in many Ameri- 
can factories. Also, in almost every 
instance they are better staffed as 
to management and workers than is 
average in this country 


National Supply Co. 
Opens New Store 
_The National Supply Co. opened a 


new store in Shreveport recently. The 
firm serves North Louisiana, East 
Texas and South Arkansas oil fields 
with a stock of drilling and production 
equipment and parts. 

R. E. Brock is store manager and 
R. A. Searle, district manager. 
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“YANKEE” Spirals 


Standard on every 
assembly line 


“Yankee” Spirals take the twist out of 
assembly lines, do the hard wrist work, 
reduce many motions to just one...a 
simple push. Wherever assembly shops 
are looking for time-saving, money-mak- 
ing shortcuts, you’ve got a sale for 
“Yankee’’ Spirals. Made in three sizes and 
two styles—regular and Quick-Return. 


Parking meter assembly with a “‘Yankee’’ 135. 
Quick-Return Spring brings back handle after each 
push, makes driving a one-hand job. Centering 
sleeve prevents slippage. 


Typewriter assembly with ““Yankee’’ 30A. Rapid 
spiral saves workers’ muscles, gives you more of 
their skill. 


Body assembly with “‘Yankee"’ 130A. Quick-Return 
Spring keeps bit in slot and worker's eyes on the job. 


We're telling your customers to 
go to you for ""Yankee"’ Spirals. 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE’ TOOLS NOW PART OF 


[ STANLEY 


REG Reg. U.S. Pat. Off. 











BIG SMILE on the face of Reception- 
ist Mrs. Lucy Perkins greets customers 
it Triplex Supply Co., Milwaukee. 





Lyon Metal Products, Ine. 
Reverts to “‘Horsetrading” 


Lvon Metal Products, Inc., Aurora, 
Ill., is utilizing the principle of “You 
Furnish the Steel, Lyon Will Make 
the Product,” reverting to an old 
Yankee custom of “horsetrading” to 
procure steel. 

Lyon cannot get enough steel from 
mills and other regular sources, thus, 
sheet stcel in gauges 10 to 24 is being 
requested to fabricate into standard 
Lyon products, or, in special defense 
products 

I'he Lyon offer is to take any gauge 
f sheet steel and in return to sup- 
ply the customer with an equal ton- 
nage of Lyon products currently in 
production. 





OUR STOCK OF PUMPS 
IS GETTING LOW— 
BETTER RE-ORDER 
FROM GOULDS TODAY 


This distributor is building a 
PROFITABLE pump business 


When a customer wants a pump, he usually wants it right 
away. All factory shipments under present conditions are 
apt to be extended. The distributor with “tpumps in 
stock”’? makes the sale! Here’s one sure way you can win 
new customers and please old ones. Keep a good supply 
of Goulds pumps in stock. 

Place your order for Goulds pumps today. Then, as your 
stock gets low, re-order immediately ...and be prepared 
to deliver on short notice. 

Goulds are always ready and anxious to help you with 
your merchandising problems or advise you as to the 
most saleable items to stock. For this information, call 
your nearest Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


Aig: 


Fig.1813 Reciprocating Piston Pump 


TELETYPE, cperated by Olive Nelson, of 


speeds service at Industrial Supply Co., 
Inc., Minneapolis. 


Portable Self-priming Centrifugal 





MEMBER 


| Goulds branches in 
all principal cities. 





Fig. 3650 Close-cupld Centrifugal 
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DEFENSE PLANTS WANT A4 $7 
ACCURATE, LOW-COST NETAL CUTTING! 


00 


METAL 
ear eoee: CUTTING 
Mond B24.C— “ta . BAND 
SAW 


TAKE ORDERS 


FOR Aalamajoo 
NOW! 


Many of your customers 
: will need fast, accurate, 
Ideally suited to defense low-cost metal - cutting 


production needs! Extra in defense production 
aad : I . . b work. You ll boost your 
rugged, precision Duilt, Dig sales and do your cus- 


capacity! Takes extremely tomers a favor by keep- 


heavy use. Timken bear- ing your stock of Kala 
: I E mazoo saws complete 
ings, host of exclusive while deliveries are rea 


features. sonably prompt. 


845 Harrison St. Kalamazoo, Michigan 


More Profits in Cosmnauder 


COMMANDER MULTI-DRILLS, 
Tappers and Chip Breakers are 
increasing production and reduc- 
ing labor costs in thousands of 
plants today. Distributors find 
these Production Tools easy to 
sell—profitable to handle. Adver- 
tised to over 1,000,000 readers 
every month to back 

your sales effort. 


* Increases Drilling Speeds 100% 
or more 
* Drill Deeper Holes— 
8 to 20 times drill dia. 
* More holes per hour 


* More holes per grind 
CHIP BREAKER CHIPS 


MFG. CO. 
Write for descriptive literature on the ‘ 
Commander Line of Production Tools 4217 W. KINZIE ST., CHICAGO 24, ILL. 


Products of Gommander...Builder of Production Tools 
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SALESMAN Guy W. Donahue Jr., 
pauses for a moment before beginning 
his morning sales rounds, for Stacy 
Supply Co., Inc., Springfield, Mass 





Philip Carey Mfg. Co. 
Makes Executive Changes 
Ihe Philip Carey Mfg. Co., Cin 


cinnati, Ohio, has made four recent 
executive personnel changes. W. L. 
Steffens, sales manager, insulation di- 
vision, will retire January 1, 1952. He 
has held many positions with Carey 
since he first joined the organization 
in 1911. 

Mr. Steffens’ successor will be J .C 
Rector, present Cincinnati district 
manager. He has had a long sales 
career with Carev in marketing thei 
building materials and industrial prod- 
ucts, and is well known in the midwest 
and south to lumber dealers. 

Succeeding Mr. Rector as Cincin 
nati district manager, is W. H. Skin- 
ner, formerly assistant district man- 
ager, who has been with Carev for the 
past 33 vears. 

One of the Cincinnati district of 
fice’s most successful salesmen, J. O. 
McFalls has been nominated to fill 
the vacancy created by Mr. Skinner’s 
appointment. 


Floyd C. Diaz Promoted 


Floyd C. Diaz has been appointed 
department superintendent of blast 
furnaces in the Duluth Works of 
American Steel & Wire Co. He comes 
to his Duluth post from the com- 
pany’s Donora Works in Donora, Pa., 
where he was general foreman of blast 
furnaces. 





BENSON M. AUSTIN has been ap 
pointed product manager of the indus 
trial and commercial department of 
Industrial ‘Tape Corp., New Brunswick 
N. J 





Ohio Elec. Mfg. Co. 
To Build New Plant 


The Ohio Electric Mfg. Co., Cleve- 
land, Ohio, has acquired an 8-acre site 
for the construction of a 35,000 sq. ft. 
plant. The company expects to break 
ground for construction immediately. 
It will be located on Dunham Rd. in 
Maple Heights, a Cleveland suburb. 

The company’s Maurice Ave. plant 
will be devoted to electric motor pro- 
duction and aircraft engine parts, 
while the new plant will house manu- 
facturing operations for the company’s 
line of lifting magnets, nail making 
machines, electric hoists and drilling 
machines 





TREASURER John P. Tierney of 
Penn General Supply Co., Pittsburgh, 
relaxes at hs desk during a lull in* the 
business day 





UNIONS 


in sizes and types for 
Distributors to command ALL 
pipe union business from a 
single source of supply .. . 


These UNIONS—featuring air-refined malle- 
able iron construction, air testing before ship- 
ment and permanently tight recessed brass 
seats—provide distributors with a source of 
supply of long-proved dependability. Exciu- 
sive Jefferson features of design and a com- 
plete line of unions furnish outstanding sales 
tools for distributors interested in building 
a profitable business in high quality pipe 
fittings. 


With the Jefferson line, distributors can offer standardization, per 
manently leak-tight performance and simplification of piping systems. 


The Jefferson line includes also ground, all-iron seat unions in all 
types and sizes. 


Full information on request. 


offerson UNION CO. 
Be 671 W. 26th St., New York 1, N. Y 





9 Green St 


49 Fleyt< her Ave 
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GREATER PROFITS 
CLIPPER 


Vv Constant Consumer Demand 
WV No Factory Sales to Users 


WV Nationally Advertised 
Y v Firm Resale Price Policy 
i . . + 
Vv Highest Uniform Quality 7 Fritz and Bud Kirkby, run the show at 
‘= —— Machinery & Supply Co., 


Young & Vann Promote 


Bell and Steele 
Young & Vann Supply Co., Birm- 

ingham, Ala., has promoted James B. 

Bell and W. H. Steele, Jr., to the 


position of assistant vice-presidents. 
For the past several years Mr. Bell 
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has headed the machine tool division, 
and Mr. Steele has been the company’s 
representative in Anniston, Ala. 





¢ y . 
Wasserman Appointed to 
NAM 
Rene D. Wasserman, director of 
research and president of Eutectic 
Alloys Corp., Flushing, 


TUNGSTEN CARBIDE 
Welding 
N. Y., has been appointed to the re- 
of the National 


search committee 
Association of Manufacturers. 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 











Standard thrufeed 
and infeed work 
support blades 
available from 
stock. Prices on 
special blades 

quoted on receipt 

of prints. 
WRITE FOR CATALOG 
& 


BALANCING BOOKS at Hardy 
Dischinger Co., Toledo, Ohio, is Fred 


WILLEY’S CARBIDE TOOL CO. 
ex Detroit 1, Michigan 
J. Trudeau, a long-time employee. 





SOLE MAKERS OF WILLEY 


342 W. Vernor Highway 
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all gain 
with 
PEORIA 


A sensible factory sales policy protects you when you sell PEORIA 

CHAIN. Keep your customers . . . and keep them happy by stocking 

ge amas high quality PEORIA CHAIN ...a complete line of every size 

CARL McWADE, advertising direc- : . . 

ter of Slhbe, lec, Chica, is ie malleable iron chain. Order now or write for free catalog. 

newly elected president of the Chicago 
Industrial Advertising Association 





R. C. Neal Co., Inc., 
Elects Three Directors 

Three new directors have been 
elected to the board of R. C. Neal 
Co., Inc. They are Allen H. Gardner, | 
president of Niagara Searchlight a 
Arthur J. Rau, vice president of The | 
Marine Trust Co. of Western New 
York; and Byron B. Cushman, man- 
iger of R. C. Neal Co.’s Rochester 


office. 
Directors who were re-elected at the 
annual meeting of stockholders are, 
in addition to Ray C. Neal, Clifford 
M. Sears, Rochester, Harry J. Lock, 
Snyder, and Frederic J. Zierk, Snyder, 
all of whom are officers of the com- 
pany. 
Carlton J. Russow was elected as- 400 CLASS 
sistant nie and Edwin O. Tilton, ae Se 
assistant secretary. 


i. 700 CLASS 
Republic Rubber PINTLE CHAIN 


Plans Plant Addition 


Plans for the immediate construc- 
tion of a large new plant addition have ROLLER TOP 
been made by Republic Rubber Di- | TRANSFER CHAIN 
vision, Lee Rubber & Tire Corp., 
Youngstown, Ohio. 
The new 80,000 sq. ft. addition and 
its equipment will be used for the 
production of wire and textile braided, 
mandrel built, lead press cured hose. ¢ —. 
Production will be limited to military | CHAIN 
requirements during the emergency. 
The Defense Production Administra- 
tion has issued a certificate of neces- 
sity of $1,841,102 for the project. PEORIA MALLEABLE CASTINGS Co. 
[he company hopes to begin manu- FT. OF ALEXANDER ST., PEORIA, ILLINOIS 
facturing in the new plant within CHAIN MAKERS FOR OVER\30. YEARS 


twelve months. 


DETACHABLE CHAIN 
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TYPE C 
COMBINATION 


ON QUALITY SAWS — 


Don't get excited when you need 
circular saws in a hurry. We have 
the saws your customers want — 
on hand — ready for immediate 
delivery. If it takes air mail — or 
special delivery — just say so, and 
that's the way your saws will be 
sent. We have every type and size 
circular saw you need for your 
customers . . . and they are in 
stock, just waiting to be shipped! 


Satisfied customers mean more re- 
peat business, and top quality 
BLADE Brand saws mean satisfied 
customers. Higher discounts on 
these scientifically heat-treated, 
precision ground saws mean more 
profits for you. Write for the new 
BLADE catalog and price list. 


BLADE Brand Circular Saws 
are sold only through distrib- 
utors. Your industrial ac- 
counts are always protected. 


SIZES STYLES 
6 to 16 inches Rip, Cut-Off 
inclusive Combination & 
Hollow-Ground 


909 W. 3rd Ave. 
Columbus 8, Ohio 


PAU: F. DORN has been promoted 
to the position of vice president of the 
Utica Drop Forge & Tool Corp., where 
he is director of personnel. 





New $5,000,000 Belt Plant 


Now In Production 


A new $5,000,000 industrial belting 


plant—the first major addition to B. 


I’. Goodrich production facilities in | 
Akron, Ohio, in years—has been com- | 


pleted and now is in full operation. 
Among the new features of the 
plant are a 664,000 Ib. press for vul- 
canizing belts, a humidity controlled 
section for manufacturing V-belts, a 
long belt building table specially de- 
signed with the latest tension control 
devices, and a complete materials 
handling system for delivering raw ma- 
terials to the production department. 


Ray C. Neal Presides 
At Joint Commerce Meeting 


Ray C. Neal, president of R. C. 
Neal Co., Inc., Buffalo, N. Y., pre- 
sided at a recent joint meeting of the 
Buffalo Chamber of Commerce and 
the U. S. Department of Commerce. 
The meeting was called to explain pro- 
visions of the Controlled Materials 
Plan of the National Production Au- 
thority. 

Mr. Neal is chairman of the Indus- 
trial Supplies Committee of the Buf- 
falo Chamber of Commerce. 


Hayes and Richardson 
Join Crawford & Garner 
John Hayes and Robert P. Richard- 


son have joined the staff of Crawford 
& Garner, Inc., Spartanburgh, S. C. 

Mr. Hayes will handle sales to tex- 
tile plants in parts of South Carolina 
and Western North Carolina, and Mr. | 
Richardson will contact plants in Cen- | 
tral and Eastern North Carolina. 
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FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectional odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 


FOR INFORMATION 
WRITE 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 








—RubyfluidT 





WILLIAM J. FLEMING has been 
appointed manager of the construction 
equipment sales division of Worthing- 
ton Pump & Machinery Corp., Harmi- 
son, N. J 





AED Holds 
Two-Day Meeting 

Over 200 construction equipment 
distributors attended the Associated 
Equipment Distributors’ Mid-Sum- 
mer Meeting, which was held recently 
in Chicago. 

The theme of the meeting was 
“Are You Still Running Your Busi- 
ness,” and the last business session 
was focused on questions from the 
floor on various aspects of distributor 
management problems. 

President Ray Arnold, Arnold Ma- 
chinery Co., Salt Lake City, Utah, 
opened the meeting discussing the 
functions of trade associations with 


particular emphasis on the activities of 
the AED. 


Quaker Rubber Corporation 
Opens Detroit Warehouse 


Quaker Rubber Corp., division of 
H. K. Porter Co., Inc., Philadelphia, 
has opened a stock-carrying branch 
warehouse and sales office at 872 Mil- 
waukee Ave., Detroit, Mich. 

J. R. Alexander has been appointed 


district manager of the new branch | 


which will serve all of Michigan. He 
has been with Quaker for more than 
seven years as a territory salesman 
and most recently Cleveland District 
Manager. 


Gray Retires From G.E. 


Charles B. Gray, manager of the 
Buckeye sales district of General Elec- 
tric’s Lamp Dept., Nela Park, Cleve- 
land, Ohio, has retired after. more 


than 48 years of continuous service. | 


He has been manager of the sales dis- 
trict for 25 years. 


fhero-Seal ost canes 


WONT 


ALL AERO-SEALS 
HAVE 
STAINLESS STEEL BANDS 


ONE-HAND INSTALLATION 


Install an Aero-Seal any place you can 
reach with thumb and one finger. Self- 
feeding when band engages worm 
threads. Thumb-grip and screwdriver 
types available. Four sizes cover 90% 
of the automotive market—all with 
stainless steel bands. 


“ 


SHAKE 
lodge! 


Wherever you have to clamp a hose 
connection tight...or wherever you 
want to lock two objects of any shape 
together in an unshakeable bond .. . 
your best bet is AERO-SEAL. 


= 


Threads of steel worm engage deep into 
slots in stainless steel band — hold tight 
under extreme vibration in automotive, 
aircraft and industrial applications, 
CAN’T SHAKE LOOSE. 





RE-USE AGAIN AND AGAIN 


When hose is frayed and worn you 
RE-USE the same Aero-Seal again 
and again. RE-USE Aero-Seals 
scores of times on temporary clamp- 
ing jobs — they hold any shape ob- 
jects together, conform to any shape 
without damaging clamp band. 


c10-Seal: 


OS WORM DRIVE 
Ente “ ie 


4 
= 


y 

| oe x 

<7 HOSE CLAMPS 74 ~< 
ANOTHER PRODUCT 


BREEZE CORPORATIONS, INC., 41 S$. Sixth St., Newark, N. J. 
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For Safety's Sake . . . SELL 
DAYTON SAFETY LADDERS 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


REMOVES 92% OF | Handrails of steel guard the large 
OIL, WATER AND hy } roomy platform for added safety. 
DIRT FROM GAS | Half of platform can be raised to 
AND AIR LINES BY | form an extra step, when needed. 
CENTRIFUGAL FORCE \, These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


For paint and lacquer | A FEW CHOICE TERRITORIES ARE STILL 
spraying, ceramic sand blasting, / | ponent nn oe O08 . 

te | | AY FOR COMPLETE INFORMA. 
air cleaning, etc. Make new instal TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 











lations more efficient. Easily 
Sizes 3 feet to 16 feet in height (meas- 
replaces any standard type of ured from ground to platform). Standard 
at a0 


A : rubber extra 
drier. Saves tools. Capacity range 


cote AYTON SAFETY LADDER CO. 


2339 GILBERT AVE. CINCINNATI, OHIO 
In Canada—Safety Supply Company—Toronto 











Backed by national 
advertising, dealer helps and a 
distributor policy 
that guarantees OUTLET 
stock movement. ' 
Write for details 
of our sure-fire 
sales plan. 

* 

Exploded illustration 
shows how air move- 
ment operates multi- 
blade rotors at high ‘ 
speed, thereby remov- 
ing contamination 
from line. 








MANUFACTURERS’ 
AGENTS WANTED 


Some territory still 
available. Write giving 
complete information 
on lines you handle and 
territory you cover. 











The Aridifier is made by 
the builders of Logan 
lathes and Shapers. 


ENGINEERING | 925.p " 
COMPANY "RIGHT Woop AVE. 
. 4ICAGO 14 a 


SOL 
D THry DISTRIBUTORS OnLy 


4911 W. Lawrence Avenue * Chicago 30, lil. 3 
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PIPE FORGOTTEN, Jack Sweeney 
of Onondaga Supply Co., Syracuse, 
J. Y., takes care of his end of an 
important telephone conversation 





E. E. Louis 
Founds Supply Company 

EK. E. Louis, formerly with the 
American Steel & Wire Co., has 
founded the E. E. Louis Supply Com- 
pany in Cleveland, Ohio. Headquar- 
ters will be at 2921 Prospect Ave. 

Mr. Louis retired recently after 
thirty-nine years of continuous service 
with the American Steel & Wire Co., 
where he was assistant to the vice 
president of sales. 


U. S. Steel Supply Co. 
Opens Two Sales Offices 


United States Steel Supply Co., 
warehousing subsidiary of the U. S. 
Steel Corp., has opened new sales 
offices in Salt Lake City, Utah, and 
Phoenix, Arizona. 

Donnell Newman, formerly a sales- 
man for the company in Los Angeles, 
has been appointed resident salesman 
of the Salt Lake office; Albert M. 
Loomis, also a salesman of the LA 
office, has been named resident sales- 
man of the Phoenix office. 


Worthington Sales 
Moves To Harrison Plant 


Sales and engineering functions of 
the water treating section of Worth- 
ington Pump & Machinery Corp. have 
been moved from the company’s 
Dunellen, N. J. plant to its Harrison, 
N. J. plant. 

The engineering function for the 
water treating section will continue 
under the charge of J. F. Sebuld and 
the sales function under A. L. Jones. 


b Zolel am akellalicyalelala=me Gektis 


WU Be Lower With 


This True Ball Joint Makes the Difference 


Once a Dart Union is in place you can forget it. 
You'll have a drop-tight joint that stays tight — that never requires 
re-tightening and extra maintenance. 


Why? Primarily because Darts are made with extra 
care. Seats, for instance, are both of a special bronze alloy — highly 
resistant to corrosion and pitting. And they're accurately machined 
then spherically ground to ensure wide, true-bearing joint surfaces. 
Finally, high-test, air-refined, practically indestructible malleable 
iron is used so body and nut can shrug off the toughest abuse in 
installation or use. 


Sell Darts! — the longer, better serv- 
ice they give will build repeat busi- 


ness for you, 


DART UNION COMPANY 
Providence 5, Rhode Island 

The Fairbanks Co. — Distributors 

Boston New York Pittsburgh 
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WEIR BERG & McKEE 
Compiled Cataloys- 


HAVE THESE MODERN FEATURES! 


[LLE. 
sTEUBE Nn 
324 NO 


Action illustrations demonstrate the use 


& MCKEE, Ine. 





NOTCHER 


Duplicates Precision Notches 


WITHOUT DIES! 


The new precision D1-Acro Notcher 
eliminates the need for punch press and 
dies on many production notching op- 
erations. It is also ideal for experimental 
work as it can be quickly adjusted for 
any size or shape notch. Many straight 
shearing operations can also be per- 
formed with this flexible unit. 


CUTS CLEAN—NO BURRS OR 
ROUGH EDGES 





PRODUCTION EXAMPLES 


The powerful D1-Acro Notcher has an exclusive roller bearing cam design 
which provides a tremendous pressure with a small amount of effort. The 
precision-ground Vee-shaped ram and blades of alloy tool steel assure 
clean cuts and permanent accuracy. 


LARGE CAPACITY. The D1-Acro Notcher cuts 90° notches up to 6” by 6” 
in 16 gauge steel in one operation. Larger notches, and wider or narrower 


angles, can also be obtained. 


SEND FOR 40 PAGE CATALOG. There are sales for you on 
all six “Die-Less Duplicating” production boosters—Di-Acro 
Benders, Brakes, Shears, Rod Parters, Punches, Notchers. 
Write for complete dealer information. 


-OLATRn is pronounced “DIE-ACK-RO” 
ae aca’ ACRO 
‘as Zot 312 EIGHTH AVENUE, LAKE CITY, MINN. 
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Axe, Hammer Makers 
Shun New Limitations 


Further limitations on product vari- 
ety are unnecessary, the Forged Axe, 
Hammer and Hatchet advisory com- 
mittee told NPA as the industry is 
me iking every effort to conserve critical 
materials. Manufacturers, the commit- 
tee said, are still operating on the same 
materials-saving basis as during World 
War Il. 

The committee reported that the 
industry has been swamped with 
orders during the past 18 months. To 
fill these orders, manufacturers used 
large quantities of steel from inven- 
tories which are almost depleted. The 
inventories will have to be re-expanded 
to take care of an expected increase in 
military requirements, industry spokes- 
men said. It was also suggested that 
NPA permit the industry to keep a 90- 
day steel inventory rather than the 
present 45-day limitation. 

NPA recommended that the indus- 
try use carbon steel instead of ferro- 
alloys for many varieties of tools 
produced by the industry. 

Members of the committee are: 
L. B. Hough, The Collins Co.; Ermest 
Estwing, of stwing Mfg. Co.; Frank L. 
Campbell, Fayette R. Plumb, Inc.; Al 
bert Egelkamp, Griffith Tool Works; 
E. S. Mulford, Henry Cheney Ham- 
mer Corp.; Lloyd C. Smith, Heller 
Brothers Co.; J. T. Rodgers, Mann 
Edge Tool Co.; William Curran, May- 
dole Mfg. Co.; R. W. Palmer, Palmer 
Welloct Tool Corp.; E. J. Murray, 
Pexto Tool Div., The Peck Stow and 
Wilcox Co.; H. C. Pease, Stanlev 
Tools; K. Clyde Council, the Council 
Tool Co.; W. G. Rector, True Tem- 
per Corp., and Howard Vaughn, 
Vaughn & Bushnell Mfg. Co. 


EMC Concerned 
By Manpower Loss 


The Engineering Manpower Com- 
mission is seriously concerned with 
the impact on essential industry, espe- 
cially defense industry, of the poten- 
tial loss of an additional 700,000 men 
through the new Universal Military 
Training and Service law, according to 
Carry H. Brown, chairman, Engineer- 
ing Manpower Commission of Engi- 
neers Joint Council. 

The commission has recommended 
to the Department of Defense, Mr. 
Brown said, that steps be taken to 
avoid, so far as is practicable, the use 
of engineering manpower in assign- 
ments where engineering training and 
experience is not required. The im- 
pact of the new law concerning occu- 
pational deferments will be felt by all 
industry, he said. 





NPA Urges Use 
Of Boron-Treated Steels 


The National Production Authority 
recently urged hand tool manufacturers 
to experiment with boron-treated steels 
as substitutes for critical alloys in 
making wrenches, pliers and other 
hand tools. 

NPA informed the Hand Service 
Tools Industry Advisory Committee 
that heavy defense demands for criti- 
cally scarce alloy metals will compel 
many industries to seek substitutes. 
Boron steels have assumed new im- 
portance because of their ability to 
be hardened, NPA said. 

Boron is a non-metallic element 
which occurs only in combination, as 
in boric acid and borax. It is used as a 
flux in making carbon steel, producing 
a tough, hard product suitable as a 
substitute for many alloy steels. 

Several metallurgists at the meeting 
reported that some plants already 
are testing boron steels and that others 
will experiment as soon as supplies 
are available. 

Several committee members pointed 
out that in many instances boron 
steels are not uniform in composition 
and suggested that, if they adopt use of 
such steel, mills should be urged to 
standardize composition of their boron 
products. 

The committee reported that al- 
loy steels are essential in some tool 
applications. It requested that NPA 
make allowances for such uses in 
scheduling alloy steel production. 
Members said that cutting-plier jaws, 
for instance, must contain molybde- 
num or some other alloy to operate 
efficiently and that boron steels have 
not proved effective in all such ap- 
plications 


Members Present 


Lindsay C. Howell, assistant direc- 
tor of NPA’s general components di- 
vision, presided. Committee members 
present were Horace Armstrong, 
Armstrong Bros. Tool Co.; Morris B. 
Pendleton, Plomb Tool Co.; Harry 
B. Curtis, The Bridgeport Hardware 
Mfg. Corp.; F. E. Hutton, The Corn- 
well Quality Tools Co.; M. L. Peter- 
son, Crescent Tool Co.; Fred S. Dur- 
ham, Jr., Bonney Forge & ‘Tool 
Works; Martin Tveter, Duro Metal 
Products Co.; Nelson M. Graves, 
Barcalo Mfg. Co.; Robert W. Kerr, 
The Bingham-Herbrand Co.; and R. 
T. Frisbie, New Britain Machine Co. 

Also present were Roger S. Palme, 
Snap-On Tools Corp.; John Delison, 
Stevens Walden Inc.; Edwin Krall, 
The Vichek Tool Co.; E. J. Wilcox, 
J. H. Williams & Co.; and O. J 
Mitchell, Union Steel Chest Corp. 


SPLIT TAPER BUSHINGS 


Distributors—This has tremendous sales value for you— 
write for further particulars. 


THE BROWNING MANUFACTURING COMPANY 
Maysville, Kentucky, U.S. A. 
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KELLER Power HACK SAWS 


There's a 
KELLER for 
EVERY 
HACK SAW JOB! 


No. | Bench Model 


EASY TO SELL... 
the COMPLETE line . 


Whenever a power hack saw is needed think of the KELLER 
complete line first. KELLER has a fast selling line of 8 power 
hack saws awaiting for you to name the job. They are built 
for power, speed, economy and satisfied customers. 

You'll get prompt service on any of the long line of KELLER 
POWER HACK SAWS. 

WRITE TODAY FOR DEALERS’ 
DISCOUNTS and COMPLETE DETAILS 


No. 3C Wet Cut 
with Automatic Lift 


No. | Bench Model 
with Automatic Lift 


2347 UNIVERSITY AVENUE 
ST. PAUL”4, MINNESOTA 





THREE BASIC 
ASSEMBLIES PROVIDE 
VERSATILITY 


PUMP ONLY 
ASSEMBLY 


The “Pump Only” assembly is an 
adaptation designed to readily use 
existing power or operating facilities. 


FLEXIBLE COUPLED 
ASSEMBLY 
Greater flexibility and utility is made pos- 
sible when CMC DUAL PRIME Pumps are 
assembled in a flexible coupled manner 


CLOSE COUPLED 
ASSEMBLY 


Close coupled construction assures perfect 
pump and motor alignment necessary for 
peak performance under given conditions. 


CMC innovations, such as improved open thrash type impellers, double 
shaft seals, and the exclusive double jet method of priming guaran- 

tee faster priming and greater capacities. Models range in size from 1! 
capacities up to 240,000 G.P.H. Write today for latest catalog. 


6" to 10”°— 





ACHINERY 


OWA, U.S.A. 


ONSTRUCTION 


WATERLOO, 





| 
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Partial List of 


WHAT WE MAKE 


TO HELP YOU DO A FINE JOB IN MA- 
TERIAL HANDLING, PROCESSING AND 
REDUCING OPERATIONS 


We build a complete line but can show 
only a few units here. Look them over 
.. likely you need one or more now. 
Whether complete systems, individual 
units or Replacement Parts... we will 
be glad to help you speed production 
—cut costs. May we hear from you? 


Troughing and Return Idlers 
for belts from 14” to 60”. 


Scraper Flight Con- 
veyors—also steel 


or wood Apron 
types. ry 
+ 


Vertical and 
inclined 
Bucket Ele- 
vators— 
spaced or 
continuous 
buckets. 


Spiral Conveyors, 
Flights, Troughs, 
End Bearings, etc. 


A wide range 
of electric vi- 
brating Feed- 
ers, Conveyors, 


Chains, Sprockets and 
Packers, 


Attachments, 
Screens, 
Check Valves, 
etc. 


Electric Vibrating 
Barrel Packers and 
Packing Tables with 
decks to provide 
conveying action. 


« 
owe 


Crushers, Pulverizers, 
Shredders and Grind- 
ers. 


« JEFFREY@ 
MANUFACTURING CO. 


930 N. Fourth St., Columbus 16, Ohio 


New York 7 
Philadelphia 3 
Pittsburgh 22 


Baltimore 2 
Beckley, W. Va. 
Birmingham 3 
Boston 16 Harian, Ky. St. Louis 1 
Buffalo 2 Houston 2 Salt Lake City 1 
—— Jack ile2 $ 3 

i2 Mil 2 
po Mfg. Co. Ltd., Montreal, Canada 
Jeffrey-Galion (Pty.) Ltd., Johannesburg, $.A. 
The Ohio Malleable tron Co., Columbus, Ohio 
British Jeffrey-Diamond Ltd., Wakefield, Eng. 
The Galion Iron Works & Mfg. Co., Galion, Ohio 
The Kilbourne & Jacobs Mfg. Co., Columbus, 0. 


Cleveland 15 
Denver 2 
Detroit 13 











*“*All Steel Assumed by NPA 
by October”—Doxsey 


Walter S. Doxsey, president of the 
Amer.can Steel Warehouse <Associa- 
tion, predicted in Los Angeles that 
distribution of every pound of steel 
produced in the United States will be 
assumed by the National Production 
Authority beginning October 1. 

Complete controls will command 
steel by closing the “open end” of the 
CMP, which during the third quartet 
will allot steel for military and atomic 
energy requirements, defense support- 
ing programs and for component parts 
of equipment used for these purposes, 
the ASW A head said. 

Mr. Doxsey explained that cutback 
in production of automobiles to 65% 
ind in manufacture of various con- 
sumer hard goods to 70 percent might 
eventually lighten the load on steel 
mills, but proximity of complete con- 
trols promises to make apparent 
shortages more severe. 


Two-Minute News Reel 
To Fight Inflation 


A news reel dramatization entitled 
“Inflation and You” with narration by 
Robert Montgomery and Price Stabili- 
zation age Michael V. DiSalle, 
has been released for showing in 
theatres across the nation. 

Production of the two-minute 
trailer is the voluntary contribution of 
the motion picture industry in the 
fight against inflation, under sponsor- 
ship of the Motion Picture Association 
of America, Inc. 

lhe trailer gives a pictorial story of 
the inflationary spiral beginning with 
the Korean invasion through the Janu- 
ary 25 general price freeze order, high- 
lighting the rush of buying and the 
rising commodity prices for food, 
clothing and defense weapons, and 
with a closing statement by Director 
DiSalle 


Stephen H. Cross 
Invited To IAC 


Stephen H. Cross, general manager 
of Stanley Electric Tools, and vice 
president of The Stanley Works, New 
Britain, Conn., was invited to become 
a member of the Industry Advisory 
Committee for Portable Electric Tools, 
office of the NPA, Washington. 

During the recent American Sup- 
ply & Machinery Association national 
convention in San Francisco, Mr. 
Cross was elected to serve on the 
executive committee for a term of 
three vears. 


PUT hi AR4 
EMD POEs 


os noted Sen See 


Superior cutting quality in Putnam tools 
. ++ proven year after year under all operating 
conditions . . . is one of the reasons why shop 
men prefer them. Another is their immediate 
availability in over 1000 sizes and types . . the 


country’s largest end mill selection. 


Push Putnam and watch the results:—superior cutting 
— customer satisfaction — more profits! 














2281 CHARLEVOIX AVENUE 
+} 
4 ’ 


‘ 
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Picture Yourself Here! 


Suppose you were operating a machine 
in a plant. imagine what it would mean 
te you to have a helper like the ‘Budgit’ 
Electric Hoist. No muscle strain. No 
danger of torn ligaments or a lame 
back. No time wasted waiting for some- 
one to give you a hand. Think how 
much better you'd feel when you 
punched the time clock at the end of 
your shift. Think how much more you 
could turn out to aid the national de- 
fense program. 


Prospects want to know all these ad- 
vantages of the ‘Budgit’ Electric Hoist. 
But they are interested in other facts 
es well. Facts like one-hand control 
that leaves the other hand free to 
guide the load; the few cents’ worth of 
electricity it takes to operate the hoist 
per day; the safety-first ruggedness 
that’s built into every ‘Budgit’ Hoist. 
The fact that it is portable — can be 
hung up and plugged into any electric 
socket, and used without a penny of 





P The fact that qual- 
ity construction makes the ‘Budgit’ no- 
tably free from costly maintenance over 
the years. 


Bulletin No. 391 covers all these 
fects — and more. If you're low 
on copies, write ws for more. 


(manwece a —a' 
— HOISTS 


MANNING,MAX WELL & MOORE, INC. 

MUSKEGON, MICHIGAN 
Builders of ‘‘Shaw-Box'’ Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, 
‘Consolidated’ Safety and Relief Valves, ‘Amer- 
ican’ Industrial and ‘Microsen’ Electrical 
Instruments. 
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OPS Appoints 
Two New Committees 


The Office of Price Stabilization re- 
cently announced the appointment of 
two new industry advisory committees 
to consult on regulation of prices. ‘The 
new groups are Welded and Seamless 
l'ubing Industry Advisory Committee 
and ‘Tubular Products—Oil Country 
Goods Industry Advisory Committee. 

Members of the Welded and Seam- 
less Steel Tubing IAC are: H. A. 
Bialock, National Tube Co., Pitts- 
burgh; C. M. Foster, Pittsburgh Tube 
Co., Pittsburgh; J. A. Ireland, Repub- 
lic Steel Corp., Cleveland; Paul E. 
Kelly, Superior Tube Co., Norristown, 
Pa.; B. R. Mueller, Pittsburgh Steel 
Co., Pittsburgh; F. W. Sexauer, Brain- 
ard Steel Corp., Warren, Ohio; W. E. 
Taggert, Timken Roller Bearing Co., 
Canton, Ohio; W. J. Thomas, Bab- 
cock & Wilcox Tube Co., Beaver Falls, 
Pa.; A. Waines, Ohio Seamless Tube 
Co., Shelby, Ohio; W. H. Wiewel, 
Crucible Steel Co. of America, Pitts- 
burgh; S. L. Willis, Standard Tube 
Co., Detroit. 

The Tubular Products—Oil Country 
Goods IAC: E. A. Booth, Spang-Chal- 
fant Div., National Supply Co., Pitts- 
burgh; Manly B. Brown, Republic 
Steel Corp., Cleveland; Tom Creden, 
A. O. Smith Corp., Milwaukee; John 
De Hetre, Youngstown; C. M. Mer- 
ritt, Jones & Laughlin Steel Corp., 
Pittsburgh; H. J. Wallace, National 
Tube Co., Pittsburgh. 


Steel Goal In 51 
More Than Doubled 


The steel industry’s estimated need 
for 3,000,000 more tons of scrap iron 
and steel that it consumed in 1950 
has been more than doubled and the 
1951 goal now is an increase of 6,500,- 
000 tons, according to the NPA. 

Original forecasts had shown that 
the industry would need 32,500,000 
tons of scrap in 1951, or 3,000,000 
tons above the record 1950 consump- 
tion of 29,500,000 tons. 

In a recent conference with NPA, 
representatives of the steel industry 
and industry associations said the pres- 
ent need for scrap is the greatest in 
history and that the storage is world- 
wide. With the demand continuing 
to increase as shown by the new fig- 
ures, the scrap supply situation is apt 
to become even more critical. 

Should the scrap recovery program 
fall short of its goal, it would result 
in reduced production of iron and 
steel products which are critically 
needed for defense and essential civil- 
ian production, NPA warned. 
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Sherman 


BRASS FITTINGS 
FOR INDUSTRY 


Hose Couplings 


For water, steam, oil and air. Also hose 
nipples, bushings, and other fittings. 


Long-Grip® Clincher 
Couplings and Menders 


“Staggered Fingers” and other features 
make them best for repairing or connect- 
ing either plastic or rubber hose. 


Gold Label® 
Hose Nozzles 


Designed for hard, con- 
tinuous service. The pat- 
ented non-rising sleeve 
in the Gold Label elimi- 
nates the up and down 
movement and wear on 
the packing. Adds extra 
years of service. 


ed A 


Brass Hose 
Clamps 


Full range of water, 
air and steam hose 
sizes. Rust Proof 
clear through. 


Fusible Plugs 


High grade brass, filled 
with pure tin. Outside 
and inside styles, in long 
and short pattern. 


H. B. Sherman Mfg. Co. 


BATTLE CREEK, MICHIGAN 











Cordage Industry 


Looks Ahead 


The American cordage industry, 
looking ahead, is making preparations 
to avoid possible shortages of rope 
and cordage in the event of a future 
major conflict, according to Edwin 
G. Roos, vice president of the Plym- 
outh Cordage Co., N. Y., and spokes- 
man for the Cordage Institute, speak- 
ing at a recent conference on research 
problems. 

Citing experiences before the war, 
Mr. Roos stated that raw materials 
used by the manufacturers of these 
products have been classed as stra- 
tegic and critical materials for more 
than eleven years. Now large stock- 
pikes of fibers are being accumulated 
by the government as part of the de- 
fense materials stock-piling program. 

Research has shown that during the 
peak of World War II foreign plants 
were unable to supply even small 
quantities of the emergency needs of 
twine users here. Mr. Roos pointed 
out that such a lapse of supply in ei- 
ther future emergency might seriously 
cripple food production in this coun- 
try, if by unwise import policies the 
United States becomes dependent 
upon foreign producers for such ma- 
terials. 


NPA Tells Steel Producers 
To Increase Allotments 


Steel producers have been notified 
by the National Production Authority 
to increase allotments of cold finished 
carbon steel bars to converters, begin- 
ning with August 1951 production. 


Converters are steel producers who | 


purchase steel from producing mills 
and convert it into shapes and forms 
other than those in which it was re- 
ceived. 

In this newly announced action, 
producers were instructed to increase 
from 90 to 100 percent of base period 
shipments the allotments of cold fin- 
ished carbon bars to converters. Un- 
der an amendment to NPA steel order 
M-1, the base period for converters was 
established as the period from Jan. 1 to 
Sept. 30. 

In addition to this larger allotment, 
NPA instructed producers to increase 
order board reserves from the August 
roll for the following carbon steel prod- 
ucts to meet rated orders, which are 
being converted to authorized con- 
trolled materials orders under the Con- 
trolled Materials Plan: Hot rolled car- 
bon bars, 55 to 65 percent; reinforcing 
bars, 55 to 65 percent; and cold fin- 


ished carbon bars from 50 to 55 per- | 


cent. 


Distributors Benefit 


from this 


PROGRESSIVE POLICY 


SVAN SERCH va’ 





y 
DISTRIBUTOR PROTECTION 





v 
BETTER MARGIN of profit than 
many lines 


SAUL SONS vans 





v 

OUR MEN IN THE TERRITORY 
making new and repeat sales for 
the distributor 


SUN SENS AA 





v 
SELECTIVE DISTRIBUTION—exclu- 
sive territories 


iY 
v 


ENGINEERING ASSISTANCE—as- 
sistance new applications; design 
service 











Blue Devil socket screw products are 
made by Safety Socket Screw Company 
—specialists in socket screw manu- 
facture 

ve et in es i a 


a= Ct CR ti 





SAFETY SOCKET SCREW COMPANY 


6500 AVONDALE AVE.. CHICAGO 31,1LL. ¢ 11 Park Place, N. Y. 7, WN. Y. 
Warehoused in the West by Liberty Equipment & Supply Co., 2022 E.7th St., Los Angeles 21 
Warehoused in Canada by H. Paulin & Co., Ltd., 10-16 St. Patrick St., Toronto 
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@ Alligator V-Belt Fasteners*and open-end (lone 
length) V-belting in rolls will enable you to make 
up multiple V-belt drives for a wide variety of 


applications. 


Available for B, C and D sizes of V-belcing. 
Not to be used for repairing endless cord V-belts. 
Bulletin V-211 will give you complete details. 


A copy mailed on request. 


Order from your supply house 
FLEXIBLE STEEL LACING COMPANY 
4633 Lexington St., Chicago 44, Illinois 


Also sole manufacturers of Alligator Stee! Belt Lacing for flat 


conveyor and transmission belts and FLEXC 


Belt Fasteners 


and Rip Plates for fastening and repairing conveyor belts 


KECKLEY 


FLOAT VALVES 


Direct Acting and Pilot Control 
Single and Double Seated 
are giving 
many years of service 


in Paper Mills, Packing Plants, Chem- 
ical Plants, Railroads, Steel Mills and 
Textile Mills. Continuous repeat or- 
ders prove that they have given com- 
plete satisfaction. There is no sales 
resistance as they know that quality 
and long life are built into Keckley 
products—not only Float Valves but 
Temperature Regulators — Pressure 


ANGLE OR GLOBE 
* No. 14—Single Seat—Pilot 


Stem 
* No. 15—Balanced Double 
Seats 


Regulators — Steam Traps— Water 
Gauges—Gauge Cocks—Strainers— 
Safety and Relief Valves. The price 
is right. Your margin of profit is 
generous. Our experienced engineers 
are always at your service. We can 
still make prompt shipment. This is 
your opportunity to acquire a stock 
at present prices. 


Write for our new Catalog 51. 


1914—Serving Industry for 37 Years—1951 


0 Pal onan @ on. @ i - Gaeney ty -U. Bf 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 
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Product Knowledge 
Is Selling Power 








ROPE 


Most ropes used for industrial pur- 
poses are standard, three-strand con- 
struction, medium lay. (Notable 
exception: Transmission rope, which 
generally is Four-strand). 

Some of the more well-known uses 
of rope in industry include: 

a) Belt Shifting—rope used in 
power transmission machinery. 

b) Spinning Lines; rope used in oil 
well drilling. (Also cat and derrick 
lines ). 

c) Staging; rope used in scaffold- 
ing and similar rigging. 

Rope in considerable quantities also 
is used “down on the farm” as, for 
instance, hayfork rope; on shipboard; 
in garages, for moving autos, trucks 
and buses in tow, etc. 

A rope’s strength and long life 
depends in great part on its manufac- 
ture; that is, on the way it is braided, 
the type of lay, etc. When fastening 
two ropes together, for instance, 
splicing the two ends gives greater 
strength than knotting them, or whip- 
ping them. 

Before you order your customer’s 
rope one of the necessaries you must 
know is the load weight it will lift. 
With that known, safety argues you 
should specify a rope with five times 
the weight of the load. 

Suppose one of your customers calls 
you in on a material handling problem. 
He must move a considerable number 
of crates in his plant. Each crate has 
a working load of about 360 Ibs. The 
customer thinks he’d like a_three- 
strand standard lay. ‘The rope you 
would specify, therefore, would have 
a minimum breaking strength of 1800 
Ibs. (five times the working load). 


Power Transmission With Rope 


In a field by itself is the use of rope 
to transmit power. Here none of the 
rules laid down for standard use, 
pulling and hauling, rigging, ete. 
obtain. But the field does have 
‘rules’ of its own. 

In power transmission, for any given 
load, the larger the rope diameter, the 
fewer the ropes required. 

Here’s another odd fact: The driv- 
ing power of a rope two inches in 
diameter you would normally expect 
to be equal to two ropes of one inch 
diameter. “Tain’t so. It takes four 
ropes one inch in diameter to equal 





the power of a two-inch diameter rope. 

You would expect that the relation 
of rope diameter to diameter of pulley 
or sheave would make no great dif- 
ference to transmission effectiveness. 
"Tain’t so. Tests have shown that the 
pulley does its best job when its diam- 
eter is 40 times the diameter of the 
rope. 


Rope Care 


Fine rope, properly maintained, 
(and properly used, too, of course) 
will last an age. There are definite 
things you'll want to investigate in 
your customer’s plant, however, to in- 
sure that rope he buys serves him well. 
The “atmosphere” in his plant is a 
factor; acid-laden air, or linseed oil o1 
paint, are all injurious to rope. So, 
too, are alkalis, storage battery solu 
tions, washing compounds and solu 
tions. 

Rope care would include periodic 
“lubrication” with tallow and/or 
graphite. 

Rope care would insure that wet 
rope should be properly dried out— 
not uncoiled in the sun, as so many 
shipmen do, but draped loosely over 
pegs high enough on the wall to keep 
the rope off the ground. 


JUSTRITE... 
for EXTRA SAFETY! 


The SAFE WAY to 
handle and pour 
flammable liquids! 


SAFETY FILLING CANS 


Spout cap automatically opens and 
closes. Swinging handle balances 
load. Heavy coated steel body. 
Built to last. Flexible spout for easy 
pouring. Underwriters approved 
and listed. 3 gal. and 5 gal. sizes. 


OILY WASTE CANS 


for all kinds of rags or oily waste 
flammable material. Heavy duty 
for extra protection. Cover closes 
automatically. Carrying handle. 
With or without foot lever. 4” high 
sturdy legs. Underwriters approved 
and labeled. From 6 to 25 gallons. 

Approved by Underwriters Lab., 
<> and Factory Mutuals 


Renner To Head Sales 
For Lincoln Engineering 


John E., Renner has been appointed 
tothe position of general sales man- 
ager for the Lincoln Engineering Co., 
St. Louis, Me. 

Mr. Renner, associated with the 
firm for fifteen years, has successively 
held positions of sales representative, 
automotive merchandise manager, and 
sales manager of the automotive divi- 
sion. He will direct sales of the com- 
pany’s automotive, agricultural and 
industrial divisions. 


Inc. 


of ORDER FROM YOUR JOBBER 


“JUSTRITE eae 


Write Dept. ID 
2061 N. Southport Ave. 
MANUFACTURING CO. ; 


CHICAGO 14, IL. 


...- remember 


JUSTRITE 


When your customers ask for 


FLASHLIGHTS - 
SAFETY FILLING CANS - 
PLUNGER CANS - 
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John E. Renner 


ADS LIKE THIS 
Tell Your Customers 


About JUSTRITE 


EVERY MONTH 
IN ALL 


THESE 
INDUSTRIES 


ey 
AUTOMOTIVE 
* 


AVIATION 
* 


MAINTENANCE 
+ 


PRODUCTION 
° 


REFRIGERATION 
* 


PETROLEUM 
. 


PRINTING 
« 


RAILROAD 
* 


SAFETY 


LANTERNS 
OILY WASTE CANS 
SAFETY LIGHTS 











CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 
WAAAY MADDOLODEORO 


BUILT RIGHT—Best 


steel cutters... 


tool 
Right and Left hand Threaded Bushings 


materials throughout 


\S for Automatic Tightening. \\\ . ie? \S 


EASY TO HOLD— Extra 
Weight distributed \ 


well 


for smooth handling. 


DER Dicica Diamond Dressing Tools i 
N X\ SSNs ia . Ki 


PuAN\NS 
‘SOLD ON 


LY THROUGH DISTRIBUTORS, 
CALDER MANUFACTURING CO. 
2049 North Prince Street . Lancaster, Pennsylvania 





BELT 








THE COLLIS CO. 


WAX 


—CANTOL 


Magic Type 
Chuck 














Lathe Center 


Standard Type 
Drill Sleeve 


COLLIS 
COLLET EQUIPMENT 


COLLIS Taper Products are made by men 
skilled in this particular type of manufacture 
Our more than 40 years of experience in the 
manufacture of small tools is at your service 
to help solve your customers’ reaming, drill- * 
ing, or tapping problems. We can give imme- 

Sell CANTOL 


diate delivery. 

WAX to your 
customers who 
use flat belt 
drives, for bet- 
ter traction 
andlonger 
belt life. 


* We urge 
users to buy 
thru their 
local dis- 
tributor. 


Drill Drift 


CANTOL WAX 
PRODUCTS CO 
Bloomington, Indiana 


CLINTON 
1OWA 
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q Give Yourself a Lift! | 





Each ‘Budgit’ Chain Block order you 
write is evidence of your selling ability. 
it gives you a lift. It proves you know 
how to help prospects get more work 
dene for less. 

The new ‘Budgit’ Chain Block does 
just that — speeds work and cuts costs. 
It’s so light, one man can carry it from 
job to job, hang it up, and lift one load 
ofter by hi if. 

As a trouble-shooter or a full-time 
worker, on spot lifting jobs, the ‘Budgit’ 
Chain Block can't be beat. it’s quick on 


oh 





the “uptake”, easy to operate. From 
hook to hook, it’s a rugged, depend- 
able hoist with every safety feature 
demanded by fast-moving industrial re- 
quirements. All-round economy is built 
into every ‘Budgit’ Chain Block, econ- 
omy that assures top performance on 
every job within its rated capacity. 

The ‘Budgit’ has plenty of features to 
give you a selling lift. Do your pros- 
pects and yourself a good turn by study- 
ing the facts in Bulletin No. 398, then 
talk about them. You'll notice the dif- 


ference in your sales record. 
e 


® 
CHAIN BLOCKS 


MANNING,MAXWELL & MOORE, INC. 

MUSKEGON, MICHIGAN 
Builders of “Shaw-Box"’ Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, 
‘Consolidated’ Safety and Relief Valves, ‘Amer 
ican’ Industrial and ‘Microsen’ Electrical 
Instruments 





All-bronze 
Automatic 
Sump Pump 


Self 
Contained 
Coolant 
Pump 


3t— |. at 


All-bronze § 
Centrifugal 
Coolant 


Ty 


(h 


POST CONVENTION | distributor 

activity is carried on by F. D. Street, . 

vice president of Keystone Lubricating ea i i Motor 
Co (right), E. R. Boyd, of Keystone ‘ / Driven 
(center) and Al S. Page, manager of ae iy ; Volume 
the home department of C. W. Mar- “ : a Blower 
wedel, San Francisco. | wy” ee, 





Mueller To Manage pee 
Falk Youngstown Office lt” tm 


Rodger J. Mueller has been ap- | Centrifugal 
pointed manager of The Falk Corp.'s 


Youngstown, Ohio, office. fF. J. 

Bowers, who has represented Falk for | 

many years in the Youngstown area, 

will remain in the Youngstown office 

in an advisory and consulting capacity. D 
Associated with The Falk Corp. for ere 

the past 14 years, Mr. Mueller has | / AOCLIUOWN Built 


been in the company’s Pittsburgh | 


office for 4 years. 
Two other Falk District Office ap- Pump and Stowe 


pointments were also anounced. D. 

B. Bodholdt succeeds Mr. Mueller in 

the Falk Pittsburgh office under the Yum Ove Svwte of Se 
direction of D. Adams. D. R. O’Hare 

will assist D. S. Ferree in the Phila- 


delphia office. 





Sutton pumps and blowers have for years been recognized 
as the tops in quality and performance. Industrial dis- 
tributors also appreciate Sutton’s prompt service and 
the dependability of this single source for so wide a range 
of industrial products. 


Every plant in your territory is a live prospect for one or 
more items of Sutton equipment . . . and once they try 
Sutton they'll always buy Sutton. Stick with this line and 
your customers will stick with you. 


For full details write today for the complete Sutton cata- 
log. For full benefits . .. more sales—quicker profits . . . 
handle the Sutton line of pumps and blowers. 
= ki 
SUPPLY HOUSES in the convention ' 
Mather ‘of allen ‘Siegpeheng, So G ult Oo Mr Nannfucmring (C42 
eee 112 W. WILSON AVENUE NORFOLK, “ VIRGINIA 
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CAPITAL 


INDUSTRIAL 


BRUSHES and BROOMS 
There's always a need for GOOD 
Maintenance Equipment . . . 


—BPBPBBPBPB PPP PPP PPP 


Maintenance and cleaning represent 
quite an outlay to every plant manager. 
You can help to hold down this expense 
by selling CAPITAL Industrial Brushes 
and Brooms. They give exceptionally 
long wear which fact has been proven 
in actual test. Your prospects are every- 
where .. . in fact wherever people gather 3 
—to work or play—there is a prospect. 
We urge users to buy through their local 
distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 = INDIANAPOLIS 7, IND. 


Peed 








best universal joint I've 
ever used !” 





it’s a LOVEJOY 
UNIVERSAL JOINT 


% That's what many men in industry say about Lovejoy Universal 
Joints. And no wonder, because they offer all this . 


Fabricated trom heat-treated alloy steel with concentricity guaranteed 
to .0005 


Rivets ground flush with body for close quarter work. 
Greater angle of operation with maximum strength. 
No binding, backlash or inplay. 
Maximum bearing surface. 
Available in 14 sizes. Diameters 3%" to 4”. Lengths 134” to 1056”. For a universal joint 
which offers more—specify Lovejoy. 
SEND FOR COMPLETE INFORMATION AND VALUABLE UNIVERSAL JOINT DATA 


LOVEJOY FLEXIBLE COUPLING CO. 


5079 W. LAKE STREET CHICAGO 44, ILLINOIS 
Also Mfrs. Lovejoy Flexible Couplings and Lovejoy Variable Speed Transmissions, 
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John P. Kadlic 


Roebling Names Kadlic 
Philadelphia Sales Manager 


John P. Kadlic has been appointed 
Philadelphia district sales manager for 
the wire rope division of John A. 
Roebling’s Sons Co., Trenton, N. J. 
He replaces Vincent L. Daulton, who 
lost his life in a recent train wreck. 

Mr. Kadlic is a 1935 graduate of 
Princeton University. A well-known 
athlete, he was quarterback on the 
Princeton football team for three 
years. He was the company’s sales 
representative in the St. Louis area. 


Murray To Manage 
Worthington Compressor Div 


Herman H. Miller, manager of the 
compressor division of Worthington 
Pump & Machinery Corp., Buffalo, 
N. Y., has relinquished the manager- 
ship of his division to act as consultant 
to his successor, FE. A. Murray. 

Mr. Miller, a 50-vear Worthington 
veteran, plans to retire at the end of 
this year. He has volunteered to as 


ee 
a 


Herman H. Miller 





egartless of Size 


"Wh. be y BREAK-PROOF 
E. A. Murray t SHOCK-PROOF 


sist his successor, Mr. Murray, for his : NG Screw Driver 
remaining six months. ‘ 4 \ 
Mr. Murray was associated with : a 7, a oe 
General Electric Corp. for nine years 
before joining Worthington’s com- 
pressor division in 1935. 


Scholz Joins Hollingshead 


Walter V. Scholz has been ap 
pointed technical representative for 
the hydraulics section of the R. M. 
Hollingshead Corp.’s industrial-avia @ The CW 924 extreme heavy duty 
tion division. screw driver with double grip 
handle and 24” blade is just one of 
r the many special drivers carried in 
Lysaght Made Sales Mgr. stock by Vaco to help meet every 
Of Helicoid Gage Div. ; industrial screw driver need. Re- 
gardless of type, size or quantity, 
Vincent Lysaght has been appointed 3 Vaco can supply you. Regular, 
sales manager of the Helicoid Gage Phillips, Reed and Prince, 
Div., of American Chain & Cable Co Clutch Head, Offset, Klipxon 
He has directed the sales of the 


Campbell Machine division and Wil and other bit styles are availa- 
son Mechanical Instrument division 


q COP Pa ne Se ble by the hundreds with wood 
in the past, joining the Wilson Me ‘ er hoe no _ oF famous Vaco S/B Amberyl 
chanical Instrument Co. in 1924. He 4 sromple.EQviPPE?  mini- plastic handles. All are preci- 
became sales manager in 1935 a but jurning HONEION, p, sion built . . . made to highest 
quality standards. Next time 
you order, try Vaco...and 
get all your drivers from 

one dependable source. 


Here in one book you will find practically everything you 
need to know about screw drivers of all types. It’s literally 
crammed full of illustrations, tables, pictures and drawings 
that help you fit the driver to the screw. The handiest, most 
convenient source of infor- 
mation ever produced for 
screw driver buyers. Write 
for your reference copy, today! 


317 E. Ontario St. Chicago 11, Ill. 
in Canada: 


Vace Lynn Products Co. Lid. 
Vincent Lysaght 1212 Notre Dame St. W., Montreal 3, Quebec 
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Severance Carvo-miLis 22% 


Tee Des 6 1 on. Wie Gum cume 
as you would High Speed mills or — Same 
machines — Same Pann (or higher). No more. re 

suming. “kid-glove” care. Just chuck them up 
regular equipment and watch these RUGGED CARBO. 
MILLS go to work! 


(_ canso-miuis Ask NO SPECIAL FAVORS |) 


aL 


of yse—as well ofter regrinding os when new. | 


NATIONALLY 


KNOWN AS THE 
ORIGINATOR 
of 
GROUND-from- 
the-Solid 
Midget Mills, 
Chatterless 
Countersinks, 
etc. 








3/32” SHANKS 
7 Standard Numbers, featuring REAL cutting 
teeth to remove stock faster over long periods 





(cano- MILLS by the ORIGINATOR of Ground-from-the-Solid Mills 


ANA 


yu PREFERRED BY OPERATORS! On 


HANA f 
b, pm 


) cover the wid- 
est possible range of uses 





1/8” SHANKS 
MI a —e orate te 





ro 





We've been 
Copied 
But 
Not 
SURPASSED 


—,. 





i LL 


tary Files with these longer 
fost ing. faster cutting, stam 

sing, CARBO 
THAN ROTARY PLES mils at the eorliest possi 
ble momentt 


OF HIGH SPEED 





REGRINDING — Due te CARBO-MILLS being pono: aes aes ca nd This ad is opening 
mode of Solid Corbide repeated savings ere ase arcane Sat ’ 
r doors for our dis- 
tributors thru the 
pages of 23 
current Trade 


Magazines 


mode persible through successive regrinds. Saadiell tects peneces and < hay "oil 
types of precision Tool and Die work 
You will ply your skills easier ond faster 
thon ever before with these personal 





INVESTIGATE NOW! 


FOR COMPLETE INFORMATION AND PRICES 
SEND FOR BULLETIN Cm 


SEVERANCE TOOL INDUSTRIES, 


687 lowa Ave., Saginaw, Mich. 


finishing mills. These CARBIDE mills need 
obrolutely no coddling and will win 


heir way to the the most fovored spot 
° 1 Work -Benc 
< ntor J " . 
todoy! Ask for Leoflet No. 645 
+ + » GROUND-from-the-Selid - - - 




















Protect Your VIKING PUMPS 


Father Time is kind to Viking Pumps because they're built sturdy 
and simple, having only two moving parts. However, you'll enjoy 
even longer and more dependable pumping service from your 
Vikings when you give them extra care. 


For information and instructions on 
correct installation, operation and main- 
tenance of your Viking Pumps, write to- 
day for your free copy of the Viking 
Service Manual MM. 


IKING 


AN HONORED NAME 
IN PUMPING 





Pump Company 
(@f-Yelol al wel iis 


uO 
lowe 
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Howard J. Dauphinee 


Dauphinee Joins Staff 
Of Jenkins Bros. 


Howard J. Dauphinee has been ap- 
pointed to Jenkins Bros. valve sales 
staff. He will cover the northern 
California territory working out of 
their San Francisco office. 

Before joining Jenkins Bros., Mr. 
Dauphinee, a University of California 
graduate, served several years in the 
United States Navy and later headed 
export sales for the Enterprise Engine 
& Machinery Co. 





KEEP THINGS RUNNING SMOOTHLY 


ol. WITH AN EAGLE oer! 


“CUT vown-time 


with EAGLE 


PRECISION OILERS 


These are high output days. With 
production on the increase, ‘machinery 
must be given more exacting care— 
and in less time. 

Eagle #66 Super Oilers fulfill the 
need for accurate and dependable oilers 
where time is at a premium. Especially 
designed beaded body provides sure- 
ness of grip for efficient, unhindered 
operation. 


Order from your Distributor. 


MANUFACTURING 
COMPANY 
Wellsburg, W. Va. 





OMB a sowie 


ON THE WAY HOME from the 
convention in San Francisco, George 
H. Hodopp, president of Heller 
Brothers, pauses in front of the Bilt- 
more in Los Angeles. 





Hardware Square Club 
Installs New Officers 


Ihe Hardware Square Club held its 
annual installation dinner for newly 
elected officers in New York recently. 
One hundred members attended the 
function, at which the following off- 
cers were installed: 

Charles Pincus (Stanley works), 
president; Howard Jungkind, Ist vice 
president; Leslie Bochner (Atlantic 
Hdw. & Supply Co.), 2nd vice presi- 
dent; Louis Appell, 3rd vice president, 
Le Roy Fowler (Franklin Hdw. Co.), 
secretary; Richard Hubler (Universal 
Screw & Bolts Co.), financial secre- 
tary; Edward Brandt (Long Island 
Hdwe.); George Carstens (Topping 
Bros.), trustee; George Jungkind, trus- 
tee; and, Fred Berge (Charles B. Al- 
ford Co.), sentinel. 

Howard Jungkind was appointed 
chairman of the entertainment com- 
mittee; Ralph Allen of the member- 
ship committee; George Jungkind of 
the welfare committee; and Ralph 
Langsam of the publicity committee. 


Woodwell Promotes 
Three Executives 


The Joseph Woodwell Co., Pitts- 
burgh, Pa., promoted the following 
men at a recent meeting of its board 
of directors: John B. MacIntosh to 
vice president and assistant treasurer; 
Roy A. Zipf to assistant to the presi- 
dent in charge of hardware division; 
and, James R. Hewitt to assistant to 
the president in charge of industrial 
division. 











STANDARD SIZES 

















ecket é je xagon H over 
a Cap Screw Head on ieee * greater savings 


“special” sizes 
x less “down-time” 





Here's what you can do to speed deliveries of 
Socket Chicago “Safety Plus’ Screw products to your 
Set Screw customers during these days of shortages and 
slow deliveries: 

1. Urge them to standardize on “Standard” 
sizes. 

2. Urge them to order from you as far in 
advance as possible. 

3. Order your own supplies from us well in 
advance too, so you can maintain a full, 
well-balanced stock of ‘‘Standard” sizes in 
your bins at all times. 

This will result in greater savings over “special” 
sizes, less ‘‘down”’ time for your customers, and 
speed deliveries all down the line. Our mer- 
chandising policy is based on complete cooperation with Industrial Supply 
Distributors and we pledge ourselves to make every effort to keep you well 
supplied with “Chicago” Screw products in ‘Standard”’ sizes. 


ASK FOR "‘\CHICAGO’’—AND GET “Safety Plus” 


All Chicago “Safety Plus” 
Screw Products now come Lemon weay Vesart 
The CH ICA GO pocked in this strong, eas- CAP SCREWS 
ier-to-see carton. Color 
SCREW COMPANY identified labels mean 
2503 WASHINGTON BOULEVARD faster selection—greater 


BELLWOOD, ILLINOIS saving of time in stock 
rooms. 





Semi-Finished Nut 














HiCAGO “Safety Plas 


Hexagon Head Cap Screws, Steel and Brass Square Head and Headless Cup Point Set Screws » Semi-Finished Hexagon Nuts, Steel ond 
Brass ¢ Hexagon Castellated Nuts » Fillister and Flot Head Cap Screws » Taper Pins » Milled Studs » Socket Head Cap Screws » Socket 
Set Screws » Sockot Pipe Plugs » Stripper Bolts or Shoulder Screws » Square Head Dog Point Set Screws @ Keys, Assortments and Kits 
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This is an industrial machine tool 
that every Industrial Distributor 
can sell. 


The SHELDON Size “0” Precision 
Milling Machine, will fit into any 
tool room. It is accurate enough to 
work to the very closest tolerances. 
Being of standard industrial type, 
size and capacity, it can be sold al- 
most like package goods, “over the 
counter.’ It comes crated, com- 
pletely assembled, ready for work. 


SHELDON’S competent field en- James F. Dollison 
gineers are always available to help 
you close sales, should technical Dollison Joins Republic 
questions arise. You provide the As Field Engineer 


rospect and take th i 
— @ the provit. James F. Dollison has joined the 


Republic Rubber Div., Lee Rubber 
& Tire Corp., Youngstown, Ohio, as 
field engineer. 


wolluhiie Rasttiletinn His headquarters will be in Youngs- 
raed taal town, from where he will contact in- 
Universal g theastern 
Power Feed dustrial organizations in nor 
Dividing Head Coolant System CHICAGO Ohio and western New York 


Rotary Table Swivel Vise SHELDON MACHINE CO., Inc., 
L Drip Pot Oiler 4232 N. Knox Ave., Chicago 41, Ill. Fairbanks, Morse & Co. 


Starts New Plant 


Construction of a new plant near 

PME TO Se A Be Ty Kansas City, Mo., for Fairbanks, 

YOUR CUSTOMERS’ NEEDS IN. ae oa Morse & Co., will be started at once 
by the Stone & Engineering Corp. 

‘ Originally planned as a scale plant, 
the new quarters have been enlarged 
to approximately 500,000 sq. ft. of 
floor space, which includes a foundry, 
and is to be used to make engines 
and pumps. 

The new plant will be a one story 
structure and is to be constructed of 
brick and reinforced concrete. In- 
cluding machinery and equipment, 
the cost is placed at $7,500,000. 
When in operation, it is expected 
there will be nearly 1,000 employees. 


Scale manufacturing operations of 
the lent.ag, coures: for Stak the company, now at St. Johnsbury, 


exc anaes SO Vt. and Moline, Ill, will be ex- 
right. “AN” and:Standard Types 
carried in stock. Phillips Recessed : : : 
Head Screws and Specials avail- The Dow Chemical Co. 


Transfers R. B. Mounsey 


Robert B. Mounsey, formerly of 
magnesium technical service and de- 
\ velopment, ‘The Dow Chemical Co., 
WRITE FOR CATALOG H Midland, Mich., has been named mag- 
nesium sales representative in Dow’s 

MANUFACTURERS SINCE 1929 Cleveland office 
Since 1948 he has been associated 


AS. with the magnesium technical service 








yanded. 
| 





SCREW PRODUCTS COMPANY, INC. and development group, working espe- 


a“ 


Urenee” 33 GREENE STREET NEW YORK 13, N. Y. cially on the application of magnesium 


in the highway transportation industry. 
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D-A-T-E+S 
TO REMEMBER 


Sept. 8-23—2nd International Trade 
Fair, Chicago. 

Sept. 10-14—Sixth National Instru- 
ment Conference & Exhibit, In- 
strument Society of America, San 
Houston Coliseum, Houston. 

Sept. 16-19—National Contract Hard- 
ware Association, Palmer House, 
Chicago. 

Sept. 24-26—National Truck Body 
Manufacturers & Distributors, Had- 
don Hall, Atlantic City. 

Oct. 1-4—Industrial Packaging and 
Materials Handling Exposition, 
Cleveland Public Auditorium, 
Cleveland, Ohio. 

Oct. 3-Nov. 3—Paint Industries Show, 
Auditorium, Atlantic City. 

Oct. 8-12—Sixth National Hardware 
Show, Grand Central Palace, N. Y. 

Oct. 8-12—39th National Safety Con- 
gress and Exposition, Chicago, III. 

Oct. 9-11—Electrical Progress Show, 
Convention Hall, Philadelphia. 

Oct. 14-18—National Hardware Con- 
vention, Atlantic City, N. J. 

Oct. 15-19—National Metal Congress, 
National Metal Exposition Detroit. 

Oct. 21-24—National Institute of 
Governmental Purchasing, Shore- 
ham Hotel, Washington, D. C. 

Oct. 22-24—National Electronics 
Conference, Edgewater Beach Ho- 
tel, Chicago. 

Oct. 22-27—43rd National Business 
Show, Grand Central Palace, New 
York 

Nov. 5-9 
& Air 


Chicago. 


All-Industry Refrigeration 
Conditioning Exposition, 


1952 


Jan. 14-17—Plant Maintenance Show, 
Convention Hall, Philadelphia. 

May 19-21—Triple Industrial Supply 
Convention, Atlantic City. 





“A business house that neglects re- 
search and fails to modernize its prod- 
ucts is already beckoning the referee 
in bankruptcy. The salesman who re- 
fuses to spend a little time in study 
ond self-improvement will eventually 
find himself headed for the personnel 
scrap heap” 

“The Knack of Selling More” 
by Burton Bigelow 





STANLEY 


for greater 
screw driver values 


lA 


Used industry-wide, Stanley Screw 
Drivers have all the features that 
win customers’ confidence. They’re 
made right and are carefully tested 
to last longer . . . do a better job. 

Stanley Screw Drivers are avail- 
able in a wide variety of types and 
sizes to meet industrial needs. Let 
your customers know that you stock 
Stanley Screw Drivers and ‘other 
Stanley Tools that help industry 
keep production schedules running 
at a high peak. 


Stanley Tools, New Britain, Conn. 





No. 2702 





No. 20 Famous “Hurwood” Screw Driver. 
Blade, shank and head forged from one piece 
of finest alloy steel. Stondord blade and tip. 
Available in 214, 3, 4, 5, 6, 8, 10 and 12” 
blade lengths. 

No. 25 Patented bolster construction gives 
extra strength. Standard blade and tip. 
Available in 2!., 3, 4, 5, 6, 8, 10 and 12” 
blade lengths. 

No. 45 All the features of the No. 25 with 
thin blade and parallel-sided tips, for follow- 
ing countersunk screws, and for electrical 
connections. Available in 2!5, 3, 4, 5,6 and 8” 
blade lengths. 

No. 2702 For Phillips Screws and Bolts. Black 
satin finish. Made in 4 point sizes for all 
Phillips Screws. 


THE TOOL BOX OF THE WORLD 





STANLEY ] 





Reg. U.S. Pat. Off, 
HARDWARE © TOOLS © ELECTRIC TOOLS © STEEL STRAPPING @ STEEL 
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HOT FORGED from solid 
RECTANGULAR STEEL 
BARS to give you SURE- 
FIRE PIPING DE- 
PENDABILITY that means 
profitable repeat business 
for you! 

PERFECT SEAL 

even with pipe not 

in alignment! 


Standard & Double 
Extra Heavy 
UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes /g” to 3”; 
6000-Ib. sizes gy” 
to 2”. 


ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 
Ib. service. 


MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-Ib. 
service only. 


FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 8000-lb. 
service. 


CATAWISSA Ends Guesswork 
in Union Requirements! 


write for 
CATALOG I1 
showing the 
complete 


ie we | Catawissa line 
CATAWISSA VALVE AND 


W. Clifford Mumford 


Mumford Named Manager 
Of Worthington Pump Sales 


W. Clifford Mumford has been 
named manager of the vertical turbine 
pump sales division of Worthington 
Pump & Machinery Corp., Harrison, 


He joined Worthington in 1938 
at the Holyoke, Mass. works, and ad- 
vanced successively from positions in 
he machine shops and erection depart- 
ment to the vertical turbine pump 
sales division. Since 1946 he was as- 
sistant to the late Frank Kemp, and 


- has been acting manager since Mr. 


Kemp’s death. 

Fenmore E. Dunn, formerly con- 
sulting sales engineer, has been named 
assistant manager of the division. 


Somers, Fitler & Todd Co. 
Makes Organizational Change 


Somers, Fitler & Todd Co., Pitts- 
burgh, Pa., has appointed F. C. Fitler 
to the new position of vice president 
in charge of plant facilities and oper- 
ations. Mr. G. J. Decort has been 
appointed manager of the machine 
tool division and the engineering di- 
vision. 

Mr. Fitler formerly served as vice 
president in charge of engineering, 
and will continue to act in an advis- 
ory capacity in that department. Mr. 
Decort has been with the company 
for 28 years, and has spent the last 
twenty on the road serving the indus- 
trial division. 


Brown Appointed By NPA 


W. A. Brown, Jr., vice president 
and general manager of The Liquid 
Carbonic Corp., Chicago, was recently 
appointed by the National Production 
Authority as a member of the Bever- 











Suppliers to Industry of 


@ TANKS @ COILS @ BENDS @ EX. 
PANSION JOINTS @ KETTLES @ DIP- 
PERS @ EVAPORATORS @ HEATERS 
®@ COOLERS @ CHEMICAL APPARATUS 


@ and FLOATS in copper — monel — 
nickel — brass — everdur — aluminum 
— stainless steel. 


America’s favorite for more than 66 
years. Send for facts. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St. Chicago 7, Ill. 





Rust - proof 
zine alloy, 
featuring 


GRC’s 


rior recessed- 


GRC gives you 
better 


WING 
NUTS 


bigger 


supe- 
wing finger- 
grip. All fin- 
ishes, all pop- 
ular thread 
sizes. Made to 
sell profitably 
at lower 
prices. 


DISTRIBUTORS: 


Write Today for 
Samples and 
Catalog Sheets 
G R C informa- 
tive catalog 
sheets shows 
clear prices 
clear discounts. 


FITTINGS COMPANY 
300 Mill St. - CATAWISSA, PA, 


GRIES REPRODUCER CORP. 


110 Willow Ave., New York 54 © MOtt Haven 9-2476 


age Machinery Manufacturers Indus- 
try Advisory Committee. 
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WAREHOUSE operations of the A. 
J. Glesener Co., San Francisco, are 
examined by M. J. Mather, executive 
vice president of Allen Manufacturing 
Co., with Mort Smith, superintendent. 





“Price Controls 
Effective’’—DiSalle 


[he question as to whether price 
controls have been effective was an- 
swered with an emphatic “yes” by 
Michael V. DiSalle, director of OPA, 
in a recent speech before the Na- 
tional Association of Purchasing 
Agents. 

"Mr. DiSalle quoted the Daily Spot 
Market Price Index, the Weekly 
Wholesale Index, and the Consumer 
Price Index to prove his point. 

“Yet, the opponents of direct con- 
trols still say all this would have hap- 
pened anyway,” Mr. DiSalle said in 
part. “If that is true, why didn’t it 
happen until a general freeze order 
was issued? It is worth noting that 
although these people say direct con- 
trols are not needed, they do not pro- 
pose doing away with all controls. 
They propose instead a system of in- 
direct controls featuring as its major 
points tightening up on_ Federal 
spending, curbing of public and pri- 
vate credit expansion and an increase 
of taxes where they will most help to 
take the pressure off markets already 
under strain with minimum discour- 
agement to the expanding of produc- 
tion.” 


Needles To Head 
Goodrich Canadian Company 


Ira G. Needles, vice president of 
The B. F. Goodrich Rubber Co. of 
Canada Ltd., Kitchener, Ontario, since 
1945, has been elected president of 
the company. He succeeds George 
W. Sawin, president since 1941. 

Mr. Needles joined the B. F. Good- 
rich Co. in 1916 and in 1925 became 
a member of B. F. Goodrich in Can- 
ada. He was elected vice president of 


sales in 1945, 


ise 
DER} 


New products of advanced design 
are starting to roll off the ig 
Hoist Company production line. 
will pay you to watch Se 
announcements. «+ to acquaint 
your customers with the new. 
features and advantages they offer. 











The first of these is the Coffing Hoist-Binder which brings 
new convenience and safety in binding loads. Operating 
on the ratchet hoist principle, this load binder takes up 
or slacks off up to 2042 inches — or more with a longer 
chain — without the necessity of re-setting hooks. 

Entire operation — tightening and releasing — is controlled 
by the handle alone. No buttons to push, no levers to turn. Hans 
dle is removable, and when removed, binder becomes a tampers 
proof lock. Ratchet and pawl construction holds securely in any 
position . . . prevents handle from flying up when released . . - 
permits free chaining when not under load. Safety load handle 
bends before binder can be overloaded beyond safe limits. The 
Hoist-Binder weighs only 10 lb. and exerts a 3,000-lb. pull. 

Ask for full information, including prices and discounts, on 
the new Coffing Hoist-Binder. Write Dept. A8. 


Watch for Other NEW Coffing Units —to be announced soon 


COFFING HOIST COMPANY 
{ DANVILLE, ILLINOIS 
cn es a S Sala ame al oan © signori i 


uaa Se. aa Se |-Beam Trolleys 
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THE MOST COMPLETE SOURCE 


The great need for 
freight cars means 
more business for you 


2 THREADED a 
* PRODUCTS 


STAINLESS STEEL ‘am! 


NAVAL BRONZE - STEEL - BRASS 
ALUMINUM - MONEL - EVERDUR 


NICKEL ALLOY STEEL 


SOLD ONLY THROUGH DISTRIBUTORS 


ADVANCE SLIP-PROOF 
SAFETY SPURS 


@ Badger Car Movers can quickly spot freight cars 
on side tracks and move them without delay. Your 
customers need this help becuse of the present short- 


IMMEDIATE DELIVERY 
CATALOG ON REQUEST 


age of freight cars. Three types—medium,. light, and 

heavy can handle any railyard job. They are time 
— lg Line Car Movers and most savers for your customers and money makers for 
Other ~ Scot Bodner Sours mehe you. Advance Car Movers are sold only thru 


it possible to fit any known make * . s 
of car mover authorized distributors. 


The vi tat bart of a car mover is 
the Many car movers in 
ervic 2w noed spur replacement 
No -Double spurs fit all 


KEYSTONE 
BOLT & NUT CORP 


135 CHURCH ST., N. Y. 7, .N. Y. 
WoOrth 4-4600 


ADVANCE CAR MOVER CO. APPLETON, WO 








. for the MARKET-WISE 
DISTRIBUTOR... and 
the QUALITY-WISE 
MECHANIC... 


pay top profits.. | ¢ Wwe The 
} PROMPT SERVICE... ; HELIOS 


You don’t lose V-Pulley sales due to poor service 
when Maurey is your line. The Maurey sales 
and service organization is geared to deliver 
V-drives and drive parts where and when you 
need them. 














V-Pulleys and 
Interchangeable 
ushings 





001 and 0.1 mm 


verniers 
“Vite” | 6 and 650 mm 
n 
BIGGER PROFIT MARGIN... at 
Maurey’s competitive prices allow you a bigger | ' 
profit margin. Maurey quality gives your cus- 
tomer more for his money and wins repeat sales 
at bigger profits. 


LESS INVENTORY... 
One interchangeable bushing for the complete 
Maurey line of Cast Iron and Pressed Steel 
V-Pulleys simplifies stock keeping, saves shelf 
space and saves money. 


Guaranteed 
Accuracy 


Hardened Jaws 


$10.50 f.0.b. New York 


Write for full information on this and other 


Complete high quality imported measuring instruments. 


V-Drives 


Write For Full Details 


MAUREY MANUFACTURING CORP. 


World’s Largest Manufacturer of Pressed Steel 
and Cast Iron Single Groove V-Pulleys 
2915 S. Wabash Avenue Chicago 16, Illinois 








Ask About The Complete 
Line of MAUREY 
MULTI-V-DRIVES 

the line that includes 
FUL-GRIP Q-D Sheaves, 
Stendard Cast Iron Sheaves 
and MOR-GRIP Multi V-Belts 


KARL A. NEISE 
381 4th Ave., Dept. 1.D. 
New York 16, N. Y. 
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Manufacturers Keep Architects Busy 


10 


flexibl® shaft 
MACHINES 


your BEST BUY 
because they 
serve your customers 


L. A. Branch of Skilsaw, Inc. has been moved to a modern building which contains 


imple space for demonstration and display. 3 43-SPEED JIFFY 
$J-38 


These two STOW Variable 
Speed Machines permit 
choice of operating speeds 
... are specially designed to 
provide the highest efficiency 
wherever applied. Many other 
models available. 


STREAMLIN 
N-40 


NEW PLANT being constructed by the Crane Packing Co. of Chicago, will cover 
133,000 sq. ft. when completed. The site is located in Morton Grove, Il., and will 
include general office and plant facilities 
STOW FLEXIBLE SHAFTS 


are the result of specialized know!l- 
edge and 76 years of experience. 
Reliable, efficient—they’re famous 
for long-wearing, trouble-free per- 
formance. 


Write for Free Copy! 
Don’t delay—write to- 


day for your free copy 
of Catalog #50. 


PERSPECTIVE sketch of the Rockwell Mfg. Co.’s new plant at Tupelo, Miss., 

gives an idea of how it will look when completed in September. It is a one-story MANUFACTURING CO 
building covering 150,000 sq. ft. It will be used as a southern service depot for 5 Sheds 4. Sieehantes, 4.9 
products as well as for manufacturing. 
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murorp !UALITY 


CONTROL 


MILFORD'S REPUTATION 


for monvtecturing heck sow blodes of unsur- 
posed quality is jealously guorded by o vigilant 
progrom of quality control. Knowing thet 
excellence in finshed MILFORDS depends on 
excellence of row moteriah, testing ot MILFORD 
stort: with the row sow stock. inspection and 
testing follow each succensve step in produchon 
— end only ofter finshed MUA FORDS hove powed 
rigid performance tests. MILFORD inspectors — 
oll speciclists — working with the finest in test, 
imapecton and research equipment, devote thew 
hours to protecting MILFORD’'S reputation for 
the... 





“STANDARD OF QUALITY 
++... THE WORLD OVER.” 


THE MILFORD ALL-HARD 
REZISTOR power hock sow biode, 
long the wondord of comparnon, = better 
then ever before. Teste conducted by 
MILFORD, end by impartio! metal cutters, 
show this superior REZISTOR lasts 307, 
longer, ond delivers 207, more straight 
cuts 5% fester thon ony p . 
REZISTOR. Mode of M-2 high speed steel, 
widely wed in making fine aviomotive 
cutting took, All-Herd REZISTORS ore 
wpeciolly heot weated for long weor ond 
ugh heat reustonce The fine cutting tool 





THE HEWRY G. THOMPSON & SON CO., NEW HAVEN, CONNECTICUT 


“SAW BLADE manees YP foe 7s veaes 
tere eer 


A. W. Tucker, 
(Now) Vice President in. Charge of Sales 
THE HENRY G. THOMPSON & SON CO, 
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to create demand” 





Take a look at that spread advertisement. 


p fF A K That’s the kind of smashing support The 
GUARANTEES Henry G. Thompson & Son Company gives 
PERFORMANCE 


its distributors. “Our distributors’ represen- 
tatives look to us to support their personal 
RAW MATERIAL TESTING .. . 


Testing ot MILFORD starts with the row saw stork. Samples trom 
every shipment of raw sow steel received of MILFORD go to the 
metolivegical laboratory. As shown left, these somples ore wb- 
jected to rgd term for tensile strength and Rockwell hardness: 
‘Only that stock which truly meets MILFORD’S high standards is 
approved for production purposes. 


METALLURGICAL TESTING .. . 


selling efforts,” says A. W. Tucker, Secretary. 
Naturally, “advertising is designed to create 
product acceptance and demand.” 


Of course, Thompson has to insure that its 


Teeth come under the continvovs scrutiny of MILFORD Metal. 
lurgis Each day somple teeth from blades 


advertising appears in magazines that are 
read by the men who do the buying. And, 
Mr. Tucker points out, “we are advertising in 
Factory MANAGEMENT AND MAINTENANCE 
knowing that it is taking our sales message 
to the men that our distributors’ salesmen 
are looking to for orders.” 


PHYSICAL TESTING ... 


finished bledes — fresh from the production line — ore sb- 


Factory carries The Henry G. Thompson & 
Son Company advertising because Factory 
does a job—for Thompson and distributors. 
It has proved its value. And it can do the 
same job for you on every product line you 
handle. Insist that your advertising support 
includes Factory. 


a\en hOlney 


ABC-ABP MANAGEMENT AND MAINTENANCI 








330 WEST 42nd STREET 


NEW YORK 18, N.Y. 





A McecGRAW-HILL PUBLICATION 
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ARMSTRONG-BRAY 


GEAR and EL PULLERS Meyazaipe | Book Review 





SALESMANSHIP: PRINCIPLES and 
METHODS 


By Carlton A Pederson, Ph. D., and 

wheels, pul Milburn D. Wright, Ed. D. 
oenehed ' Although this book was written by 
improved ¢ y Y professors primarily for the use of 
ouyte set U : college students, it should be en- 
the harder thusiastically received by even the 
most experienced salesman—it is a 


the grip. 
os en — eo salesmanship text that has both feet 
= 4 on the ground. 


3-arm, stan@aree and special 
‘ oo It offers instruction of the college 


STEELGRIP - 

and university level concerning selling- 
acting on the welcome theory that 
more and more companies are looking 
dis" to these institutions as sources of sup- 
end of sha : | ply for sales trainees. 

Write Gejetalog § \ % No hawker’s manual, the book aims 
to reach the type of salesman who 
seeks out customers, gets orders, and 
then provides a high type of service 
over a period of years to the mutual 


| advantage of both the buyer and the 

ARMSTRONG-BRAY & CO. Bey’ ten = 
5356 NORTHWEST HIGHWAY €, é ; The oa — agp a5 - 
CHICAGO 30, U. s. Ae type of se ing which requires the 


salesman to act as an adviser, a coun- 
selor, a consultant. They underline 
the man who, as a result of giving 
good service, can get the order and 
also command the respect of people 
both within and outside the field of 
selling. 





Two Advantages 





It’s an easy book to read for two 
reasons—the book’s interesting; its 
contents would attract even those 
outside the selling field; and, the 
, . language is clear and plain; the con- 

pror-FORGED smear ASA tents are arranged in a logical order. 

FLANGES monte’ Text material is set so that the 

stondords: reader considers (1) the importance 

of sales work and the patterns of com- 

pany job qualifications; (2) the back- 

ground of information good salesmen 

should have about their companies; 

ON BEST-SELLER LIST H (3) the sales power of sheathing, 

(4) an analysis on why people buy; 

eee @ Story 99 years in the making 5) prospecting and vaelen the 

sales interview; (6) the requisites for 

STOCK HARRISBURG Couplings and Flanges, and you're carrying building good will; (7) an actual case 

study of a salesman and his activities; 

and (8) an introduction to sales man 
how that results in uniform quality agement. 

WRITE FOR CATALOGS and prices. We I'he book is timely because an im- 

ee deciat iste an portant part of the contents consists 

Couplings and Flanges. of material reported in current lead- 

ing corporation sales training manuals 


HARRISBURG (a) Custom-Built Quality Products... .in Quantity and publications and in trade maga- 


et pipe 


best-sellers backed up by 99 years’ manufacturing experience . . . know- 





from a respected and thoroughly 
reliable source. 











STEEL CORPORATION 99 YEARS IN PENNSYLVANIA'S CAPITAL zines and periodicals. Also, the au- 


—— thors have drawn from their own sell- 


Horrisburg 18, Pennsylvania ing experience. Frequent illustrations 
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Sm, P 
wees su 


The XPEDITOR is the latest 
development in_ portable, 
high speed abrasive belt 
grinders, instantly adjust- 
able to any angle to give 
operators full view and con- 
trol . swivels 360°. 
Equipped to do line contact, 
free belt and_ precision 
platen grinding and contour 
polishing. Speeds deburring 
and clean-up jobs; also used 
with jigs or fixtures or auto- 
matic feeding as a produc- 
tion unit . . . guaranteed to 
increase productivity. Write 
for bulletin 


Popular priced . . rapid seller . . 


repeats. 














Within the circle 
is the reason why 


ATLAS 


CAR MOVERS 


move freight cars 


FAST! 





Within the cir- 
cle is the sec- 
tion where the 
**compound 


| of company practices serve to illus- 
trate the principles and methods 
| worked out. 


fo make it easier to apply the 
principles and methods advocated as 


| 
| 
| 
| 


applied to specific selling situations, | 


questions, problems, and cases are in 
cluded for each chapter. 

If vou want to break into selling, 
the right kind of selling—study this 
book. If you are already a star sales 
man, pick it up and start the first 
chapter—you'll enjoy it, and you'll 
learn from it 


Gloss Returns 
To NPB 


Eugene E. Gloss, director of sales 
for David R. Grossman & Co., New 
York, has resumed his world War II 
position as chief of the bearings sec 
tion in the National Production 
Board, Washington. 

Mr. Gloss has had extensive experi 
ence in the ball bearing industry, hay 
ing worked for the New Departure 
Co., for more than 15 years, four 
years of which were spent as manager 


| of distributor sales and service. He 
| became chief of the bearings section, 
4] | War Production Board, in 1944. 


Manning, Maxwell & Moore 


who are celebrating their one hun- 


| dredth year in business in 1951, have | 


| rented a large portion of the eleventh 


| floor of the new 32-story Chrysler 


Building East. 


lenants of the original Chrysler | 


Building, second tallest building in 


| the world, since 1934, the company | 


| at present occupies the entire sixty 
| fifth floor. 





leverage’’ is - 


developed. 





@ All your customers who ship and 
receive freight need these easy, speedy 
Car Movers. The quick approval they 
get gives you fast sales action. Wher- 
ever you see sidetrack and shipping 
platforms think of ATLAS and you make 
a sale. No time like the present be- 
cause every season is a selling season 
for ATLAS Car Movers. 


Appleton-Atlas Car Mover Corporation 


1421-25 Se. 2nd St. Milwaukee 4, Wis. | 








DISTRIBUTORS are visited in San 
Francisco by Russell F. Peete, Pidgeon 
Thomas Iron Co., Memphis; T. D 
Vander Voot, Celmson Bros.; and 
Edward F. Buie, Victor Saw Works, 
Inc 
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| Moves To New Chrysler Bldg. | 
Manning, Maxwell & Moore, Inc., 


STRONG 





REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! : 


1. The complete Mac-it line 
of heat-treated, alloy steel 
screw products enables you 
to meet a wide variety of 
your customers’ needs, 

2. You get a definite dis- 
tributor sales policy. 

3. Specials in alloy steel are 
made to customers’ specifi- 
cations. 

4. Advertising and mer- 
chandising help to support 
your selling job. 

5. You handle an _ estab- 
lished quality line recog- 
nized for dependability for 
over 35 years. 


Mac-it screw products are 
sold through leading in- 
dustrial supply distribu- 
tors everywhere. Let the 
complete Mac-it line 
cover more thoroughly the 
needs of your customers. 
Write today for complete 
information. 


GARLISLE & HAMMOND COMPANY 
eveland 3 ) 4 


a renner a 
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‘op BRAZING 
WELDING 


CHICAGO 31 


Call Your Distributor or Write to 


L.B.ALLENCO., INC. 


6731 BRYN MAWR AVE. 


@ Sold thru Distributors 
@ Send for Catalog 


ILLINOIS 











W. A. WHITNEY 


RIVETING 
and 
SETTING 


HAMMERS 


Riveting Hammer 12 oz. 


@ One piece head and handle 
prevents breakage and splintering 
@ Perfect Balance @ Leather Grip 
—CAN’T LOOSEN @ Sheet Metal 
Edge cannot damage the handle 
neck @ Black or polished @ Stock 
these and other W. A. Whitney 
Products for good returns. 


Setting Hammer 18 oz. 
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FOR STANDARD AS WELL 
AS SPECIAL PULLEYS 


Putieys can be divided 
into two general classi- 
fications, STANDARD 
PULLEYS which serve 
the majority of power 
transmission needs and 
SPECIAL PULLEYS de- 
signed for some particu- 
lar duty. Pyott makes 
both with a casting range 
from 2" to 144” using 
stock pattern equipment. 


In the Pyote STAND- 
ARD LINE are fixed bore 
and interchangeable hub 
types, the latter being 
carried in stock simpli- 
fying the inventory probe 
lem. Quick change hubs 
used with Pyott Pulleys 
are interchangeable with 
hubs used on Pyote 
Sheaves. 


In the Pyott SPECIAL 

CONVEYOR LINE are pulleys having 
ROLL flywheel effect—also, ta- 
per cone pulleys, step 

cone and conveyor pul- 

leys, flanged pulleys, ring 

type pulleys, clutch ring 

pulleys, brake pulleys, 

ball bearing pulleys and 

practically any variation 

: . of special pulleys—all can 
STANDARD be made at low cost from 


FIXED BORE 
PULLEY stock patterns. 


If you need SPECIAL 
PULLEYS only — call 
Pyott, or, if you need 
STOCK PULLEYS, call 
Pyott—you will find it 
advantageous to be a 
Pyott distributor. 


Write for Details 


PULLEY WITH 
AUXILIARY HUB 
POWER TAKE 


OFF 


Q-D PULLEY 
WITH 


INTERCHANGE 
ABLE HUB 


PYOTT 


FOUNDRY & 


MACHINE CO. 
310 N. Sangamon St., Chicago 7, Illinois 
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For extra sales... you can’t beat 
Easton Belting...a solid woven 
belting that’s loaded with such 
sales-compelling features as: 


ADAPTABILITY .. . bakeries, candy plants, 
flour and feed mills, paper box plants, man- 
ufacturing plants and fruit packers, to name 
a few. 


INNERBOUND Construction . . 
production design to eliminate peeling and 


. Exclusive 


ply separation. 


VARIETY OF SIZES... Available in many 
widths and plies, Easton Belting can also 
be furnished with special impregnations 


and coatings. 


IDEAL FOR LIGHT CONVEYING AND ELEVAT- 
ING .. . because of its low initial cost, dur- 


ability and maintenance-free service. 


i aie] 





-] Remember Easton Belting . . . YOUR 

+ =] BEST BET FOR BOOSTING SALES! Com- 

- I plete information available in Bul- 

letin No. 2. Write for your free 
copy, today. 


: = , 
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I orty years of service to-an industry is the proud boast of INpuSTRIAL 
DistRiBUTION in this year of 1951. During these forty years more than 
500 issues of the magazine have been produced to serve distributors and 
the distributor organizations. 

In this, the August 1951 issue, will be found some of the interesting 
highlights from early editions—those prior to the last decade. When 
you read of the problems faced and overcome by the distributor of 
twenty, thirty or forty years ago you will rub your eyes and ask yourself 
if it’s yesterday or today that these events took place. Time moves on but 
problems repeat, decade after decade, in only slightly changed form. 
Ihe pages of your magazine, starting with the year 1911, are a history 
of a growing industry that has become a great economic force in industrial 
America. ‘They are also a living record of the fact that the basic problems 
of an industry never change. The only difference in them is the proper 
method of meeting and overcoming their effect upon efficient operations 
at the particular time. 

From the personal standpoint, I am proud of the fine staff of men who 
produce INpustriAL Distrisution month after month. Theirs is an 
exacting job that calls for a factual, searching and news-seeking mind. 
They must know the situations of the moment and match them against 
the possibilities of the future. Having reduced a proposed item or article 
to cold type, that is reproduced to the pages of the magazine, the record 
is spread and they must live with it. The job they have done is one of 
outstanding accomplishment. 

Back through the years this same record of high standards in editorial 
achievement has always existed. The staff of today has the job of living 
up to the accomplishments of past years and all are dedicated to the 
task. 

I feel that same pride in the business staff. It is their efforts that 
make possible the publishing organization that produces your magazine 
month after month. The job that they do, day in and day out, in the 
interest of the industrial distributor is not as well understood as in the 
case of the editors but is equally as important and effective. They are a 
part of the team—a team that understands the distributor and his eco- 
nomic importance—a team that is a part of the industry just as the 
Associations are a part. 

We all enter the fifth decade of service to the distributor with the 
pledge that we will live up to the policies set by the founders and the 
accomplishments that forty years of publishing have produced. 


eS <«¢s @ @ 


Congratulations to distributors H. H. Kuhn of Hardware Supply, 
Akron and S. A. Russell of J. Russell Company, Holyoke. Both received 
“Doctor” degrees during the month of June. And while we are offering 
congratulations, let’s pass one on to J. F. (Jack) Apsey of Black & Decker. 
Jack has been elected President of the National Industrial Advertisers’ 


Association. Ce eS ~e < 


At San Francisco the distributors elected two men to head their Asso- 
ciations who have the ability and the character to lead this industry 
through the critical period ahead of us. The manufacturers came up with 
one of the most capable leaders this reporter has ever known. When 
they wrote the standards for business executives, the new American 
President could have been the yardstick. 

Bill Hazeltine of the National, Walker Welford of the Southern and 
Ralph Johnson of the American can be depended upon to lead this 
industry to a new high in the economy of this country. It’s up to the rest 
of us to lend that kind of assistance that spells one hundred percent 


cooperation. 
cd x bs * x 


And lest we forget:—“Customers are not crystal gazers—ask for 
the order!” 


ARCH MORRIS 
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A DOUBLE OPPORTUNITY FOR STARRETT DISTRIBUTORS 


We're confident that the Starrett Distributor Sales Promotion Plan will help to completely identify 
you as a Starrett Distributor and as the closest, most convenient source of tools, information and 
services needed by the vital industries in your area. 

W. J. Greene, Vice-President and Director of Sales 


A CHANCE TO SERVE 


You make a valuable contribution to defense 
production every time you help a customer 
select the right tools, equipment or materials 
for an essential job. Your services not only 
include getting tools to where they're most 
urgently required, but also providing necessary 
product information, data and specifications. 


A CHANCE 10 SELL 


The Starrett Distributor Sales Promotion Plan 
provides a way to key your sales and advertis- 
ing to local needs and opportunities . . . helps 
you identify your house as headquarters for 
Starrett Mechanic’s Hand Measuring Tools 
and Precision Instruments, Dial Indicators, 
Steel Tapes, Precision Ground Flat Stock, 
Hacksaws, Band Saws and Band Knives. 


This complete program of business-building 
aids includes direct mail and product litera- 
ture (imprinted with your name), signs, dis- 
plays, souvenirs and educational aids. It also 


SINCE 1880 
WORLD’S GREATEST TOOLMAKERS 


The Starrett Distributor Sales Promotion Plan 
is designed to help you achieve these objectives 
and is backed up by Starrett national advertis- 
ing which tells your customers 7% million 
times each month.., 


“BUY THROUGH YOUR DISTRIBUTOR” 


provides a complete advertising mat and electro 
service designed and tested to insure excellent 
results when run over your signature in local 
newspapers and other publications. 


Bulletin No. 1300 describes the complete plan 
... tells you how to get the most out of this 
valuable free service. Ask the Starrett salesman 
or write for your free copy. 





BUY THROUGH YOUR DISTRIBUTOR 


MECHANICS’ HAND MEASURING TOOLS AND PRECISION INSTRUMENTS 
STEEL TAPES + PRECISION GROUND FLAT STOCK 


DIAL INDICATORS + 
HACKSAWS, BAND SAWS and BAND KNIVES 





UNG CHAIN 


A. ZZ 


™, UNBALANCED 
WAN 


LOADS 


i . 
(fa \ FORMED POCKETS 
; PAT. NO. 2,436,247 é 


PREVENT SLIPPAGE 
Y, 








h ' 
yy) a New Idea! | 


Now any load can be lifted the easiest way 
it can be picked up. And perfect balance 
is maintained every time. 


Sling hooks are attached to load, saddle moved 

to correct position along chain’s links which fit 

in pockets of the ACCO SLING CHAIN ADJUSTER. 
Then load is ready for lifting. Twisting or spiking of 
chain is unnecessary. Made for 2",%",%4",and %" chain. 
































Adds greater safety on level lifts Prevents slippage on angle lifts Provides control of unbalanced lifts 
GET SET to sell this popular item to your trade. 
Write today for details. 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San F i Bridgeport, Conn. 





AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 


\ 





